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TIM WK 


ROLLER BEARINGS 





The “sold” tag gets onto Timken-equipped 
appliances sooner, simply because people are 
sold on Timken Bearings. Years of consumer 
advertising have made the Timken name an 
asset to manufacturers and dealers. 


Only mechanical excellence could keep the 
Timken name so well sold. And mechanical 
excellence keeps Timken-equipped products 
sold—saving you from ill-will and service 
costs—saving more power, labor, lubricant 
and time for the user. 

THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 








Tapered 








Advertising Index, Page 108 


Editorial Index, Page 37 





HARDWARE AGE 


ew. Plates— 


Selling a screw plate is an investment 
in future business and profit 


What happens when you sell screw plates? 
First—even a single screw plate sale represents 
a substantial sum. The net profit is decidedly 
worth-while. Yet the initial sale is usually the 


smallest part of the transaction. 


Gittle ient Opens Up Repeat Business 


Screw plate boxes are substantial—if well made 
they last many years. The tools they contain 
go into regular daily use. Hence, they wear out 
and must be replaced. If you sell a GUeGirnt 
it is probable that your customer will come back 
to you for replacement parts. This month he buys 
a few taps, next month a die or two, and so it 
goes—clean business—clean profit—month by 


month and year by year. 


An Avenue to Other Business as Well 


Many of these replacement purchases will be 
made in your store by men who are tool users 
and tool buyers. You have many other items to sell 
to these tool buyers. Is it not well worth-while to 
get them coming to you for their Little Giant Screw 
Plate replacements? Thus the sale of every 





LitieViant Screw Plate really puts in operation a 
sound merchandising plan that brings repeat busi- 
ness plus an increased opportunity for new busi- 


ness on other items. 


Sell Both Outside and Inside 
To help in making inside Q@@Qant Screw 


Plate sales, we have provided a new display stand 
that will be a credit to your store. It holds four 
Lie Giant popular assortments in a way that forci- 
bly reminds prospects of their screw plate needs. 

This stand is supplied free to merchants who 
stock and sell G&@G@iant Screw Plates. 

We also believe it will pay you to look for 
Screw Plate business outside your store. Single 
sales that range as high as $100.00 are worth 


some extra effort. 


} Send for Sales Plan 
Let us explain the G@#eGiaat Sales Plan. It 


includes not only the stand but also window cards 


and effective sales literature. Ask any @TD 
representative or distributor for information or 


mail the coupon. 
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' Lukewarm Salesmen Will Never 
3 Wear Out Your Cash Register 





ROTHER, don’t let anyone tell you otherwise, it’s Enthusiasm 
that makes the wheels go ’round. 


Give the men who do the selling in your store something they can 
. get enthusiastic about and watch them sell it. 


Have you ever noticed how much you like to sell certain articles and 
what an unusual amount of pep and smoke you can put into your 
work? That’s Enthusiasm. That sells merchandise. 


No matter how hard he tries, a salesman can’t work up any more 
Enthusiasm over some articles than a Chinaman can over a knife and 
fork. 


On the other hand many items have that “certain something”— 
that spark that makes them easy to sell. In the movies they call it 
S.A.—Sex Appeal. 


In the Hardware Store, Empire Levels have whatever it takes, or 
whatever you want to call it, that makes Enthusiasm and gets the 
business. 


Empire Levels are different, they have exclusive features, they are 
built right and they SHOW IT. 


If you want to see why Empire Levels are outselling any other 
Levels on the market watch the expression on your customer’s face 
when he takes hold of a bright new Empire Aluminum Level. And 
watch the pride in your salesman’s eye when he hands it to him. Get 
the wrapping paper ready. , 


Empire Levels are selling because they are easy to sell. 


EMPIRE LEVEL MFG. CO. 
Milwaukee, Wis. 
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“Unequaled 


Says A. C. Wirick, of the W.& R. 
Electric Co., Indianapolis, Ind. : 
“When I started my electrical 
store I selected Eveready Colum- 
bia Dry Batteries and they have 
proved very satisfactory and also 
very profitable. I have always 
taken advantage of the splendid 
window display material you get 
out featuring these batteries, and 
find that doing so helps boost my 
sales considerably. I don’t believe 
there is another product to equal 
the Eveready Columbia Dry 


in turnover” 


Batteries in profits and turnover.”’ 

Mr. Wirick’s satisfaction with 
his dry battery business is typical. 
Eveready Columbia dealers find 
that the quality of the batteries 
themselves bring repeat sales, 
while the Eveready Columbia 
national advertising creates new 
buyers. Order Eveready Colum- 
bias from your jobber. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 
Atlanta Chicago Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ontario 
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Dry Batteries 


~ they sell faster 
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BOOST YOUR SALES 
OF BACK SAWS 


You can do it easily! Stop con- 
sidering a back saw as a special 
tool that only a mechanic uses. 

It’s the handiest saw in the world 
for use around home. Every house- 
holder is a good prospect, and with 
a little effort you can make many 
sales. 

Show the saw. Let your custo- 
mer handle it. He may have a 


ARE YOU SELLING 
THIS NEW TROWEL? 


Are you taking advantage of the 
interest created among plasterers by 
this new Disston Trowel? That in- 
terest you can turn into sales by 
stocking and showing Disston No. 
28 and No. 38 Thin-blade, flexible 
24-gauge finishing trowels. 

For Disston has perfected a 
trowel that plasterers have been 
seeking: a thin, flexible blade that 


cross-cut hand saaw—but he’ll realize 
_ has unusual strength, toughness and 
wearing qualities. 

Disston Steel makers developed a 
new steel for this job—a steel that 
has both the required flexibility and 
toughness. 

This steel blade is attached to the 
handle with a ten-rivet mounting 
that will not come loose. 

Offer it to your trade with this 
guarantee from Disston: “Mr. Plas- 
terer,—this trowel will give you 
more satisfaction in use and will 
outlast any other trowel.” 





OTTO H. REICHE 
Napersville, Ill. 


“OUR FIRST STOCK ITEM 
WAS THE DISSTON SAW” 











Disston No. 4 Back Saw 
the many times that the back saw 
would be just the thing he needs. 

Help him out by suggesting these 
uses around home: 


The Back Saw 

Handiest of all small saws! The 
fine teeth and the stiff back enable 
you to do smooth, even cutting that 
is sO necessary on small, accurate 
work. You need it for cutting cur- 
tain poles, shade rollers; cutting 
corners on picture frame; sawing 
mitres; making small flower boxes 
and trellises; cutting grooves in up- 
rights for receiving shelving, tru- 
ing up legs on chairs or tables, and 
cutting close work. 


“When Reiche Bros. started in 
the hardware business in 1897 at 
Napersville, Ill, one of the first 
items we put in stock was Disston 
Saws,” writes Mr. Otto H. Reiche. 

“We still sell them,” he adds in 
his letter of application to the Diss- 
ton 25-Year Club. 


You Can Join 


If you have not yet applied for 
membership in the Disston 25-Year 
Club, do so now. To be eligible 
your store should have sold Disston 
Saws for a quarter of a century. A 
handsome certificate is sent free to 
all members. 





Disston No. 38 Thin-blade Flexible 24- 
Gauge Finishing Trowel 


FREE DISSTONSAW CHARTS 
WITH NEW WINDOW TRIM 


With the new Disston “Sell More 
Saws” Window Trim you get a 
liberal supply of the Disston Saw 
Chart for free distribution. 

This Chart tells your customers 
how to choose saws and educates 
them in the use of different saws. 
They act as silent salesmen in your 








HERE ARE THE SAWS THAT 
ARE SELLING FAST TODAY 


Lightweight! That is the kind of 
Saw that carpenters are buying now. 
Sales of Disston Lightweight (Ship 
Pattern) Saws are growing by leaps 
and bounds. 

Construction work as it is done 
today has changed the carpenters’ 
ideas,—has made a narrow-bladed 
saw highly desirable. 

And likewise, householders are 
finding this type of saw suitable for 
their use. 

Today you can order from your 
jobber practically any Disston Saw 


—e Al 


Disston No. 7 Lightweight (Ship 
Pattern) Saw 





in the new Lightweight (Ship pat- 
tern) Models. 

Get in a stock. Show a carpenter 
a D-8 Ship Pattern saw and watch 
him grasp it with interest. 

Keep other models on display, 
too, in your window and _ store. 
(Write us for free display easels for 
this purpose.) 


Below are illustrated a few of 
the Disston Lightweight models. 
Your jobber can ship you promptly, 
these and others. Order now. 


_—~ “fh 








eas No. 12 Lightweight (Ship 
Pattern) Saw 


ae “ 
———eatt & 





Disston D-115 Lightweight Saw 


— ow 


Disston D-8 Lightweight (Ship 
Pattern) Saw 








Disston D-23 Lightweight Saw 





, neighborhood, developing saw busi- 





ness for you. 

Send for the new Window Trim 
and Saw Charts today. All free. 
Use the coupon. 





Use the Coupon 





Henry Disston & Sons, Inc., 

Dept. 1, Philadelphia. 

Send me your new Trim and Saw 
Charts. 











Published by HENRY DISSTON & SONS, INC., Makers of ‘The Saw Most Carpenters Use,’” PHILADELPHIA, U. S. A. 
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Made of solid braided cot- 
ton yarn exactly like a high 
grade sash cord, but more 
yielding, to grip clothes pins 
firmly without splitting them. 
Black-Bird Clothes Line is 50% to 
75% stronger than _ ordinary 
loaded sash cord commonly sell- 
ing for the same price. 








A Gift of Utility 


Suggest a neat hank of Black-Bird 
Clothes Line to the Christmas Shopper 





Gifts of utility are becoming more and more material and cannot stain clothes. Glazed, 
popular. You sell them from your counters; smooth, pliable, easy to handle and kind to 
people buy when they see; your store is rich the hands. Women like it—buy it—recom- 
with suggestions for the Christmas shopper. mend it. Sales increase. 

Every household needs clothes line. Suggest Shopping List Folders Free 


a Black-Bird line; let her see a 50-ft. hank dis- 
played on your counter in one of our hand- 
some, five-color display panels. It isn’t too 
big—it doesn’t take up much room—but it 


sells a lot of Black-Bird Clothes Line! 
Remarkable Value \ 


Let us send you some handy shopping list 
folders imprinted with your name. They sell 
other items you carry—and tell the Black- 
Bird story to your prospects without taking 
up your time. 

i receitet ef 
Our new catalog is ready for distribu- 


Black-Bird stays sold, too. It’s a line a 
tion. Want one! 


you can back with your reputation be- 
cause we back it with our own. It is 
made of cotton yarn, solid braided like 
sash cord, but more yielding. Grips 
clothes pins firmly without splitting 
them. Clean throughout; no loading 


erry Christnas- 
“Buy, a Black- Bir y 
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CLOTHES LINE 
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a 2 blcchbird off her no 









SAMSON CORDAGE WORKS, _ 88 Broad Street, BOSTON, MASS. 
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STANLEY MERCHANDISING HINTS 


SUBJECT No. 28 


STANLEY Four-Square «= Tools 


1. A line complete enough to 
maintain a tool department. 


2. A line good enough to carry 
the Stanley name. 


Hammer 
Zig-Zag Rule 
Boxwood Rule 
Screwdriver 
Saw 

Pliers 

, Awl 

= Pry Bar 

| Hand Axe 

Bit Brace 
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THE STANLEY FOUR-SQUARE LINE 


Auger Bit 

Vise 

Wrench 

Jack Plane 
Block Plane 
Chisel 

Try Square 
Mill File 

Slim Taper File 
Level 


Putty Knife 


THE STANLEY RULE AND LEVEL PLANT 
NEW BRITAIN, CONN. 
New York Chicago San Francisco Los Angeles Seattle 


(A few tools from the Four-Square line.) 
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Stanley makes a complete line of 
woodworking toolsin keeping with | 
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the high quality of Stanley Planes. 


SELL THE LINE 


This trade-mark is a means of identification 
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STANLEY TOOLS 
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Manufacturers Who Advertise 


in Popular Science Monthly 
To Sell Tools—Hardware—Paint for You 


L. S. Starrett Co., Athol, Mass. 

Nicholson File Co., Providence, R. 1. 

Sargent & ney New Haven, Conn. 

The Peck, Stow & Wilcox Co., Southington, Conn. 

Millers Falis Co., Millers Falls, Mass. 

Simonds Saw & Steel Co., Fitchburg, Mass. 

Prentiss Vise Co., New York, N.Y. 

Sherwin-Williams Co., Cleveland, Ohio 

Trimont Mfg. Co., Roxbury, Mass. 

H. K. Porter, Inc., Everett, Mass. 

The David Maydole Hammer Co., Norwich, New York 

Clemson Bros., Inc., Middletown, N. Y. 

C. A. Shaler Company, Waupun, Wis. 

Henry Disston & Sons, Inc., Philadelphia, Pa. 

The Stanley Works, New Britain, Conn. 

Fayette R. Plumb, Inc., Philadelphia, Pa. 

North Bros. Mfg. Co., Philadelphia, Pa. 

Yale & Towne g. Co., Stamford, Conn. 

Brown & Sharpe Mfg. Co., Providence, R. I. 

H. Gerstner & Sons, Dayton, Ohio 

Goodell Pratt Co., Greenfield, Mass. 

E. C. Atkins & Co., Inc., Indianapolis, Ind. 

Boston Varnish Co., Boston, Mass. 

W. B. & J. E. Boice, Toledo, Ohio 

Electro Magnetic Tool Co., Cicero, Ill. 

Detroit White Lead Works, Detroit, Mich. 

The Parks Ball Bearing Machine Co., Cincinnati,Ohio 

South Bend Lathe Works, South Bend, Ind. 

Kraeuter Pliers, Newark, f 

8. C. Johnson & Son, Racine, Wis. 

Chisel-Edge Claw Hammer Co., Hoboken, N. J. 
Every tool product advertised in Popular Science 
Monthly is guaranteed after test and approval by 

the Popular Science Institute of Standards. 
















FREE to Hardware Dealers 
Fora complimentary copy of the 
December issue, write on your 
business letterhead to Popular 
Science Monthly, 
Avenue, New York City. 


242 Fourth 
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“Popular 


Science” 


influences 
. tool buying 

















Mr. Bernard, State Rural School Agent for Tennessee, 

is an enthusiastic reader of Popular Science. Also, he 

encourages his students to read it so that they may know 
what tools to select and how to use them. 


eo more convincing 
evidence of the power 
of ‘‘Popular Science” in the 
hardware field than this letter 
from O. H. Bernard, State 
Rural School Agent for 
Tennessee. 

No wonder leading hard- 
ware manufacturers advertise 
extensively in Popular Sci- 
ence Monthly. They know 
that many thousands of tool 
users turn to Popular Science 
for advice; and in addition, 
hundreds of men who influ- 
ence the selection of large 
quantities of tools. 


The Popular Science Insti- 
tute of Standards, mentioned 
by Mr. Bernard, guarantees 
every tool and hardware 


product advertised in Popular 
Science. 

First, the Institute thor- 
oughly tests the tool, etc. 
Then, if the result is satisfac- 
tory, the article may be ad- 
vertised in Popular Science. 

That the service rendered 
by this magazine is authorita- 
tive, is evidenced by the con- 
fidence shown by such men 
as Mr. Bernard. 

Examine the next issue of 
Popular Science. Look over 
the “Home Workshop”’ sec- 
tion, and the “Better Shop 
Methods” section. Then you 
will know why this magazine 
stimulates readers who live 
near your store, to buy tools, 
hardware, paint from you. 
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Bull Dog 
Garden Hose 





It is a hard matter to make golfers over into 
gardeners but a length of BULL DOG Hose 
will do more to promote joy in horticulture 
than anything else we know. Be sure to stock 
BULL DOG for the man who wants the best. 


Boston Woven Hose 
& Rubber Co. 


Makers of Quality Rubber 
Goods for Fifty Years 


Works: 
Cambridge, Massachusetts 


Postal Address: 
Box 5077, Boston, Mass. 
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WORTH WHILE TOOLS 


Ne6o00 Peerless 





Made in sizes 6, 7 and 8 inch 





You can be assured that in offering this 
Pexto Plier to your customers that you are 
offering them one of the finest tools that it 1s 
possible to make. 


The Pexto Peerless Plier is of the side- 
cutting, lap-joint type. It is drop forged 
92 oS from a high grade, special analysis tool steel ; 
; aS has beveled head, full polished, with gun 
Pt TD Ky Bia Bi barrel finish on handles. Each plier is tested 


to cut 10,000 Ib. guy wire. 


ie 


- «,0,8 ° 
EERLESS No. A tool for the real mechanic, made to stand 
the hardest use and do the toughest job. Par- 
ticularly adapted to the lineman who requires 


a plier of unusual merit. 


A trial order will convince you of the sales 
opportunities on this plier. 





An attractive display card is included, at no extra charge, 
with an order for two of these pliers. 


The PECK, STOW & WILCOX CO. 
Southington, Conn., U. S. A. 
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Tools like this are business | builders 





Sell a man a good tool and builders. Unbreakable, compact, 
you've sold him a good impres- rapid in action, positive in grip. 
sion. The better it works, the Its entire wrought steel con- 
better he thinks of the goods struction assures a service far 
you carry. The longer it works, ahead of ordinary vises and a 
the stronger becomes that first sale which will exceed that of any 





impression. He is “sold” on _ vise you ever carried. 
your establishment. 

7 J. H. WILLIAMS & CO. 
The Genuine Williams’ “Vulcan” “The Drop-Forging People” 







Vise is one of these business New York BUFFALO Chicago 






Write for illustrated 
literature today. 





LOOK FOR THIS 
TAADE MARK 






Four Sizes— 
¥% to 8 inch pipe. 





DROP - FORGED 
CHAIN PIPE VISE 
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ACKED as they deserve to be, Empire 
New Process bolts come to you un- 
touched by travel. 


Strong cardboard cases, plainly labeled, 
divide them by styles and sizes. Stout 
wooden cases protect against damage 
in transit. 





They reach you ready to display and sell. 


——————— 
. 


CMWoakers of Bolts. Nuts and Rivets Since 1643 
a5 % P+ “ mm ™ ‘Bex . Bi 
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PERFECT 
TEMPER 





The best known 


and known as 


THE BEST 


pvc AX tt 


ORTENTED 
on 5 mh APRIL 29% 1889 | 
MADEF | 


KELLY AXE MFG C0) | 


CHARLESTONWVA 
S=19 US A: ©. y) 
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The World’s Finest 


Kelly Axe & Tool Co. 
Charleston, W. Va., U. S. A. 
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NEW 
AUTOMATIC 

j SEMAPHORE 
NEW LIONEL No. 80 & 0&0 
SWITCH TOWER 
No. 437 
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ELECTRICALLY 
LIGHTED 
PULLMAN CARS 










TELEGRAPH 
POST No. & 












AUTOMA 
TRAIN CONTROL 
No. 78 & 078 
Patented 








—rp 
SS 















oo = 
—— forive Electricaity Controlled AUTOMATIC CROSSING 
2 win-Motor, Reversible) 


UTOMATIC we RNING 
IGNAL No. 





I he Nev ionel LOO% 
Electrically Controlled Railroad 
Operates 


AS IF BY MAGIC! 


Demonstrate it in your store and reap st profits. 
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Lionel All-Steel Electric | 

Lamp Posts 
Illustrating three of the | 
many styles in the exten- 
sive Lione! Line. 


Lionel again leads—in producing the finest line 
of electric trains and model railroad accessories 
—in the largest sales—in the greatest national ad- 
vertising campaign. 


Place Your Lionel Order NOW 
Lionel’s extensive facilities insure prompt deliveries 
THE LIONEL CORPORATION, 15-17-19 East 26th S¢., New York, N.Y. 


Complete stocks are carried at Lionel’s Western Coast 
ta 














Crose-section of 
New Lione! Power 
Station — showin ¢ 
Liene! Multivont 
Transformer 













Lionel Coal Car No. 216 
Equipped with automatic 
couplers and hand brakes. 
Has “Hopper” bottom op- 
erated by wheel on side of 
car. Just one of the com- 
plete line of Lionel freight 
cars. of all types and sizes. 











Office: 788 Mission St., San Francisco, Cal.—M. Sweyd, 
Representative. 





Send for Lionel Catalog 
and Dealer Proposition 




















ionel Oil Car No. 215 _ a NEW LIONEL _ , 3 

- - ae yd , 

Another striking number - , CONT — a 

in the new series of Lionel = SS Switch No. 222 P.. o  * 

" - —-* <a LIONEL STANDARD 
Freight Cars. A real oil car ae a —— ” Dust VATION ti 
in miniature. a es > 

dg hana P , + Pos Natae 4 














= E CTI IC ‘ : 

IONEL! MOReESSOniES TRAIN 
ACCESSORIES 

ie. “MULTIVOLT” TRANSFORMERS 


‘ait a above is a reproduction of full pages appearing in November and December Issues 














of Saturday. Evening Post, Liberty, American Boy, Boy’s Life and many other national maga- 


Large newspaper advertisements listing dealers’ names will also.run in every imbortant city 
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Li.t Prices $6.59 Down to $3.00 











The White Line includes 
not only recognized 
leaders, but also numbers 


at low competitive prices. 


It is strictly up-to-date in 


models and featu res. 


The outstanding leaders 
in the White Line give 
dignity to your display 
and profits to your de- 


partment. 


The competitive num- 
bers help you meet your 


competition. 


The large dealers with 
most at stake are featur- 
ing the White Line this 


year as never before. 


DEALER PROFITS 
IN WHEEL GOODS 





KIDDIE KAR STROLLER 
List Prices, $6.00 Down to $3.00 


H. C. WHITE COMPANY, North Bennington, Vt., U. S. A. 
New York Sales Office: Fifth Avenue Building 


Kiddie Kar, Kiddie Pedal Kar, Kiddie Kart, Kiddie Skooter, White’s Koaster, Kiddie Tende:, Xiddie Kar Stroller 
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Your One Best Bet for Fall and Christmas Profits 


£2 

= TAYLOR-TOT 

ef. ee 

Nat aS The outstanding success of this combination Baby-Walker, 

. SS pS) Go-Cart and Coaster-Car has brought many imitations—imi- 
gg tations which have fallen short in every way excepting to 

AS A BABY-WALKER prove definitely that TAYLOR-TOT is your one best buy. 





Now, another Christmas season is near and again there will 
A be thousands of this type of Baby-Walker sold. Profit-wise 


TD hy buyers are concentrating on TAYLOR-TOT because it is 
o—*s/ \ ia , “? , , . . . . . . 
. a: nationally advertised—sturdily built with seat adjustable in 


Az F height, ball and roller bearing wheels, form-fitting back sup- 
port, and is handsomely finished in either Red and Ivory or 
Light Blue and Ivory. 


Let TAYLOR-TOT with a good margin plus a whirlwind 
turnover swell your profits. Mail your order now to meet 
today’s demand and the early Christmas buyers. 





Kyraf 
FP pe 
bs ne! “1 Not the class name for a certain type of vehicle, but a trade-marked name. 
Al ‘7 There is only one TAYLOR-TOT and it is made exclusively by 
ai mG = . : 
ae i THE FRANK F. TAYLOR COMPANY 


AS A COASTER-CAR Norwood, Cincinnati, Ohio 
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New Sales—with a New Reel 


40 Years Old 


(SHE last word in fishing reels is the new Meisselbach Flyer— 
level wind, smooth running, quadruple multiplying, made of 
nickeled silver and brass with eternal phosphor-bronze bearings— 


and all this to sell at $7.50 retail. 


It’s a brand new reel with all the latest and wanted features, yet 
its famous Meisselbach name makes it 40 years old in reputation 
and popularity. And like all Meisselbach Reels, the Flyer is made 
with the skill and precision of a fine watch, and is guaranteed for- 
ever against any defect in material or workmanship. Backed by 
nation-wide advertising to sportsmen and by store-helps for your 
Own use. 


Sell it? You couldn’t help it! A beauty to look at and balance 
and spin, and perfect to fish with. Send for a sample, try a few 
casts with it and you’ll know why your customers won’t be able 
to resist the new Flyer. 


THE A. F. MEISSELBACH MFG. CO. 
Sales Offices and Factory — Elyria, Ohio 
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Double Your Harmonica Sales 
With This “HOHNER Boy” Display! 


| HERE is a popular harmonica display 










50 Per Cent assortment that will double your 
Profit harmonica sales, create new customers 

and produce steadily growing profits for 
for you, you the whole year ’round. 


Mr. Dealer! | 


Dealers in every city, town and village 
have found that it pays to tie their stores 
to the big, national advertising campaign _ 
for Hohner Harmonicas; and this attrac- | 
tive “HoHNer Boy” Display is proving 
extremely popular because it stimulates 
sales wherever shown. 








| / Millions of people in every part of the 


‘ey Oo > country are reading and responding to 
o / Te” 46 f, yi: Hohner advertising which is now appear- 
J ym c { 1h oe ing in leading magazines and newspapers. 
BL Ai a. They are urged to “go to your dealer and 

ask for the Free Instruction Book”; and 

when they see this attractive display on 


Vana: r your counter, a request will undoubtedly | 
Hohner © Bees 


Harmonica’: 


5) 


, : ; 


eZ 


The “Honner Boy” Display is one of the most 
attractive dealer helps ever produced. The figure 
of the typical American boy is life size and was 
reproduced from an original oil painting by 
a | , eight-color lithographic process. No one who 
—————— —_— °° °° °;°& _ sees it can resist the invitation to “Play a Hohner 
ii Harmonica.” The more conspicuously it is dis- | 
; played the more sales it will produce. | 








o 


This No. 425 Assortment consists of apermanent | 
display card, 31 inches high by 15 inches wide, 
with a patented easel that may be adjusted in- 
stantly. Mounted on the card are twelve as- | 
sorted genuine Hohner Harmonicas to retail at | 
50c each. The price of the assortment complete | 
is $4.00 and your profit is 50 per cent. Order 
from your jobber today or write direct for 


| “Hohner Boy” Harmonica Assortment No.425 further details. 


M. Hohner, Inc., Dept. 66, 114 East 16th St., New York 


Canadian Address: Hough & Kohler, 468 King Street, W., Toronto 
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Fascination Health 
Inspiration Portability 
Education Durability | 
Entertainment Convenience | 
Accuracy «| Popularity | 
| 
































The The 
LAMSON & | KIRK-LATTY 
SESSIONS CO.} COMPANY 


EStablished 1866 


PIONEER 
CY 4 in the bolt 
and nut industry. 


Operating two 
plants ~ Cleveland 


and Kent, Ohio. 


Personnel un- 
changed assuring 
the continuance of 
the same service 
and quality on 
which Lamson &® 
Sessions’ success 


has always been 
built. 


Established 1895 


ACTORY at 
ecm 
Ohio. 

The entire Kirk- 
Latty organization 
is retained under 
the consolidation 
to insure the unin- 
terrupted mainte- 
nance of the care- 
ful service enjoyed 
by Kirk-Latty cus- 
tomers in all past 
years. 
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The illustration at the 
right is taken from our 
new, life-like, full-coler 
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w display. 


Would you like one? 
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Fill-in Orders! 


Only a short time left to prepare for Christ- 
mas. If you are low on any of the popular Ameri- 
can Flyer numbers, this is the time to enter your 
fill-in orders. 

Your jobber can give you service now which 
he will not be able to give a little later on. Check 
over your full line of trains and railroad acces- 
sories. Write or wire your jobber today. 

We are back of our jobbers with every facil- 
ity of this 28-year-old company. Our 1926 pro- 
duction has been carefully planned to provide 
for late orders and fill-ins. 

Bear in mind that the demand for American 
Flyer trains and accessories will be greater this 
year than ever before. The 5% million Ameri- 
can Flyers already in use are in themselves an 
unequalled advertisement. 

But we are not content with that alone. We 
are backing the American Flyer this season with 
the largest advertising campaign ever centered 
on a miniature railroad line. Forty million read- 
ers are being reached through advertising in the 


Saturday Evening Post and other national mag- 
azines. 

American Flyer offers you the short route to 
long profits. It’s the compact railroad line—com- 
plete in every sense, yet “boiled down” to 
cut away slow movers. Turnover is a fact, not 
a fancy. A fast stock turn on a reasonable in- 
vestment— isn’t that what you want? 

Don’t delay in getting that fill-in order to 
your jobber! If he cannot take care of you, write 
us direct. 


Our big “spo catalog shows you all the 
models of the profitable American Flyer Line. 
May we send it to you with our complete story? 


Jfimecican Fges™ 


AMERICAN FLYER MANU FACTURING COMPANY 


2219-39 So. Halsted Street, Chicago, Illinois 
Eastern Sales Office Western Sales Office 
200 Fifth Ave. 660 Mission St. 
New York San Francisco. Cal. 
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No. 12 
Everything New for 1927 
New Styles Improved 
New Colors Fasteners 
New Items and Locks 
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Land Fishermen 


With the Right Line 


“To Please the Fisherman” is the one idea 
behind all Falls City changes. A Fisher- 
mran pleased is easily sold. 


The entire line of Falls City Minnow Buck- 
ets, Bait and Tackle Boxes for 1927 is fresh 
and improved right up to present require- 
ments. Each item fits the purpose intended. 
nt sizes and prices to fit every pocket- 
book. 


All in demand because they’re what the 
Fisherman wants. 


Advertised in the leading - ata Goods 
Journals. All Profitable Seller 


Write for 1927 Catalog and Price List now. 





Stratton & Terstegge Co. 


— Incorporated — 


L. K. Grundy, Sales Representative 
Eastern Office: 436 FINZER St., Louisville, Ky. 
Western Office: 419-420 Central Bldg., Los Angeles, Calif. 


Louisville Kentucky 
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Building Sales For You 


“Cash In” on Them “Now 


During the last several months Empire edu- 
cational toys have been advertised in children’s 
publications. The advertisements have made 
boys and girls want Empire Electric Engines 
and Ranges. 

They have sold their mothers and dads on 
the idea of having Santa bring an Empire 
Engine or Range for Christmas. 

Are you prepared to “cash in” on this de- 
mand? If your stock isn’t large enough order 
more today. 

We have anticipated a last minute rush 
and have a large stock ready to meet it. Have 
you underestimated your holiday require- 
ments? Play safe. 


Place your order today. 
METAL WARE CORPORATION 


Also Mfgrs. of Emprire Electrical Appliances and Percolators 
Sales Office: Chicago, Iil. Factory: Two Rivers, Wis. 


_Send for Catalog 
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There is no substitute 2 for 


ron QUALITY / 


bene] dealer who hopes to build a 
RCE substantial children’s vehicle 
™ department can afford to gam- 
ble on merchandise that is not of the 


highest quality. ’ 






Unfortunately a cheaply constructed vehicle looks as 
good as the quality article when it is brand new. But wait 
—after it is used it shows its true colors, and the cus- 
tomer who bought it will never forgive you for the seem- 










ing “‘bargain”’ you sold her. 


The counterfeit dollar may look like the genuine, but 


quality—feature it and you will 
have the satisfaction of knowing 
that you are giving your customer 
the best quality—that is genuine 
thru and thru. 


THE GENDRON WHEEL CO., Toledo, Ohio 
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Geta stock of 
Regulation 
Pitching Shoes 


for the holiday trade 


HESE pitching shoes conform 

to all the requirements of the 

National Horse Shoe Pitcher Asso- 

ciation. They are attractively painted 

and boxed, and they sell well with a 
fine profit to the dealer. 








Order a stock now for the holidays 


CHICAGO STEEL FOUNDRY CO. 
Kedzie Ave. at 37th Street 
Chicago, Illinois 
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Guaranteed not to break. Will 
not nick or scar on the surface. 
Weight 2% lIbs., nicely bal- 
anced. Three colors — black, 
blue and red. Regulation steel 
stakes, 1 in. diameter, 25 in. 
long, enameled red. 


HAI-11Gray | 
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Christmas Always Means the Time for 

Ice Skates and Roller Skates. The 

Samuel Winslow Skate Mfg. Co. Has 

Made Special Preparation to Take Care 
of Rush Orders. 





The season has been a busy one, but if 
you act quickly we can supply your 
needs. 


Your stock of skates will appeal to 
boys and girls, young and old, when they 
see the name, Winslow’s Skates. 


Ice and roller skates catalogs gladly 
sent upon request. 


The Samuel Winslow Skate Mfg. Co. 
Worcester, Mass. 
New York Office, Sales and Stock Room, 34 Warren St 
Pacific Coast Sales Agent, Phil B. Bekeart Co., 717 Market St., San 
Francisco. 


Southern Representative, Henry Keidel & Co., Inc., 405 W. Redwood St., 
Baltimore. 


WINSLOW'S 
Skates 




















DISPLAY THEM 


and save space! 





THE PRICE SELLS IT 


Retails at 





Just think,of givin 
your customers 8 
a well-built, all-steel 
vehicle at $1.50. 


Finest holiday article 
you can get. Let us 
send you a sample 
through your jobber 
now, order quantity 
from him. 


PURER Other good ones in 
WALK-A-WAY illustrated catalog. 


METALCRAFT CORP., 4227 Clayton Ave. ST. LOUIS, MO. 














Tucking your wares in the cellar may save some 
space but it will never make sales. It’s far bet 
ter to bring sleighs, wagons, velocipedes, autos, 
scooters, etc., up on the main floor where every 
one can see them. It’s even better if you use 
Universal Display racks that save 2/3 of the 
floor space and put the articles Right Where 
They Can Be Seen! 

There are several types of these racks. Your 
inquiry 1s requested. 


UNIVERSAL DISPLAY RACK CO. 
12 Franklin St. Auburn, N. Y. 
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Your Christmas Gift 
Buyers Want A & I Tackle 


They demand that first essential in Christmas gift merchan- 
dise, well-known high quality. And for a hundred years 

Abbey & Imbrie Fishing Tackle has been 
famous for ite excellence. See that you 
get full benefit from this great prestige. 
Get your Christmas stock in. Get it on 
display early. Advertise it. Play up in 
every way its fine reputation. Clean up 
a real profit with your tackle department 
while you are at it. In “‘Fishing Tackle 
That's Fit for Fishing’’ the quality appeal 
shows up in every item—highest salability always. Write 
for Complete Catalog and discounts. 


Abbey é Imbrie 


FISHING TACKLE 


97 Chambers St., Dept. A-11 New York City 
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“CHICAGGC” | 


RUBBER TIRES What a line 


* * 
The Best Xmas Gift for Christmas 
“Chicagos” are built for speed. They are fast mover: 
and do —" antlnt - arte stock: ye bong etionel Trade! 


Advertising has created a big demand for this high 
quality, guaranteed Rubber Tire Roller Skate. Noise- led by the famous Original Brake 
“Cie Shock grain ee will — all others. Scooter, the Blue Ribbon Line of juve 

ie up your store with our big National Advertising Campaign an 5 : : attee ar . 
and get your share of the profitable Xmas trade. Make your nile vehicles offers a real quality product 
store “Roll On Rubber’? Headquarters. 
















for every age, from infancy to ‘teens. 
-» Built Like an Auto The 


v 










story of these 
Stop with ’ 

4-WHEEL BRAKES exceptionally attrac- 
tive numbers is being 
carried to your cus- 
tomers through lead- 
ing juvenile publica- 
tions, 


Attractive counter cards, 
foiders, envelope stuffers, 
newspaper electros and 
other dealer helps fur- 
nished FREE, Dealers and job- 
bers: Order a sample pair of 
‘‘Chicagos’’ TODAY! 





D le G Delights small chil- 
app ec sray dren with its hand 
painted horse’s head, bright red baked enamel 
seat and big easy running rubber tires. Patented 
swivel joint can not wobble, swell or stick. In 
three sizes. 





CHICAGO ROLLER SKATE CO. 
4456 W. Lake Street Chicago, Illinois 
Established Over 20 Years 


> N Same as largest size 
I edal Gray Dapple Gray, with the 
addition of ball bearing pedal action and larger 
front wheel. Makes a big hit with children 
who have grown out of the toddler age and 
want something ‘“‘to make go.” 




















S .6-23 ~. 


Pedal Brake A sturdy vehicle that 


will stand much hard 
use. Rubber tires, ball bearing pedal action 
and a real brake, operated from the handle. 
An all year seller that may be used indoors 
and out. Made in one size. 





Nitro Powder 
Solvent No. 9 


Use It to Keep the 
Hunters Coming In 


HE more hunters you get in the more good 
spenders you'll sell. Hoppe’s Nitro Fow- 
der Solvent No. 9 brings them in—the standard 
cleaning preparation for their guns, recom- | __ Pypeoner <P 
mended by Uncle Sam. Sold only in 2-ounce Snuggle Bu sen, de at alien he 
, ° , t 1 baby 
bottles, it keeps them coming in for more. 
Display Hoppe’s No. 9 heavily now, adver- 
tise it. A fine sales stimulator. Keep your for camping, motoring, on street cars, ete. An 
stock up; order refills promptly. neidiiete anak alti. 


* * * 


° With the exception of the 
Pittv-Pat nickeled post and handle 
(rubber grips), Pitty-Pat is a duplicate of 
Dapple Gray, with the same popular swivel 
joint construction. Made in three sizes. 





the family. Folds into small space instantly 
and easily, and can be taken anywhere. Ideal 





Maintains best 
shooting condi- 


tion and resale Sales Building 


value in all fire- s ; - 
arms. Standard —= 
for a generation. Oil and Grease HOPPE . 
ALL shooters need Hoppe’s Lubricating Oil BRRAAAwiAABe 
always. Refined expressly for the 
working parts of firearms. xcellent also for 
hourehold use. And they want Hoppe’s Gun 
Grease for thick swabbing to prevent RUST 
the acid-killing bore grease. 
Handsomely Packaged and Packed in 
Attractive Free Counter Display Cases. : 


Dealers who are interested in prestige 
IND PROFITS are invited to write for 
the new Blue Ribbon Catalog. 





HT 


i 






Junior Wheel Goods Corp. 


Kokomo Indiana 


Sold by Leading Jobbers Everywher RS LU E 
FRANK A. HOPPE, Inc. IBB@oO 


For more than 20 years the Authority on Gun Cleaning. WHEEL GOODS OF QUALITY 


23-H North 8th Street Philadelphia, Pa. 
Representatives: Ed. W. Simon Co., Inc., 258 Broadway, New York 
H. L. Bowlds, Mason Opera House Bldg., Los Angeles 
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Automobile Accessories and 


MANSFIELD 
TIRES 


Built — Not to Undersell, but — to Overserve 






















ITS AGREAT TIRE | 


" ‘ ¢€ 
ed ' Me 
‘ya ee 
Aig’ ; 
4 t 


After all—it is the satisfactory service at the hands of the user 
that ultimately counts. 


Your Mansfield Tire customers may not come back quite so 
soon, but they will be enthusiastic boosters for you and you can 
depend upon it, when they need more Tires, they will come 
back and you meanwhile will have held their friendship and 
business on other lines. 





MANSFIELD TIRES are everywhere recognized as more 
than merely an accepted type of product. Dealers and users 
alike warmly refer to them as “a great tire.” 


THE METHOD OF DISTRIBUTION: (Thru the hard- 
ware channels) has been proven economically sound. It marks 
a permanent, dependable and friendly compact between the 
manufacturer and the user and does it at a lower cost to both 
parties than any other distributing method. 


¢ 


MANSFIELD DEALERS are supported with an unusual 
selling plan in which Service of the Tire—National Advertis- 
ing and Adequate Dealer’s Profits all play an important part. 








If you are not selling MANSFIELD TIRES at the present 
time, we urge you to avail yourself of our distributing service 
and enter into the sale of one of the successful products on the 

market. We will give you more of the details if you will drop 

us a line or take it up with our representative when he calls. 


| The Geo. Worthington Co. 


-_ Cleveland, Ohio 
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Your customers Jock for o hammers to offer them. 

6s . 99 ta 
on Ge teed of come proms. ee Your jobber can supply you. Ask for Catalog and useful 
— Pocket Handbook 23 “C.” 


Nail Hammer 
Ripping Hammer 


Machinist’s Ball Pein Hammer 


Automobile Hammer 
Tinner’s Hammer 

Brad Hammer * 
Farrier’s Hammer 
Engineer’s Hammer 
Riveting Hammer 
Patternmaker’s Hammer 
Bricklayer’s Hammer 
Ete., ete. 


“D. Maydole” 









Among experienced tool users there may 
be some question as to which is the best 
wrench or the best saw, but they are 
practically unanimous when it comes to 
hammers—they all look for the “D. 
Maydole” on the head. 


If you believe that quality is the only 
basis on which to sell these men—the men who know tools 
—Maydole Hammers are the soundest and-most profitable 





BAAy YOUR HAMMER, SINCE@ 1843 


laydol 


a ammers 


The David Maydole Hammer Co.,Norwich,NY. 


240 

















— 















































































Ny, 





my 2 


HARDWARE AGE 


y Be 


. 
SCerrengeguene™ 











tte, 


Whether You Sell Rope for Sea or Land 


When Donald B. MacMillan equipped the 
schooner “Bowdoin” and his new steamship 
“Peary” for the Polar Expedition, he used 
only Plymouth Rope. Mr. MacMillan re- 
cently stated that the :upe was put to about 
as severe service as could be imagined, 
standing the gaff and giving a splendid ac- 
count of itself during the entire trip. 


In the American Fisheries more Plymouth 
Rope is used than any other brand. Fisher- 
men and Boatmen as well as Contractors, 
Painters, Riggers, Steeple Jacks, Sand 
Blasters, Window Cleaners and others who 
work where their safety depends upon the 
strength of the rope invariably use Ply- 
mouth. 


If you should ask any of these men why 
they use Plymouth Rope they would im- 
mediately reply: “We know we can trust 
it.” Dealers have the same confidence and 
their customers prefer Plymouth Rope qual- 
ity and dependability. 


Plymouth Rope has been on the market for 
more than one hundred years and is so well 
known that a large demand for this brand 
is already created. 


/ 


If your Jobber doesn’t handle Plymouth 
Rope, write us for the name and address 
of the nearest Jobbing Depot in your state. 


Plymouth Cordage Company 


North Plymouth, Mass. 


PLYMOUTH 


Welland, Canada 


You. 
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Osborn prints this state- 
ment 5,000,000 times 
each month for your 
benefit in its national 
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emis Thousands upon thousands of 
women areresponding toOsborn 
national advertising. Stores all 

. over the country are getting the 
business. You can get it too, if 
you will do your part. 


The way to do it is to get behind 
this campaign yourself. Display 
the Osborn Brushes, use the 
Display Rack—set it up where 
it can be seen — and where it 
will work for you by exposing 
the brushes for sale. That’s what 
the canvasser does—he shows 
his wares—and asks women to 
buy. You must do that too. 


* 







advertising 








ae 

sPuSNES 
Know them by the Blue Handle 
YOUR MONEY BUYS MORE WHEN YOU BUY AT‘THE STORE 


29 


He Will Not Make a Sale if She Knows 
That You Sell Osborn Brushes 


The Osborn Display Rack—the 
window display of Osborn 
Brushes; good counter display 
—and above all asking women 
to buy—these are necessary. Do 
these things and you'll be selling 
as well as the canvassers. 


And remember this, while the 
canvasser has to fight to get in 
the house — your customers 
come to youto buy. You've got 
all’*the advantages if you will 
use them. 


Write for information—get after 
the business. 


THE IS80RN MANUFACTURING LOMPANY 


CLEVELAND, OHIO 


Direct Overseas Factory Representatives 
JOHN H. GRAHAM & COMPANY, INC, 
113 Chambers Street, New York City 
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SINCERITY 


The key-note of the entire Peerless policy is Sincerity. High 
quality products, business friendships, confidence, service— 
none of these are possible without Sincerity. It exists in the men 


who build the fans, the men who sell them and in the executive 
management. 





We are building Sincerity into our manufacturing and mer- 
chandising program in order that we may offer you a product a 
little finer and a business policy decidedly more pleasant. 


£3 
: 


Your association with Peerless will pay an extra profit in 
complete satisfaction. 





| THE PEERLESS ELECTRIC COMPANY 
| WARREN, OHIO 
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FANS MOTORS GENERATORS 
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In Demand 
because of High Quality 
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-Dependability-Low Cost « 


BOSS 





Dominating consumer ad- 
vertising has educated 
hundreds of thousands of 
housewives to this and the 
many other BOSS im- 
provements. Why not cap- 
italize on this potential 
market in your territory? 


Let us tell you how we 
serve BOSS Dealers un- 
commonly well. Write or 
wire the nearest Distribu- 
tor or direct to 


THE BOSS WASHING 
MACHINE CO. 


Established 1889 
Harris Ave., Cincinnati, Ohio 


WHOLESALE DISTRIBUTORS 
Brown-Camp Hardware Co.Des Moines, Ia. 
Harbison Mfg. Co..... Kansas City, Mo. 
Lindsay Bros., Inc..... Milwaukee, Wis. 


Farwell, Ozmun, Kirk & Co., 
St. Paul, Minn. 


Consolidated Wagon & Machine Co., 
Salt Lake City, Utah 


M. Seller & Co. Portland, Seattle, Spokane 
Harry Baylies, Inc....Los Angeles, Cal. 


lL. H. Smith Woodenware Co., 
Pittsburgh, Pa. 


ee Ee Ma ts tae aweahe Lancaster. Pa. 
Schindel, Rohrer & Co. .Hagerstown, Md 
Weems GB Gee ccecccccecs Boston, Mass. 





ELECTRIC AND 
GASOLINE MOTOR 


WASHERS 


No other washers have the wonderful THERMO 
heat-retaining construction used in both the Gaso- 
line Motor and Electric BOSS Washers. 
exclusive advantage alone makes the BOSS propo- 
sition attractive to Hardware Merchants. 


This 


Model No. 55 
Gasoline Motor 
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EST. 1889 




















Model No. 52 


Electric 


(CINCINNATI 





S.A. 








Ne 





Model 52 Electric 
The greatest value in 
Electric Washers. 
Equipped with % H.P. 
General WBlectric motor. 
12 inch wringer. 


Model 55 Gasoline 

Motor 

The dependable, low cost 

farm power washer. 

Equipped with 4-cycle 

dependable, built-in gaso- 

line motor. Not an ordi- 

nary gas engine. 






ONE INCH OUTSIDE 
INSULATING AND 
PROTECTING WALL 
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The 
GRAY- 


is made from FULL GAUGE WIRE 


which adds further to its durability. 


It carries 
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It lasts. 
GRAY-WICK is easy to cut and apply because 
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No. 34 gauge warp 
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Wickwire Premier 
Wickwire Bronze 


Furthermore, it insures those who 
White Metal Finish 
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Note specifications: 


LAND 


Gray-Wick 
Is Made from Open Hearth Steel 
is worth repeating, because quality screen cloth 
Cortland Black Enameled 


That Carr 
‘Life Insurance 


GRAY-WICK Wire Cloth carries its own life 


insurance. 


o a 
’ 
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Your jobber will supply you. 


We draw the wire in our own mills. 

12 Mesh, No. 33 gauge each way 

14 Mesh, No. 33 gauge each way 

16 Mesh, No. 33 gauge filler 

18 Mesh, No. 34 gauge each way 
Our Other Brands of Screen Cloth 


The Screen Cloth 


ROTHE 


Every operation from raw material to finished 
> 
= 


an extra heavy electro zinc coating enameled with 





product is under our personal supervision. 


fact that 
is impossible without quality materials. 


HEARTH STEEL produced in our own fur- 
WICK 


GRAY-WICK is made from rust-resisting OPEN 
naces. 





use it by its unfailing protection. 
it unrolls smoothly and lies flat. 


good transparent varnish. 


Gray color. 
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See the ‘“‘Nu-Rib” 
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As Near Rough-Proof As Possible 


Of all things made to serve humanity ash cans get about the 
roughest treatment. 





They are pounded when ashes freeze and stick, left outdoors 
in all kinds of weather, carelessly handled and thrown about 
and often dropped from wagon to curb. 


That is why SEXTON Ash Cans are unusually strongly 
constructed. From the light weight types to the heavier 
styles, each is the best wearing can for the money possible 
to manufacture. 


Our best sellers are built with Heavy Non-Rusting Galvan- 
ized Sheets with rugged bodies securely reinforced with 
“Nu-Rib” Steel Ribs and still further strengthened with 
heavy “Shaped” Galvanized Iron Bands top and bottom. 
These features and our Patented Process of Riveting help 
make them as near “‘Rough-Proof”’ as possible. 


j Our Catalog shows many styles. You can retail them all 
f at a worth-while profit. 








is +X SEXTON CAN CO. { | EVERETT STA. BOSTON K4?> 
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AMERICAN 


SCREW 
COMPANY 














Wood Screws Machine Screws 
Stove Bolts Tire Bolts 














Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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Coil Machine Chain Truck Chain 
Twist Link Straight Link Twist Link 
No. 5-0 No. 7-0 No. 8-0 





Meeting Every Chain Demand 
of Every Locality 


Chain demands vary according to local conditions. us advise with you regarding your needs and the 
But whether you sell dog chains, cow ties, dredge best methods of merchandising chains. We'll help 
chain or stud link anchor chain, there’s an “ACCO” you make “ACCO” chains one of the most profitable 
product that exactly meets the needs of your cus- lines you handle. 


tomers. CO 
AMERICAN CHAIN COMPANY, Inc. 


Bridgeport, Connecticut 











The five chains illustrated above are among 
the thousands of types and sizes manufactured 
by the American Chain Company. 


In Canada: 
Dominion Chain Company, Limited, Niagara Falls, Ontario 
District Sales Offices: 


‘“_a Boston, Chicago, New York, Philadelphia, Pittsburgh, San Francise 





You know your local chain market. Stock Lae” 0s; Werlé’e -—e Memtatves of Wee ot Sane 
. . ) j ceri 0 amet Je s' 
popular sellers. Standardize on one line. Let ew Pee. en 2 
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“ACCO” Chain Specialties 


Made by the Makers of the Famous WEED TIRE CHAINS 
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MR. HAPPY 


MAN 
SAYS: 


“THE HOME SAW 
MARKET IS A BIG 
MARKET” 

‘To the hardware mer- 
chant who is wide-awake 
and looking for business 
there is no end to the 
prospects for selling 
saws. Each home is a 
prospect. And, what is 
more, when you sell a 
home keeper a saw you 
bring him into the store 
and before he leaves you 
have an opportunity to 
sell him many other 
things, and _ probably 
make him a regular cus- 
tomer.” 

Write to Atkins for sugges- 
tions on how to sell saws for 
the home. Ask for folders 


“Saws in the Home” and 
**Pointers.”” 


Remember the home owner 
uses Hand Saws, Meat Saws, 
Hack Saws and Mitre Saws. 
Do not overlook this won- 
derful market. 


E.C.ATKINS &,CO. 


ESTABLISHED 18687 THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS, INDIANA 


Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks In The Following Cities: 


Atianta San Francisco 
Memphis a aang Seattle 

Chicago Port! a Oo y Paris. France 
Minneapolis Flandre. Vancouver, B.C. 


ATKINS 


SILVER 
STEEL 
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Signposts 


} arn merchandising today is 
no longer the comparatively 
simple business it was a few years 
back. High pressured competition, 
changes in the public’s buying hab- 
its, have increased the complexi- 
ties and hazards of selling, but by 
the same token they have also en- 
hanced the dealer’s opportunities. 

Your trade paper may be com- 
pared to a signpost on the road to 
success. It discusses and helps in 
the solution of the numerous prob- 
lems confronting merchants. 

But in the last analysis its use- 
fulness is only what you make it. 
It’s up to You! 


What Readers Say 
About Us 


“HARDWARE AGE affords me a lot of 
pleasure in reading and supplies a 
whole lot of useful knowledge.” 


(Signed) ARTHUR MORTON, 
Quincy, Mass. 
“We couldn't get along without 
HARDWARE AGB.” 
(Signed) J. V. WHITLA, Manage: 
Osawatomie, Kan. 
“HARDWARE AGP is a great asset to 


any merchant and he should not be 
without it. Have enjoyed it im- 


mensely.”’ 
(Signed) T. E. GAY, 
Hardin, Mont. 
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URTA APPLETON Company of 
Philadelphia, one of the coun- 
try’s leading builders’ hardware 
concerns, gives evidence of the stay- 
ing qualities of McKinney Forged 
Iron as revealed by the recent fire. 


“.. at the time of our recent fire, 


we had about twenty McKinney 
pieces which were mounted on 
sample boards and which were 
covered by water and allowed to 
remain in the damp atmosphere 
of our destroyed building for a 
period of four weeks. 


“These samples we now have in 
stock and were very glad to find 
that there was no rust on any of 
them. 


“MURTA APPLETON COMPANY” 
+ A + 7 


The severity of this accidental 
test shows McKinney Forged Iron 
Hardware to be as enduring as it is 
beautiful. 


The accomplishment of such a 
rust-proof finish on genuine forged 
iron has automatically broadened 
the use of this much-desired period 
hardware. 


This unprecedented demand has 
brought about the usual result of 
having many imitations offered to 
the trade. 


McKinney has made it possible 
for you to enter into the Forged Iron 
Hardware business whole-heartedly 
and with enthusiasm. All the old 


HARDWARE 


AGE 


The amazing story of 
McKINNEY FORGED IRON HARDWARE 


—through fire and water 
without rusting 


An unretouched photograph of 

the Heart design entrance handle 

set in Relieved Iron finish. . . 

The reproduction shows to some 

degree the exquisite texture of 
this fine hardware. 
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standard difficulties have been elim- 
inated. 


No more anxious moments while 
awaiting made-to-order pieces—for 
McKinney Forged Iron has been so 
designed that stocks can be main- 
tained right in your own store. 


No more difficulties on the job— 
for McKinney Forged Iron is easily 
applied to all types of modern con- 
struction—designed for use with 
modern locks. | 


No more complaints about worn 
finishes or rusting a year or so after 
the job is completed—for McKinney 
has seen to it that an especially ef- 
fective rust-resisting treatment pre- 
cedes the final finish. And rigid tests 
have proved that each McKinney 
finish is capable of withstanding 
wear and exposure. 


Throughout the entire line of this 
artistic and practical hardware there 
are but two sizes of screw-heads 
used. A small open end wrench 
takes care of the complete applica- 
tion. Nothing is marred. 


Forge Division 


McKInNEY MANUFACTURING Co. 
Pittsburgh, Pa. 


Send This Coupon Today! 


Force Division 


McKinney Mee. Co., Pittsburgh, Pa. 





Kindly send me your Catalog on McKinney Forged Iron 
Hardware. 


Name 





Address ... 
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Get Out of the 
Crowd 





HE hardware retailer is coming into his own. Today he is a tecognized and 


Today he has a definite place 


in the conventions of manufacturers and wholesalers, who have come to realize 


neaeominate ——— 
a anette —_ a a 
BY LLEwW S. SOULE 
Retailer respected factor in merchandise distribution. 
Recognition the value of his viewpoint on problems of manufacture and distribution. 


At the Atlantic City Convention we had the pleasure of listening to Hobart 
Beatty, President of the National Retail Hardware Association, as he addressed a 
joint meeting of the hardware manufacturers and jobbers. 

He expressed the views of the hardware retailer on the selling of nationally 
advertised merchandise, freely and frankly, to an audience which listened with 
unfeigned interest. 

We can remember when a retailer would have been about as welcome at a 
convention of manufacturers and jobbers, as a pole-cat at a picnic. We can 
remember when the retailer would probably have refused point blank to attend 
such a convention. It speaks well for the trade, that the hardware industry as a 
whole has come to realize that manufacturers, jobbers and retailers have a mutual 
interest; that each link in the hardware chain depends upon the other links, and 
that legitimate cooperation is the keynote of success for all. 


OMEN with long hair have been winning a majority of the recent beauty 
contests. Why? Is it because long-haired women are essentially more beau- 

tiful than their sisters with bobbed tresses? 
Of course not. 


The truth of the matter is that bobbed hair has become com- 
It is seen everywhere on young and old. Long hair is more or less of a 
novelty. As a result the woman with long hair “stands out” as different. She 
attracts attention, just as anything different attracts attention. Given the same 
natural beauty, the fact that she is different influences a verdict in her favor. 

But what has all that to do with hardware? Nothing, perhaps, except to bring 
up the question of why some stores draw customers, while others do not. 

In many cases the successful ones are those whose show windows are different; 
whose interior arrangements are different; whose policies are different. 

If the public seems to be showing little interest in your store, find out the 
reasons for that lack of interest. You will probably find that your store is merely 
Your 
advertising also may be of the old “John Jones-Hardware” type, which means 
little to the modern merchandiser. 


mon. 


one of the crowd; that there is nothing about it or in it to attract attention. 


The public today is looking for new displays, new ideas, new advertising and 
new merchandise. 


Give them what they want and they will give you what you want. 
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HAS been a good busi- 
| 926 ness year in the hard- 
ware industry, but it 


has not been a good profit year. As 
Saunders Norvell aptly expresses it, 
the hardware trade has been experi- 
encing a profitless prosperity. 


And now we face another year, less 
than two months ahead; a year which 
has all the promise of potentially great 
business activity. 


Will the hardware industry translate 
that activity into prosperity, or will it 
continue on its present schedule of good 
business and poor profits? We wonder. 


And we are not simply curious in the 
matter. We are a part of the hardware 
industry, and we have an earnest, honest 
desire to know whether or not this great 
industry intends to profit by the experi- 
ences of the past few years, and get back 
to the sound old basis of reasonable 
profits all along the line. 


It can be done. It could have been 
done long ago, with the right kind of 
effort properly directed. 


The main trouble is that the hardware 
industry from top to bottom has blindly 
refused to take a legitimate profit from 
those products which are essentially 
hardware, and which are not to be 
obtained through other avenues of 
manufacture and distribution. 


If reasonable profits were taken on 
these essentially hardware items, it 
would be unnecessary to exact high 


profits from other sources. The trade 
could then easily stand the competition 
on allied or near hardware items, and 
would get the money it now earns, but 
fails to collect. 


Just review in your own minds the 
happenings of the past few years. Con- 
sider the multitude of ways by which the 
hardware industry in its various 
branches has almost deliberately re- 
fused to make a profit. It should make 
you wonder, as it has us, if the hardware 
business as a whole has not strayed too 
far from the safety zone of sane busi- 
ness operation. 


Until this industry quits its useless 
and expensive price wars on products 
which are essentially hardware, it can 
reap no profits. Until it goes much 
further than it has in asking consumers 
of standard, staple hardware to pay, not 
only the cost of the goods, but a reason- 
able profit to the maker, distributor and 
seller, it cannot succeed. 


There is no element of satisfaction to 
me in saying this; I hate to feel that it is 
necessary to say it—But it is the truth. 


It may be necessary to sacrifice profits 
on lines which meet the direct competi- 
tion of supply sources outside the hard- 
ware channels, but why is it necessary 
to throw away profits in those lines 
which the hardware industry makes, 
distributes and sells? 


If an individual produces and sells 
anything without making a profit, he 


——— 
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The Vanishing Profits 


of Prosperity 
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Llew S. Soule 
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eventually fails. So does an industry. 
Yet—it almost seems that the hardware 
industry has for several years encour- 
aged a race between its own members 
to determine how nearly they can elimi- 
nate profit and still keep going. It can’t 
go on forever. 


I believe the hardware industry has a 
false conception of the public’s willing- 
ness to live and let live. I honestly be- 
lieve it underestimates its own products 
and its own services. The public does 
not begrudge a fair profit to the pro- 
ducer or distributor. The consumer is 
pretty well adjusted to the economic 
principle of fair recompense to maker 
and seller, provided he gets his money’s 
worth in quality and service. 


The actual number of cut-throat 
manufacturers, price-undermining job- 
bers and trade-demoralizing retailers is 
small in comparison to those who be- 
lieve in safe and sane business methods. 
They and their uneconomic influence 
can be swept aside by a single season of 
sensible hardware merchandising, in 
which the intelligent, reputable manu- 
facturers, distributors and retailers pre- 
sent a solid front of making and selling 
hardware at a right and reasonable 


profit. 


Competition, intelligently handled, is 
the life of trade, but unintelligent compe- 
tition, practised by half-scared business 
men, can easily be the death of trade. 


—— 
- a ee 


Competition is not necessarily con- 
fined to price. The worst thing compe- 
tition can do is to keep profits low. The 
best things competition can accomplish 
are increased effort for creating better 
hardware, and increased efficiency in 
giving the public good service. It en- 
tails earning a profit, as well as collect- 
ing it. 


Immediately back of the hardware in- 
dustry today are at least two unprofit- 
able years which are rich only in experi- 
ence. They have taught the manufac- 
turer, jobber and retailer more about 
the real economics of merchandising 
than any similar period in hardware his- 
tory. 


If the industry hasn’t learned its les- 
son, then heaven help the industry. 


Nineteen twenty-seven presents abun- 
dant opportunity for the American hard- 
ware trade to get back onto solid 
ground; to squeeze the foolishness out of 
price competition among its own mem- 
bers; to get on a basis of proper buying, 
proper selling, proper stocks and proper 
turnover; to give the public a full meas- 
ure of quality and service in exchange 
for a fair and reasonable recompense. 


It can force the incompetent, foolish 
and unworthy to mend their ways or get 
out of the picture forever. And—it can 
put the hardware business back on a 
basis of a decent profit, at least on its 
own lines. 


Think it over. 
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=, IRTSMAN’S Paradise has no particular geographical location. You will find it wherever the moun- 
tain trail leads and game abounds. Sportsmen are known by their guns and other equipment. They 
want the best, and they are willing to spend thousands of dollars annually for it. Interest yourself in 
the Sporting Activities of your community. Learn to know and to love guns. 


creased profits and a keener enjoyment of life. 


They will bring you in- 
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Note the wide range in items, catering to all ages, even adults. in this juvenile vehicle window display in the store 
of the R. L. Leach Hardware Co., Bedford, Ohio 


Juvenile Vehicle Sales $2500 in Town 
of 8000 Population 


Bedford, Ohio, Hardware Dealer Displays Assortment of Juvenile 


Vehicles in One of His Two Windows Four Times a Y ear— 


Ties Up with Local Newspaper Advertisements 


Bedford, Ohio, displays an assortment of juvenile 

vehicles in one of its two windows. Each dis- 
play runs one week, during which time the local news- 
paper carries an advertisement of the store featuring 
vehicles. Mr. Leach, the proprietor follows this prac- 
tice throughout the year. His regular daily newspaper 
ads feature the items shown in his windows. 

The Leach vehicle stock starts with a scooter at $3 
and runs up through the various pieces to a bicycle at 
$37. Look at the photo (above) of his recent window 
display and you will note the assortment in price also 
permits a range of vehicles suitable for the boys and 
girls of all ages from four years to about eighteen 
years of age. With bicycles of course there is a fair 
demand among adults for their own use. 

Last year sales on wheel goods ran between $2,000 
and $2,500 which is very good in a town of 8000 people. 
Leach faces plenty of down town department store 
competition on vehicles and all other lines. 

The store interior display of these items has offered 
Mr. Leach a real problem. Before he installed a com- 
plete set of Heller fixtures the vehicles were displayed 
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on the floor near the front. When the fixtures were 
installed he placed all vehicles on the top shelf, above 
the wall cases, which measure seven feet high. They 
are easily taken down for demonstration or selling, and 
look much better in a row than in acluster. For a time 
this Buckeye merchant was well pleased with the new 
arrangement. 

Then he found that with scooters and wagons, etc. 
seven feet out of reach for the average youngster, he 
was losing those sales which come unexpectedly, when 
a parent and child come in for some other lines. As 
he explains it, “The parent will be looking through a 
color card folder on paints. The child isn’t interested 
in paints so he wanders about the store, spies a scooter, 
wagon or velocipede, and decides then and there, that 
he can never be happy without it. The child will push 
it about, maybe ride the scooter and very reluctantly 
let go when the parent fearfully says “stop.” 

“This is a good start toward a sale. If I know the 
parent or size him up as an agreeable fellow I can sug- 
gest the purchase of the particular vehicle of interest 
to his child. Nine out of ten will at least ask the price 
and from that point on it is a matter of salesmanship.” 
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More About Canada 


By Saunders Norvell 


al 





something when I wrote 

those few feeble remarks 
about Canada! A stream of 
delightful, friendly~ letters, 
booklets, circulars and in- 
formation about historical 
incidents and geographical 
points of interest has poured 
into 31 Union Square ever 
since that article was pub- 
lished. Canadian newspap- 
ers have taken up the article 
and have written nice, 
friendly editorials on the 
subject of the coming in- 
vasion of Canada by Ameri- 
cans. They extend to “us 
Amuricans” a hearty wel- 
come—come early, stay late 
and bring your’ bankbook 
with you! 


[ someting did start 


lets, circulars 


automobile.” 


% * * 


In my article, as usual, I made a few mistakes! My 
attention has tactfully been called to these errors. First 
of all, I intimated that there was no such thing as 
Prohibition in Nova Scotia. Now I am told that there 
is a certain mild form of Prohibition, but the inhabi- 
tants do not seem to take it seriously. 

Then I happened to write about Nova Scotia just as 
if this country were all of that great region. I have 
letters from Prince Edward Island, from Cape Breton 
Island and especially from a number of new Canadian 
friends in New Brunswick. They are very friendly 
toward their sister province of Nova Scotia, but they 
courteously call my attention to the fact that there are 
also other pebbles on the beach! 


* * * 


Well, well! My education progresses. What I did 
not know about this part of America when I wrote that 
first article would fill several books. However, since 
that time, first of all, I have been studying the maps 
sent to me. Every student should first fix maps in his 
mind. Nothing helps the memory when you study about 
any country as much as to first locate the country, the 
mountain ranges, the cities and the sea line, if any. 


¥ % ¥* 
Then I have been studying the products of the coun- 


try—raw products and finished products; land products 
and the products of the sea. 


%* * 


Now, right here my friends in Canada get me all 
wrong. They seem to think I am some kind of modern 


“I certainly started something 
when I recently wrote a few feeble 
remarks about Canada! 
of delightful, friendly letters, book- 
and information 
about historical incidents and geo- 
graphical points of interest has 
poured into my office ever since. 

“Several enterprising gentle- 
men have offered me large estates 
at rock-bottom prices—others have 
offered to show me the country by 


—Saunders Norvell. 


American captain of indus- 
try who is coming up there 
to try to make money—de- 
velop some of their indus- 
tries. Dear Canadians, let 
me put you right. I have 
never been a real business 
man. I have never cared 
very much for business. 
With me, business has al- 
ways been a side line. My 
father went into a certain 
speculation. If he had suc- 
ceeded, I never would have 
gone into business. How- 
ever, this speculation did not 
turn out well and I landed 
pushing a truck in a hard- 
ware store. I did not enjoy 
pushing the truck, but since 
I had to engage in this 
healthful occupation, I made 
the best of the situation and proceeded to get the most I 
could out of my surroundings. The entire object of 
my life from that day to this has been to escape from 
the tentacles of business. It is a paradox to say that 
the only way to escape was to play the game of busi- 
ness up to the limit. There was only one escape and 
that was to make enough money to buy one’s freedom. 
* * s 

At last, having achieved freedom in a large measure 
—because of course one is never entirely free—I have 
been looking around for some part of the world where 
one could spend the Summers in comfort with delight- 
ful natural surroundings; a place where one could lie 
cn the rocks and listen to the booming of the ocean 
surf; a place of clean air and strong, cold winds; a place 
with woods and big game that, without blood lust, one 
could hunt with a camera; a place with streams and 
lakes abounding with fish. My idea was a simple 
bungalow on a hill in some out-of-the-way place over- 
looking a small harbor and in this harbor, one of those 
Canadian fishing schooners riding at its anchor, this 
schooner manned by real sailors—not the kind of 
buccaneers and pirates who pose as sailors in the vicinity 
of New York and who devote their entire time and 
thought to how they could have your yacht pulled out of 
the water at a shipyard; how they could buy supplies 
and how they could collect 10% commission on all your 
expenses. 


A stream 





#€ *% * 


No, gentlemen, you have me all wrong. It gives me 
nervous indigestion to see smokestacks or hear talk 
about developing natural resources. What I want to 
do is simply to enjoy natural resources without any 
development whatever! In other words, my dear 
friends, I have quit. I do not want to make any money. 
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I understand your country is not a very good country 
to make money in and that is why I am so favorably 
impressed. As I size up the situation from all the litera- 
ture I have received, the Maritime section of Canada is 
a place where, speaking in general terms and with all 
cue respect to your Scotch inhabitants, one would find it 
exceedingly difficult to compete and make a living! 
Therefore I recommend to those I am going to send 
there to go well provided with money to invest, not in 
factories; not in shops, but in scenery and in health- 
giving living. 
% % * 


My earliest recollections as a child were of beautiful 
Pass Christian, near New Orleans on the Gulf of Mexico. 
For many years I carried memories of this lovely spot. 
In later life, incognito, I went to Pass Christian on a 
pilgrimage. I visited the old home. I bribed a negro 
caretaker and went up into the attic of the house where 
I played as a boy. I went down to the beach where I 
sailed my first boat. Everything was peaceful and 
lovely. Very little had changed, but a long pier had been 
built out into the water and at the end of this pier 
had been erected an oyster canning factory. There 
were smokestacks, smoke, piles of oyster shells and the 
hum of industry. Well, some types of mind might 
have been delighted to see this evidence of industrial 
progress in their old home town, but it all filled me with 
a feeling of sadness. I left on the next train and I 
never cared to return. I would not wish to buy any 
stock in this oyster canning factory. 


£* * 


Therefore you will understand how, with rather a 
feeling of sadness, I read the pamphlets you sent me 
telling all about the industrial progress of your various 
cities. The business habit of years has led to my read- 
ing your statistics with interest! In one pamphlet 
the total industrial payroll of a certain city is given. 
The total number of workers in that city is also given. 
I have divided the amount of the total payroll in dollars 
and cents by the number of workers. According to 
this analysis, the average worker earns considerably 
less than $1,000 per annum. If I were a worker living 
in the vicinity of New York, these figures would not be 
attractive to me. On the other hand, possibly such a 
pamphlet, if it would not attract workers, might at least 
manufacturers. Unfortunately, though, you cannot 
have manufacturing without workers, so I could not 
help but wonder about the labor supply in the Maritime 
Provinces—but please do not write me about this. I am 
really not interested. That all belongs to my past life 
and I do not wish to dig up my past!!!! 

% * % 


Now, allow me, for the benefit of some of my readers 
who are not members of The National Geographic 
Society, to roughly describe the lay-out of these Cana- 
dian Maritime Provinces. New Brunswick is a part 
of the mainland of Canada. It is just East of the 
state of Maine, U. S. A. Studying the map and a 
pamphlet sent me, it seems that the town of Moncton 
is the leading railroad center and the greatest city in 
New Brunswick. However, in studying another cir- 
cular that I have received, the greatest city of New 
Brunswick may be Saint John. Well, anyhow, it is 
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one or the other. I have not sufficient energy today 
to look them up in the latest Encyclopedia Britannica, 
study their populations and the annual amount of busi- 
ness they do. ; 

As I have written before, I am not interested in 
business. What I am wondering, and what will interest 
me, is which city is the most beautiful and the most 
interesting; and which city enjoys the distinction of 
having the most intelligent, broad-minded, tolerant, 
cultivated people. By this I mean that in my estima- 
tion of cities, it is not a question of the number of the 
population, but of their quality. At the height of her 
glory under the reign of Pericles, Athens had only 
40,000 inhabitants. 

* * * 

Nova Scotia is almost an island. It lies parallel with 
the coast of New Brunswick and is connected with that 
province by a narrow neck of land. Between Nova 
Scotia and New Brunswick on the inside is the Bay of 
Fundy. 


* *% & 


The town of Saint John is on the Saint John River 
on the coast of New Brunswick. It is here where there 
is a tide in the Bay of Fundy of 36 feet, rising and 
falling twice every 24 hours. Some day somebody will 
use that tide to produce enough electric power to supply 
all this country. However, it is interesting to note that 
here there is a river which is different from every 
other river in the world. When the tide is low, the 
current of the river runs into the ocean. When the 
tide is high, the ocean reverses the tide and runs back 
up the river. So this river every 24 hours has a current 
running in four different ways. 

Yarmouth seems to be the enterprising town on the 
southern tip of Nova Scotia. Half-way up on the out- 
side is the leading city of Halifax. At the northeastern 
tip of Nova Scotia is Cape Breton and the metropolis 
of this part of the world is the city of Sydney. It is 
at Cape Breton that Alexander Graham Bell, the in- 
ventor of the telephone, built his palatial residence and 
maintained a large estate. It is here that he lived and 
it is here that he lies sleeping. 


% * * 


Just north of the neck of land connecting Nova 
Scotia with New Brunswick lies Prince Edward Island. 
This place is a paradise for yachtsmen and fishermen. 
It is also the home of the silver fox. Silver foxes are 
here grown artificially for the market and I understand 
silver fox farming is a profitable investment. 

” * * 


I wish I could do justice to all the information that 
is given me in the pamphlets I have received about the 
hunting and fishing in this part of the world. It must 
be a sportsman’s paradise. I have received pictures of 
the heads of moose with a spread of 72 inches between 
the tips of their antlers. I have read long lists of fish 
that are caught in the ocean, others in the lakes and 
still others in the streams. Up these streams the salmon 
still make their mysterious annual love pilgrimage. 

I see on the bill of fare of Luchow’s here in Union 
Square, “Gaspe Salmon,” and I understand these salmon 





(Continued on page 90) 
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demonstrated one outstanding fact as regards re- 
tail publicity and that fact concerns the taking 
advantage of timeliness. 

Timeliness in advertising has produced uniform and 
effective results for merchants. 

Any wideawake hardware dealer can quickly dem- 
onstrate this to his own satisfaction by observing the 
trend of advertising from month to month in both news- 
papers and magazines. The timely appeal will be found 
to dominate a very large percentage of all kinds of 
publicity. 


(k experience of progressive retail dealers has 


The Opportunity of Thanksgiving Day 


Just now the dealer has a wonderful opportunity in 
Thanksgiving Day. 

Probably on no other day in the year does the house- 
wife give so much of her time, attention and thought 
to her table and to her kitchen. Therefore, the logical 
thing to do is to cash in on this Thanksgiving Day in- 
terest by making your advertising timely. 


Not a Winter Item, But— 


Thanksgiving may not sound much like ice cream 
weather, but we notice that all of the ice cream and 
soda parlors are apparently enjoying a twelve-month 
business. It’s a cinch that the kiddies and young folk 
at least will enjoy ice cream on Thanksgiving Day, and 
a freezer is quite a useful article in preparing frozen 
puddings, jellied dainties and the many other forms of 
frozen desserts. 


Items to Push 


Extra guests for the Thanksgiving dinner mean that 
mother must have additional silverware, extra pieces of 
china and glassware and a larger turkey. To cook this 
larger turkey there should be a new and larger roaster. 
You might even sell her a new range. Extra pie baking 
utensils will be needed for the three, four or five extra 
pies she will bake for the occasion. Also, a casserole, 
cake pan and a new carving set for dad should interest 
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TALK 
“TURKEY” 


her. It is your duty as a merchant to help her remem- 
ber these items, and it is a profitable duty, too. Then, 
don’t forget that a potato masher is needed for the 
pumpkin pies. 


How About Entertainment? 


Some form of entertainment during this national 
holiday will be necessary. Special radio programs will 
be broadcast during that day and evening, but sonny’s 
small crystal set will not do the work, with a crowd of 
guests on hand. Why not sell a good tube set, with loud 
speaker, so that the youths can dance and the older 
folks listen to the beautiful music and singing? 


Where Did He Get That Axe? 


The turkey receives the blow from the AXE in the 
same place as the chicken, but where did the farmer get 
his axe? We hope he bought it at your store. If he 
didn’t, no doubt it is your fault. Why not make a try 
for his axe business this year? Though this may be 
the cold-blooded angle of the Day of Feasting, one 
thing is certain, and that is, if the turk did not get the 
axe, we would not get the turk, and at that it would not 
be Thanksgiving Day. 


Get That Turkey Atmosphere 


With a good general assortment of typical Thanks- 
giving hardware, carefully displayed, don’t forget the 
turkey atmosphere. As a suggestion for an effect that 
would appeal to the housewife, we offer a table, set for 
four, with papier mache turkey trimmings and vege- 
tables, complete china, glassware and silverware needed, 
together with a fine linen table cloth. 


When It’s Over— 


You’ll agree that the above suggestions were good 
ideas, and will begin thinking about doing it all over 
again next year, on a much larger scale. Ordinarily 
a holiday means poor business, but not when you 
“make ’em pay their way.” 
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HE above picture shows one of the window displays that have helped the firm of Birkenmeier & 
Kuhn, Newark, N. J., sell many items in Thanksgiving Hardware. 


Below is one of the Thanksgiving window displays used by the Duncan and Goodell Co., Worcester, 


Mass. Note the variety of items used in aiding mother to cook the Thanksgiving dinner. Tying up 
the hardware items with freshly harvested corn makes a pleasing window display—one bound to at- 
tract the attention of passersby. 







































































These pictures published through 
the courtesy of the Shapleigh 
Hardware Co., St. Louis, Mo., 
offer buying suggestions on holi- 
day lines. Now is the time to 
act. Get out your want books 
and prepare for a_ banner 


Christmas trade 
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Two glimpses of the holiday goods 
display room used by Shapleigh Hard- 
ware Co., St. Louis, Mo., in order to 
- focus the minds of dealers on the suit- 
able items for Christmas selling cam- 
paigns. Holiday trimmings give at- 
mosphere to the displays 
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Shapleigh’s Christmas Goods Display Room 
Helps Dealers Select Live Holiday Stocks 


ties for hardware dealers during the Christ- 

mas shopping period of November and Decem- 
ber, the Shapleigh Hardware Co., St. Louis, Mo., turns 
its large display room into a holiday merchandise 
bazaar early in September. Appreciating also the im- 
portance of buying these lines early and the neces- 
sity for careful selection the company invites its many 
dealer customers to inspect the very complete and 
well assorted holiday merchandise. 

Shapleigh’s business is entirely wholesale. The 
large array of Christmas goods suitable for sale in 
hardware stores gives dealers a very thorough pres- 
entation of these profitable lines and enables Shap- 
leigh’s salesmen to get a definite idea of suitable lines, 
which they in turn may recommend to their dealers. 

We had the pleasure of visiting this large wholesale 
house the first week in September and enjoyed very 
much a trip through the display room, where we saw 
silver table ware, silver hollow ware, manicure sets, 
dolls, toys, juvenile vehicles and furniture, boudoir 
sets, cutlery specialties, smoking sets, ash trays, 


PPRECIATING the profitable selling opportuni- 


games, colored glassware, kitchen sets, special glass- 
ware sets, silver service sets, Pyrex and many other 
useful gift lines. 

In every line shown the retail price range was very 
complete. There were high priced boudoir sets and 
moderate priced outfits with a full range in between. 
There were small silverware sets in holiday boxes, 
medium sized sets and a large mahogany chest of 
many pieces and so on down the line. 

Talking with President R. W. Shapleigh and Vice- 
President W. G. Yantis we were pleased to learn that 
each year the sale of this holiday merchandise in- 
creases. These two executives have also observed 
that each year an increasing number of hardware 
stores feature successfully the lines shown in the 
display room for holiday buying. 

The holiday season enables even the most orthodox 
hardware store to carry the very profitable so-called 
specialties, and in many cases hardware dealers have 
their first experiences with these lines laying the 
foundations for new and profitable all year depart- 
ments. 
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Sporting goods window display arranged by the clerks of the Chown Hardware Co., Portland, Ore. Note the stream 
of water, banked by an assortment of hunting and camping equipment 


“Keep Ahead of the Crowd—Give Em 


Something to Follow” 


ITHIN a few weeks sportsmen from all parts 

of the West will be stalking deer in the moun- 

tains and foot-hills of California. Hardware 
merchants who sell sporting goods, especially hunting 
and camping equipment, are now busy displaying their 
stocks in show windows, and arranging for special ad- 
vertising that will receive 
the attention of hunters. 

Special sales are being 
held in different parts of 
the State, and nearly all of 
the hardware show win- 
dows display rifles and am- 
munition, the mounted 
heads of buck and doe, and 
various odds and ends of 
camping necessities. 

The two _ photographs 
that accompany this article 
are examples of displays 
that may be seen in the 
Far West. The one of the 
Chown Hardware Co., Sac- 
ramento, Cal., is striking 
because of its simplicity 
and the directness of its 
appeal to hunters. The one 
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Booth at a sportsman’s show in Portland, Ore., occu- 
pied by the Chown Hardware Co., of Portland 
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showing a stream of water, banked by an assortment 
of hunting and camping equipment was arranged by 
the clerks of the Chown Hardware Hardware Co., Port- 
land, Ore. The other photograph shows a booth occu- 
pied by the Chown Hardware Co. at a Sportsmen’s Show 
held in Portland. Notice the prominence of the radio 
set on the table in the right 
foreground of the picture. 
Radio has been added to 
the list of things that hunt- 
Th s ers and campers should take 
aitt a with them when they go 
fm €6€=6s-sOo ft. into the mountains. The 
Chown Hardware Co. has 
made a specialty of selling 
: radio sets to vacationists, 
and the result has been 
os that it has materially in- 
any creased its business in this 
THA : ‘> line. 
‘ We recently asked D. B. 
Chown, manager of the 
Chown Hardware Co., what 
he thought was the most 
important thing for a hard- 
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The above picture shows a portion of the complete outfit of tables, showcases, wall fixtures and special display panels 
as installed in the store of the Taylor Hardware Co., Sidney, Ohio, by W. C. Heller & Co., Montpelier, Ohio 


A Sample of Every Item in Stock 
Displayed in Taylor's New Store 


New Store of Taylor Hardware Company, Sidney, Ohio, Although Smaller in 
Size Than the Old One, Provides Much More Display Space Due 


to Modern Arrangement and Up-to-Date Fixtures 


the Taylor Hardware Co.’s 

new store. Many customers 
have voluntarily complimented 
the owner on the modern fixtures, 
and have expressed appreciation 
for the selling suggestions of the 
new displays. They say that the 
new arrangement brings to their 
attention many useful items, 
which they have needed but never remembered to pur- 


IDNEY, OHIO, is proud of 





Willis B. Taylor, Jr. 


chase. 

The business was founded 65 years ago by J. Taylor, 
who, until his death in 1918, was the oldest hardware 
merchant in Ohio. His son, Willis B. Taylor, Sr., and 
his grandson, Willis B., Jr., now conduct the business 
at 130 Poplar Street. 

The move was made about one year ago. A com- 
plete outfit of tables, showcases, wall fixtures and special 
display panels were installed by W. C. Heller & Co., 
Montpelier, Ohio. Though the old store a block away 
was larger, the new store provides much more display 
space, due to modern fixtures and scientific arrange- 
ment. All of the old lines and some additional goods, 


not handled previously, have been better displayed. 


Only stoves have been dropped from the main floor. 
These will be displayed in the basement salesroom, 
which is well suited for a good-sized stove department. 

The new store measures 100 feet long and 19 feet 
wide, whereas, the old store was 120 feet long and 30 
feet wide. The loss of square feet emphasizes the value 
and economy of proper layout, and the efficiency of 
modern fixtures. : 

In the old days when J. Taylor started in business 
farm implements and harness were the most important 
lines sold. Today the store caters more to the towns- 
people, offering cutlery, electrical appliances, kitchen 
utensils, paint, tools, etc., and for the mechanic pipe, 
bolts, screws, nuts, fittings, glass, etc., and some heavy 
hardware. 

Practically every item in stock is now on display. 
Willis B. Taylor, Jr., tells us that the sale of many 
dead items has been greatly increased since these items 
have been displayed. In addition to the services of his 
son, Mr. Taylor, Sr., is assisted by Elmer Snyder and 
his daughter, Mrs. Frances Taylor Monroe, who has 
complete charge of the books and store records. Willis 
B. Taylor, Sr., is the sole owner of the business. 

The new type of display tables have simplified the 
keeping of stock, as it is a very simple matter to check 
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over the open bins two or 
three times a week, make a 
note of items which are 
running low and place an 
order by mail or with 4 
salesman who calls at the 
store. It is the desire of 
Mr. Taylor to keep all bins 
adequately stocked. He 
finds that an occasional 
rearrangement of the mer- 
chandise helps sales, par- 
ticularly with steady cus- 
tomers, who might be in- 
different to standardized 
display after the first or 
second visit. 

With the goods rear- 
ranged occasionally there 
is always something differ- 
ent in front to catch the 
eye and attack the pocket- 
book. 

When we visited the 
store last summer an ordi- 
nary kitchen ename!-top 
table was up front with a 
display demonstrating the 
efficiency of stainless steel 
cutlery. Two different type 
grape fruit knives were 
stuck in an artificial lemon, 
grape fruit and orange. An 
appropriate card gave the 


price and told the story in conjunction with the display. 
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Close up view of the new pyramid display tables used 

by Taylor Hardware Co. at Sidney, Ohio. This is one 

of the many interesting features found in the remodeled 

store. Note the ring of bird cages suspended from the 

ceiling. The sale of cages has increased since the new 
store opened 
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Taylor Hardware Co., has 
not wasted any available 
display space. The base 
panels contain small items 
and the main wall panels 
have the larger lines, such 
as tools and sporting goods. 

Willis B. Taylor, Jr., says 
it takes half the effort to 
sell twice the goods in the 
new store. He feels now 
that he could hardly be 
happy without the new fix- 
tures and the more open 
and attractive store. 

The public square in Sid- 
ney is a very interesting 
place. The county court 
house stands majestically 
in its center. Saturday 
afternoon and evening the 
Sidneyites and farmers in 
the _ district congregate 
about the public square, go 
window shopping and do 
some actual shopping for 
needs and the like. Tay- 
lor’s new store has the 
advantage of being directly 
on the square where more 
people get to see the win- 
dow displays. Mr. Taylor 
appreciated the importance 
of a good location and did 


not hesitate to obtain his present site when fixing up 


The new store plan permits such special displays, as the new store. We feel sure that the next time we 


there is always ample room in the front of the store to 
use for demonstrations or seasonal displays. 
Look at the first picture and you realize that the 
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visit the Taylor store in Sidney, Ohio, we will find that 
business has shown definite improvement in all lines 
for you can’t stop sales when goods are on display. 





a 


General view of the former store operated by Taylor Hardware Co. at Sidney, Ohio. Compare the general appearance 
and merchandise displays of this store with the picture of the new and modern equipment in Taylor’s new establishment 
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One of the toy window displays in the Oak Park, Ill., store of the Nicholas Hardware Company. Displays of this sort 
during the first two weeks of October have helped considerably in the sale of Christmas toys and wheel goods 


Nicholas Sells Christmas Toys 
In October 


Oak Park Illinois, Dealer Is Convinced That the Sale and Display of Christ- 
mas Toys Can Be Started Earlier Than Thanksgiving Time 


ers who handle toys during the holidays, and 

even some of those who sell them the year around, 
postpone the making of their Christmas toy displays 
until after Thanksgiving time. That this practice of 
holding off from the pushing of toy sales until this late 
date is unsound has recently been rather forcibly 
brought to the attention of the Nicholas Hardware Co., 
of Oak Park, Ill. 

During the first two weeks of October, the merchants 
of Oak Park under the auspices of the local commercial 
club, held a fall festival. One of the features of the 
event was a window trimming contest, the awards to 
be made upon the vote of the customers as to which 
window they considered the most interesting and attrac- 
tive. As there were several other features of the festi- 
val designed to interest the children of the territory, 
the Nicholas store decided to try a toy as their entry 
in the contest. 


YOR some unexplained reason most hardware deal- 


Results Were Successful 


One of the store’s large front windows was divided 
into two parts—half of it made to represent an indoor 
play-room and the other half a corner of a yard out- 
doors. On the play-room side were displayed dolls 
and a complete set of doll furniture while “out-doors” 
were shown various wheel goods, Buddy L. toys and 
slide. A layer of real sand covered the floor of this 
latter side and this realistic setting is given credit for 
the many smaller toy sales which came from the dis- 
play. 

Some idea of the direct results from this toy window, 
which might be considered as “too early in the 
season” to be of real value, may be gained by the fact 


that it was given second place in the contest, receiving 
approximately 5000 votes by interested customers. Toy 
sales ran up a surprisingly large volume during the 
display—18 Speed-bikes being sold in that time as well 
as many mechanical toys and slides. A display of toys 
inside of the store and newspaper advertising backed 
up the work of the window and on each of the Satur- 
days of the festival alone over 2500 visited the store. 
The most important indirect result of the display is 
that now the Nicholas Hardware Co. is convinced that 
Christmas toy sales can be started early. 





Things are changing in this old world of ours. The 
woman of today can drive a nail as straight as can 
the average man, and she can give him pointers on 
painting the kitchen chairs. Incidentally, she spends 
a lot more money for hardware than she did in the 
days when Dad ran the store. 


Patriotism is not measured in terms of brawn. 
Neither is might the sole factor in a question of right. 
The keen mind and the clean heart come first in the 
plan of life. The statesman will always rank higher 
than the prize fighter in the minds of those who 
think. 





No suggestions or criticisms are of more value to a 
merchant than those which come from the men behind 
his own counter. 


A man may be proud of his signature without put- 
ting it on every dotted line he sees. 
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OUR READERS’ FORUM 


Abolish the Inheritance Tax 


Dear Mr. Soule: 

HAVE read with much interest the resolves of the 
| Southern Hardware Association and the American 
Hardware Manufacturers Association as printed on 
page 94 of your May 13th edition as regards the In- 
heritance Tax. 

There could scarcely be a more vicious law on the 
statute books of either the Federal government or the 
several States than this confiscatory law. 

Now that the women have votes, a copy of this should 
be sent to every women’s club or women’s organization 
in the United States, for it is the women and the 
children who feel most heavily the burden of an in- 
heritance tax. 


Women and Children Penalized 


A husband, a father, a brother or an uncle accumulates 
some property during his lifetime and during that 
period pays annually taxes for the privilege of living 
in this country, and then when he dies, a levy is made 
on whatever he may leave above a certain amount for, 
in many cases, legislatures to spend. 

Nothing more need be said on this subject than to 
scan the alarming increase in the expenditures of town, 
city and State governments. A very different condition 
of affairs exists in time of war than in time of peace, 
and while it may be all right to make certain levies in 
time of war, it does not seem as though property should 
be confiscated, which as our president has already re- 
marked, is the case with inheritance taxes, in times of 


peace. H. A. W. 





“Expressed Appreciation”’ 


Dear Mr. Soule: 

AM getting a lot of meat out of your articles in 
| HARDWARE AGE, and I hope the dealers are reading 
them. They are sure to make a fellow think, and if he 
gets to thinking, he may find it necessary to act. The 
man who thinks, generally gets the facts connected with 
the matter he is thinking about, before he acts; and 
such a man need not worry very much over any trends 
or movements or invasions. But the poor fellow who has 
never learned to recognize facts when he sees them, nor 
reason from those facts, nor act after he has reached 
his conclusions, has but little change in the ups and 
downs of retailing merchandise. 


Let us Have Facts 


How many men do you know who have the facts on 
any subject whatever? Occasionally a well trained 
aged lawyer will have most of the essential facts per- 
taining to some of his important cases. He'd better 
have, or some more experienced fellow on the other side 
will make a monkey out of him. And as a rule, a 
thoroughly competent engineer will have the important 
facts bearing on a large engineering project he is 


handling. But how many merchants do you know in 
Hot Springs or Little Rock or elsewhere whe have more 
than a kindergarten idea of the actual facts relating to 
their own line of business? And yet their life’s work, 
and sometimes a lot of money belonging to others, is 
invested in what they are doing! 

To make this specific, how many hardware men know 
the percentage they are getting of the dollars spent in 
their community, and who spends those dollars; and 
what percentage the furniture stores are getting, or the 
chain stores, and why? How many of them know what 
rental they are paying themselves or others for each 
square foot of floor space in their store, or how that 
space is being used? And yet, I submit, these facts 
are vital for intelligent, straight thinking, and that both 
the facts and straight thinking based on those facts 
are necessary if profitable management amounts to 
anything more than guess work. 


Too Much Laces Thinking 


Casual reading, loose thinking and idle talking and 
spasmodic action may be better than no reading, no 
thinking, and no action at all, but they all spell eventual 
loss and probable bankruptcy in the hardware business. 
That is why I am glad to see you and Farrington and 
Norvell are following in the footsteps of the late E. C. 
Simmons and the earlier thinkers in the hardware 
fraternity, in your efforts to present reliable informa- 
tion and promote intelligent action among us hardware 
men. In no other way can profitable returns be had or 
expected. 

“Expressed appreciation” as you term it, is very much 
neglected by all of us, and I am writing this letter as 
evidence of both my neglect, and also my appreciation. 


J. D. R. 





Two Growing Habits 


This letter was written by a Hardware Manufacturer, 
and expreases his views on several trade subjects, including 
the cash discount. He would like to see those subjects dis- 
cussed by HARDWARE AGE readers, through your Readers’ 
Forum. This department is always open for ideas and dis- 
cussions of trade problems. Tell us what is on your mind. 

—The Editor. 


Dear Mr. Soule: 

HE trend of events has been causing us to wonder 
te some time back whether you could not profitably 
introduce for discussion among the jobbers a couple of 
questions. 

The editorial pages of your paper are as highly re- 
garded as any that reach the trade, and might very well 
be used for a little discussion relative to jobbing 
functions. 

To be as brief as possible, we refer particularly to 
two growing habits—the one to make the manufacturer 
carry the stock for quick delivery; the other to pass 
along to the manufacturer every possible item of ex- 
pense, even down to the cost of printing catalogs. 

On the first score there need be little argument, you 
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will know as well as we do that jobbers (speaking gen- 
erally) are not carrying anything more on their shelves 
than they can help. Orders are reaching us now—there 
is one before me which has just come in, that has 
printed upon it as a part of the form “This order 
is given for prompt shipment only; if any delay please 
advise at once.” 

Well, tha? is all right. We have gradually got ac- 
customed to doing that—have tripled our inventory in 
the last two years, and have never prospered better. 

Now, during the past year, many requests have 
reached us from the jobbers for us to pay for the 
space which they have given us in their catalogs. Of 
course we had nothing to say about what should be put 
into the catalog, but after it was printed we could be 
asked to pay the bill just the same. 

Do we pay it? Sure we do. We want that stuff to be 
in the catalog because we profit on the sales that re- 
sult. 


Must Regard Terms of Sale 


But the jobbers’ fallacy lies in thinking that they 
can pass all these things along to us without our 
getting paid for it. They ought to be observing the 
‘rules, and getting paid for it themselves. When we 
absorb jobbers’ functions we also absorb the profits 
that go with them. 

Another old story is that one about discounting bills 
almost any old time and making almost any kind of 
freight deductions, without regard for the terms of 
sale. Yes; we get along nicely with that too. We have 
customers on our books that are paying more than they 
need tu right aleng for their stuff. Only they don’t 
know they are doing it and are glad to do it so that they 
can get the best of us on discounts and deductions. 

Times and habits change, but the underlying prin- 
ciples of good business will not change for anybody. 
One of these principles is that money invested, whether 
in stock or in catalogs or in something else, must bring 
a return. 


Jobbers’ Welfare Our Welfare 


It seems to us that when the jobbers force these 
things onto us that they are putting us, to that extent, 
into the jobbing business. That may be all right, so 
far as return on the investment is concerned, but the 
jobbing business is not the one that we picked out to go 
into. One could readily believe that if these distressing 
instances were indefinitely multiplied (and bad habits 
have a way of growing) that many manufacturers will 
find a different way to get their products distributed. 

This letter is occasioned by the fact that we are or- 
ganized to do business only with the jobber. His wel- 
fare has always been cousidered our welfare, and we 
deplore these conditions that are growing because we 
would like to continue using the jobber as an outlet 
for a long time, if it is made possible. It would not 
be surprising if there were others in the same boat 
who dislike to see the jobbers running themselves out of 
business. 

This may all be an old story to you, and perhaps 
there is no help for it. But if you care to take the 


matter up, it seems probable that you will get some 
attention. 


H. F. 
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On the New Competition 


Dear Mr. Soule: 
\ \ ] E have read your article in the Sept. 2nd issue of 
HARDWARE AGE, entitled “Small Town Dealers 
Now Face a New Competition.” There is a 
great deal of food for thought for all dealers along this 
line. We have experienced some of this ourselves, not 
with the Montgomery-Ward & Co.’s store, but with other 
chain stores and while at first it may appear to be a 
menace to the other dealers who have been established 
for a good long time, there is another side of the story. 
As we understand it, none of the large chain stores 
ever establish a store without first having made a 
thorough investigation of conditions, and in our opinion, 
they usually get into possession of knowledge with 
reference to the conditions, surrounding the town in 
which they intend to locate and have viewed it from 
various angles. Then when they have finally gone 
through this process and have decided that it is a favor- 
able place to locate, it usually is. 


Getting His Store in Order 
te] 


Now, the merchant that is already situated in the 
town, in which these large chain stores are going to 
locate, a town that has been censored and passed on as 
coming up to the standard, should really take pride in 
feeling they are living in a community of that kind and 
already are operating a store. If the possibilities are 
there for the new concern, the possibilities are there 
also for the older concern, for the one now operating 
and while they may not have done their utmost, we be- 
lieve that the fault is with the local merchant. 

He should have gotten already what the new store is 
intending to get. Anyway, he has more than an even 
break as we see it, with the new store. What he should 
do is to get his store in order, get his displays properly 
arranged, have his prices right and if he has not already 
inspired confidence in the people in his community, he 
can do this. If he already has it so much the better, 
but if he is at all worthy of the position he now oc- 
cupies and is fair in his dealings and alert and on the 
job, we believe the Chain Store located in his midst 
will not be a detriment to him. 


Competition the Life of Trade 


The old saying “Competition is the life of trade” is 
just as true today as it was the day it was first spoken 
and we are not of the opinion that we want fewer stores 
in our community, but with more up-to-date stores, our 
territories will be enlarged. People do not like to come 
to a town where there is not sufficient number of stores 
in which for them to shop. It is just natural for us to 
want to go where there are a number of stores and we 
believe more people will be drawn into the towns where 
there are a greater number of lines carried. 

We believe that the citizens of Maryville, Kan., should 
feel that they are living in a town that one of the 
biggest concerns in the country has regarded as an 
ideal location for one of their stores, and it seems to us 
they should feel just a little sense of pride in knowing 
their town is one of the favored class. J. E. C. 
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The Distribution of Electrical Merchandise 


Being the text of an address delivered by Arthur M. Dodd, General Sales Man- 
ager of the Horton Manufacturing Company, Fort Wayne, Indiana, 
at the recent Atlantic City Convention 


FIND myself in the position of a 
| so-called guest at a royal function 

in England who has been bidden 
by royal command to be present. While 
I am a willing and enthusiastic attend- 
ant at this year’s session of the Na- 
tional Hardware Association as one of 
many, I have also been bidden by a 
royal command, emanating from Mr. 
Fernley, to address you gentlemen on 
a subject of tremendously wide scope, 
and which I am supposed to discuss in 
a limited period of time. 

It would take hours to go into every 
phase of the subject which our es- 
ieemed secretary has indicated, because 
of the ramifications of it and the far- 
reaching effects. 

I hope you will pardon me in skim- 
ming over the subject and of hitting 
only the high places in order to get 
across to you some ideas that are the 
result of a number of years in the elec- 
trical industry and more recently four 
very happy and interesting years in 
association with the hardware jobbers 
of the United States. 


Forming a Background 


As I am an executive ina business 
whose product is distributed entirely 
through the hardware jobber by choice, 
my leaning toward the jobber can 
hardly be questioned or my enthusiasm 
for the jobber scheme of distribution. 
Consequently, anything I may say on 
the subject must take that into consid- 
eration. 

I must take you back a few years to 
give you a background in order that 
you may have that background in your 
contemplation of the possibilities of the 
future. All of you are familiar with 
the super power scheme which contem- 
plates the wholesale distribution of 
electrical energy over high tension lines 
from the source of supply, namely the 
coal mines, water supplies, such as 
rivers, dams and waterfalls. It was 
but a brief ten years ago that the super 
power idea was broached and today it 
is practically a reality. 


Bought Rather Than Sold 


I think I may safely say those people 
who do not have electricity are the only 
ones who are not sufficiently educated 
as to its use, but with the super power 
schemes completed and practically 
every home in the United States, no 
matter how isolated, supplied with elec- 
trical energy, it requires no stretch of 
the imagination to realize the vastness 
of the market for electrical appliances. 

Publications as well as various other 
agencies of every sort have contributed 
their share toward the educational 
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work and it is largely a question of the 
central stations extending their lines 
and completing the super power scheme 
providing the electrical energy, and 
making it available for millions more 
of our population, so that they may 
definitely express their wants in the 
shape of electrical merchandise which 
they have been educated to want, de- 
sire, and use because they are more 
practical than other items. 

You can readily appreciate that when 
an item has become so well known and 
so thoroughly accepted that it is bought 
rather than sold, it has practically be- 
come a commodity, and as such, it must 
seek its normal, natural and most eco- 
nomical channel of distribution. When 
that period has been reached, special- 
ization has been entirely eliminated, 
and the item is bought over the coun- 
ter, practically like a pound of nails. 

Other influences are at work at the 
same time, for when production in- 
creases, cost of neeessity goes down, 
and with the cost of selling naturally 
reduced because of an insistent demand, 
prices, of course, are adjusted accord- 


ingly, and the need for specialization 
having been eliminated, the same mar- 
gin of profit remains, but the product 
is made available for the ultimate con- 
sumer at a much lower price. 

I predict that taking the activities of 
all the electrical interests into consid- 
eration, that electrical appliances have 
practically reached the point where 
they are commodities, and are even now 
seeking their economical channel of 
distribution. And I say without reser- 
vation that the most logical, natura!, 
normal and economical channel of dis- 
tribution is through the hardware 
trade. 


Modern Convenience 


A few years ago an electrical toaster 
was a luxury, today it is practically a 
necessity because it is economical, 
makes better toast, and I know of one 
manufacturer who is providing an ar- 
ticle of this kind that has no superior 
on the market, at a price that places it 
within the reach of practically every 
home. The electrical curling iron a 
few years ago was viewed with sus- 
picion. Show me the woman today who 
has a preference for anything other 
than an electric curling iron, irrespec- 
tive of whether her hair be bobbed or 
not bobbed. Show me the woman to- 
day who prefers to bend over a wash 
tub in contrast to lightening Blue 
Monday with an electric washing ma- 
chine. And so on into countless elec- 
trical appliances, which over a period 
of time have become an accepted fact 
and are bought because of education 
and an insistent demand. 


High Pressure Selling 


It is perfectly true that high pres- 
sure selling is going on and that any 
number of manufacturers in the elec- 
trical industry are going around the 
jobber, or through so-called specialty 
distributors, but that is but a flash in 
the pan, is but temporary, and does not 
in any way, shape or manner contra- 
dict my statement that eventually, if 
not now, the very items they are spe- 
cializing on, either through ignorance 
or a misguided idea that they are build- 
ing up a distributing fabric contrary 
to the fundamentals embodied in the 
jobbers and retailers, will be accepted 
as commodities and bought through 
those perfectly normal, natural chan- 
nels of established distribution of an 
economical nature. 

In spite of all that we read about 
having finally emerged from the war 
and its aftermath and that the slate is 
clean, don’t delude yourself with the 
idea that it is absolutely so. I don’t 
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think that I have ever gone through 
a year when there was so much talk 
of smashing records, increasing volume, 
speeding up production, or assuming a 
dominant position than in this year of 
our Lord nineteen hundred and twenty- 
six. The fever has only partially 
abated and it is apparently going to re- 
quire quite a little more time for us 
to get down to bed rock and realize 
that the one hundred and _ seventeen 
million in the United States are capa- 
ble of absorbing exactly in proportion 
to their established purchasing power. 
But that doesn’t alter the fact that 
millions of homes and thousands of in- 
dustries are going to be affected by the 
further and greater developments in 
the extension of electricity and the di- 
verse ways in which it may be used. 
There will always be an ever increas- 
ing market for not only those things 
with which we are familiar now, but 
those newer and more unique things 
which are to come because of an added 
knowledge. 


Progress with Absorption 


Let us not delude ourselves with the 
idea that progress can be any faster 
than the ability of the consuming pub- 
lic to absorb. And therein I sound a 
note of conservation, primarily because 
| have been associated with the hard- 
ware jobbers for four years or more, 
and have learned that a conservative 
attitude over a long period is infinitely 
better than an over enthusiastic atti- 
tude spasmodically. And my one quar- 
rel with the hardware jobbers is that 
it is my personal feeling they have not 
been quite as active as they might be 
in developing their viewpoint on the 
distribution of electrical merchandise. 

I think one of the reasons why I 
happen to be on the platform today was 
because of some remarks I addressed 
to Mr. Fernley in connection with elec- 
trical refrigerators, stating to him that 
I had the feeling that if there was ever 
an item that was a jobber proposition, 
the electrical refrigerator was certain- 
ly that, and that I viewed with con- 
cern the fact that jobbers were not go- 
ing into it as energetically as they 
ought. And TI had the feeling that be- 
cause of what I thought was a lacka- 
daisical attitude on the part of the job- 
her on electrical refrigerators, that 
manufacturers were completely ignor- 
ing the jobber and establishing chan- 
nels of distribution of their own, going 
around the jobber and perhaps affect- 
ing other lines that the jobber might 
he handling. 


Great Future Ahead 


And yet, with education going on 
apace I predict electrical refrigeration 
will have been thoroughly sold to the 
people of the United States and the 
world in a shorter space of time than 
has been necessary on practically any 
other item with the possible exception 
of radio. 

Another item is the electric range 
which is bound to come into its own 
and must inevitably become a hardware 
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jobber item, because it is nothing but 
your standardized range electrified. I 
know of no single item in the long cate- 
gory of electrical appliances which is 
other than a hardware item electrified. 
An electric percolator is nothing but 
a glorified coffee pot. The electric curl- 
ing iron is no more than the ordinary 
curling iron electrified. An_ electric 
toaster is no more than the old style 
wire cage set over the gas flame or on 
the plate of a coal or wood stove, elec- 
trified. An electric lamp is nothing 
more than an ordinary oil burning lamp 
electrified. 


Electrified Hardware Items 


All of these items before they were 
electrified were hardware items. sold 
through hardware stores and were com- 
modities. Does it require any wide 
stretch of the imagination to visualize 
these electrified hardware items as 
again hardware commodities? 

Whether you believe it or not, insofar 
as electrical appliances are concerned, 
you are elected, for within you and 
your organization lies the greatest pos- 
sible distributing channel, already 
created, that can possibly be conceived 
for the manufacturers of electrical ap- 
pliances. They may contend that their 
item is a_ specialty proposition and 
must be sold as such, but if they have 
any imagination, any vision of the fu- 
ture, and any ability whatever to take 
into consideration the past and the 
precedents established by the past, they 
must concede but that they have to peer 
around the corner in order to see the 
future distribution of their merchan- 
dise. The laws in connection with elec- 
trical merchandise are just as firm and 
just as exacting, and just as funda- 
mental as with any other kind of mer- 
chandise which may have started out 
with the idea of being a specialty, but 
once accepted by a great mass of the 
consuming public, has in spite of any 
preconceived ideas become a commod- 
ity, and as such has fundamentally and 
naturally sought its econdmical chan- 
nel of distribution. That very state- 
ment probably accounts for the fact 
that in spite of hardware jobbers re- 
ducing the numbers of their items, they 
have been compelled to take on more 
and more to the point where thousands 
are represented in the average jobber’s 
catalog. 


Items in Demand 


As I understand it the jobber stocks 
and distributes those items for which 
there is a demand. And the demand is 
indicated because of a definitely defined 
tendency on the part of the consuming 
public to their retailers, who in turn 
indicate such demand to the jobber. 
With a partial cessation of such de- 
mand it is hardly conceivable that there 
should be any emotional activity on the 
part of jobbers, merely for the sake of 
gratifying a manufacturer’s desire to 
establish, new records of sales and ex- 
ceed past performances. And so I say 
te you here publicly today that we went 
through the period of indecision, and 
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fortunately discussed the _ situation 
frankly and honestly with each of you 
jobbers, and got a heartwarming reac- 
tion, with stable, substantial worth- 
while facts, which immediately restored 
the confidence and cinched the jobber 
policy of our company for the future 
and for all time. 

Just as I believe you are elected to 
distribute electrical merchandise be- 
cause it will have become a commod- 
ity, so surely do I believe that within 
a very limited time this riot of install- 
ment selling will have passed out. It 
is uneconomical. It is dangerous to a 
tremendous degree, and while it may 
be sound and, as many financiers say, 
here to stay, it was never contemplated 
that it should have reached the point 
with which we are now all confronted. 
So I say to you that the sooner it is dis- 
associated from the distribution of 
merchandise as a part of the selling 
activities, just so surely will most of 
the evils of present day distribution be 
done away with. 

The washing machine industry has 
been brought into the limelight because 
of the tremendous sales activity on the 
installment plan and you jobbers have 
perhaps become a little bit scared and 
have felt that you were not capable to 
cope with it, and have perhaps reflected 
that attitude to your dealers, who in 
turn have tacitly, or otherwise, admit- 
ted that they could not sell washing 
machines, particularly in competition 
with high powered activities of manu- 
facturers resale crews, or others offer- 
ing an installment plan, primarily, and 
the machine was looked upon as a sec- 
ondary item. The very excess of the 
activity in the distribution of merchan- 
dise, and particularly washing ma- 
chines on the installment plan, has 
brought about a reaction for one very 
definite reason. 


The Great Evil 


A great wave of installment selling 
and buying has been largely brought 
about because of a definite knowledge 
of human weakness and deadly desire, 
and it has been made easy, yes, tempt- 
ing, for millions to indulge their de- 
sires far beyond their needs, station in 
life, or their ability to pay. The great 
evil is that a very commendable and 
basically sound recognition of moral sta- 
bility has been prostituted into a ques- 
tionable selling scheme and carefully 
planned and conceived trick to take ad- 
vantage of a human trait. Under nor- 
mal conditions, without undue pressure, 
and within reason, the average human 
being will buy what he needs, will in- 
dulge himself somewhat perhaps but 
in ninety-nine cases out of a hundred 
will not violate the confidence reposed 
in him by a merchant who judiciously 
extends reasonable credit of short dura- 
tion. 

With installment selling at a fever 
heat, and everything from hair nets to 
country estates offered on easy terms, 
a devastating disease is slowly but 





(Continued on page 88) 
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H.R. Beatty and R.J. Atkinson Address Boosters 
Chas. Pincus New Chief—F’. B. Hinchman, Junior 


N. R. H. A, President and Vice-President Give Boosters Insight of Hardware 
Council and N. R. H. A. Work—Secretary Roy C. Schmidt and Treasurer 
George W. Eadie Reelected—New Committees Appointed 


ARDWARE Boosters who did 
H not attend the meeting held 
Saturday, Oct. 30, at the Hard- 

ware Club, New York City, missed an 
outspoken event in the history of that 
organization. Hobart R. Beatty, Clin- 
ton, Ill., the president, and R. J. At- 
kinson, Brooklyn, N. Y., the vice-presi- 
dent of the National Retail Hardware 
Association, were both present as 
guests, with about forty members pres- 
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ent. Following interesting after dinner 
talks by the guests, Junior Chief Boost- 
er Charles Pincus, Stanley Works, was 
elevated to the office of Chief Booster, 
and Fred B. Hinchman, John Russell 
Cutlery Co., was selected as Junior 
Chief; Secretary Roy C. Schmidt, Stan- 
ley Works, and Treasurer George W. 
Eadie, Harmon & Dixon, were re- 
elected. 

Retiring Chief Booster Robert Tay- 
lor, Star Expansion Bolt Co., who pre- 





| sided, introduced R. J. Atkinson, the 


N. R. H. A. vice-president, as an old 
friend of the Boosters. Mr. Atkinson 
spoke very briefly on the Hardware 
Council, expressed his pleasure at being 
present; then introduced N. R. H. A. 
president, Hobart R. Beatty, who pref- 
aced his remarks with the greeting of 
the national organization he heads. 

Paying glowing tributes to the effi- 
clency and far-sightedness of Herbert 
P. Sheets, N. R. H. A., secretary-treas- 
urer, Mr. Beatty told of the recent 
conference of State association secre- 
taries, explained the intensive study 
and discussion given to pertinent re- 
tailing problems during such confer- 
ences, and commented on the growth 
and present prestige of the National 
association. 

The speaker explained that the re- 
ports of the Hardware Council are 
strictly of an advisory nature, but that 





such reports, if given proper considera- | 
tion by all hardware factors, should | 


unquestionably bear fruits. 
“Our association (N. R. H. A.) recog- 


nize,” said Mr. Beatty, “the value and | 


importance of salesmen. We realize 
your ability to give guidance to retail- 
ers in many useful ways. You must 
help educate dealers and help them to 
appreciate your help. You have un- 
usually fine opportunities for visiting 
many good stores, and should be able 
to advise your customers based on your 
observations.” 

Mr. Beatty said that at least 60 per 
cent of the unwanted circular advertis- 
ing received at his store goes into the 
waste basket. He urged salesmen to 
do their part in helping to curb the ex- 
travagance of sending out unwanted 
advertising material through the mails, 








Robert Taylor 


George W. Eadie 


acting secretary. 





and said dealers should be urged to buy 
only those nationally advertised goods 
which bear a profit. 

G. P. Rogers, vice-president Payson 
Mfg. Co., Chicago, another guest, was 
introduced by Fred Pfeiffer, New York 
representative of that company. 

Secretary Roy C. Schmidt’s annual 
report was generally accepted as being 
one of the best records and best re- 
ported. 





R.J. Atkinson 


When it came time for the elections 
of new officers Chief Booster Robert 
Taylor thanked the members for their 
support during the past year, urged 
the same support for the new execu- 
tives, then turned over the gavel to 
Past Chief Booster Bert Conner, Pike 
Mfg. Co., who appointed E. F. Schader, 
The four nominated 


(Continued on page 58) 





Charles Pincus 


Roy C. Schmidt 





Fred Hinchman 
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George F. Taylor Dies 
Suddenly at His 
Home in New York 


New York Manager of Corbin 
Cabinet Lock Company Passes 
Away at Hotel Earle, 
October 28 


George F. Taylor, New York man- 
ager of the Corbin Cabinet Lock Co., 
manufacturer of cabinet locks, pad- 
locks, trunk locks, keys, etc., New Bri- 
tain, Conn., died suddenly at his home 
in the metropolis, Oct. 28. 

Mr. Taylor was born in Berlin, Md., 
and in 1878, at the age of 12 started 
to work for Rogers, Peet & Co. The 
following year he secured employment 
with the Danforth Locomotive Works. 
His salary was three dollars per week 
and the only other occupant of the office 
was the H. A. Allan. Mr. 


manager, 





George F. Taylor 
EL CATER SOA BURT ASAIN TES 


Taylor’s duties were those of an errand 
boy and discovering there were no pros- 
pects ahead he, in 1880, answered an 
ad in a newspaper for office boy in the 
hardware business of Butler & Con- 
stant, who at that time was agent for 
P. & F. Corbin. He was selected for 
the job and started with a salary of 
two dollars and fifty cents per week, 
carrying his lunch and commuting from 
Westfield, N. J. 

In 1882, when Corbin opened its own 
warehouse at 24 Murray Street, New 
York, Mr. Taylor went to work for the 
latter concern and his salary was ad- 
vanced to four dollars weekly. When 
the Corbin Cabinet Lock Co. business 
was separated from P. & F. Corbin in 
1890, Mr. Taylor took over the active 


management of the Corbin Cabinet 


Lock Co.’s business. 


In 1905 the business of the Corbin | 


Taylor the business has steadily 
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ceptionally capable direction of Mr. 
in- 
creased. 

Mr. iaylor was extremely active in 
export business as well as domestic, 
and made many trips abroad in the 
interest of the business. 

He was active in the Hardware Club, 
serving as secretary, and was president 
from 1916 to 1919, later serving on the 
board of governors. At the time of his 
death he was a member of a number of 
social and fraternal organizations. 


Hardware Boosters 





(Continued from page 57) 


candidates being excused for the elec- 
tion period, Past Chiefs Fred Ritter- 
busch, Reading Knob Works, and Dick 
Scobell, Dietrich, Scobell & Co., acted 
as sergeants at arms, and Past Chief 
Seymour Sears tiled the door. 

Following the election reported above, 
Acting Chairman Conner turned the 
gavel over to newly elected Chief Boost- 
er Pincus. The first official act of the 
new executive was to call for a report 
on the work of the National Council 
of Traveling Salesmen, from Seymour 
N. Sears, Tucker Co., who is the in- 
cumbent president of that organization. 
Mr. Sears told of the recent meetings 
and of two particularly good sessions 
to be held Dec. 6 and Jan. 18. Both he 
and the chairman urged members to 
attend these sessions. 

Chief Booster Pincus appointed the 
following committees: Executive, R. W. 
Scobell, Ff. H. Ritterbusch, H. B. Con- 
ner, Clarence Roberts, Sargent & Co., 
and R. M. Taylor. Entertainment, 
Fred Hinchman, chairman; Bert Con- 
ner, C. J. Heale, HARDWARE AGE, and 


Fred Ritterbusch. Membership, Arthur 
Greene, P. & F. Corbin, chairman; C. 





Cabinet Lock Co. had expanded so that | 


larger quarters and added facilities 
were required and the company moved 
to its present location at 21 Warren 
Street, New York, where under the ex- 


A. Johnson, Charles J. Smith & Co., 
and L. H. Johnson, Masback Hardware 
Co. Finance, George W. Padie, chair- 
man; Fred Ritterbusch, Charles K. 
Golden, A. L. Swett Iron Works, and 
Robert Taylor. Publicity, Charles J. 
Heale, chairman; Llew S. Soule, HaRp- 
WARE AGE, and Roy F. Soule, Hardware 
Dealers’ Magazine. Question box, L. H. 
Johnson. Delegates to the National 
Council, Seymour N. Sears, chairman; 
E. J. Schader, Topping Bros.; L. H. 
Johnson and Charles J. Heale. Alter- 
nates are Clarence Roberts, Sargent & 
Co.; J. F. Hamel, Standard Tool Co.: 
Al Westphal, Corbin Screw Corpora 
tion, and Arthur Greene. 





Iron City Tool Works Appoints 
Eastern and Export Agent 


The firm of Peterson Brothers, Inc., 
manufacturers’ representative, 33 Mur- 
ray Street, New York, has been ap- 
pointed eastern and export sales agent 
for the products manufactured by the 


Tron City Tool Works, Pittsburgh, Pa. 
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Frank C. Goodwin Dies 
at Summer Home in 
Seaside Heights, N. J. 


President of F. C. Goodwin Co. 
and Prominent in Eastern 
Association Activities — 

Leading Business Man 


Frank C. Goodwin passed away at 
his summer home at Seaside Heights, 
N. J., on Oct. 18. Mr. Goodwin was 
president of the F. C. Goodwin Co., 
Germantown, Philadelphia, Pa. He 
established the business in 1884 which 
steadily grew into one of the leading 
stores in the city. Mr. Goodwin was 
deeply interested in association work 
and served for a number of years as 
an executive in the Pennsylvania & At- 
lantic Seaboard Hardware Association, 
the Philadelphia Hardware Association 
and the Retail Hardware Association 





Frank C. Goodwin 
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of Philadelphia of which he was one 
of the organizers. 

He was also an executive of the Penn 
National Hardware Mutual Insurance 
Company. He was active in many or- 
ganizations that aided in social and 
moral improvement as chairman of the 
board of trustees of the Nugent Home, 
also as treasurer for twenty-five years 
of the First Baptist Church of Ger- 
mantown. He was a charter member 
of the Business Men’s Association of 
Germantown, president of the Ray- 
mond Building and Loan Association, 
one of the founders of Seaside Heights, 
N. J., and was president of the Man- 
hasset Realty Company. 


Electrical Jobber to Add 
Hardware and Plumbing Lines 


The Arrow Light Co., jobber of elec- 
trical and radio supplies, 773 Coney 
Island Avenue, Brooklyn, N. Y., is add- 
ing a line of plumbing supplies and 
hardware specialties. 
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Carl G. Schluederberg, 
Now General Manager 
of George Cutter Co. 


Succeeds Warren Ripple Who 
Has Resigned on Account 
of Ill Health — Long 
with Westinghouse 


Carl G. Schluederberg has been ap- 
pointed general manager of George 
Cutter Co., South Bend, Ind., a sub- 
sidiary of the Westinghouse Electric 
& Mfg. Co., in which street industrial 
and commercial lighting equipment and 
battery chargers are manufactured. 
He will be in charge of sales, engin- 
eering and manufacturing. He suc- 
ceeds Warren Ripple, vice-president 
and treasurer, who has resigned on ac- 
count of ill health. 

Mr. Schluederberg, who has been as- 
sistant to the managers of both the 
supply and merchandising departments 
recently has been director of the com- 
pany’s exhibit at the Sesquicentennial 
Exposition at Philadelphia. 

He was born in Pittsburgh and was 
graduated from Corne!l University in 
1902 with degrees in mechanical and 
electrical engineering and, after a 
three-year interval, returned for post- 
graduate work in electro-chemistry. Jn 
1908, he received his doctor of philos- 
ophy degree from Cornell University. 

Except for a period of about two 
years when he served as a metallur- 
gical engineer with the Carnegie Steel 
Co., Pittsburgh, and as electrical and 
mechanical engineer with the United 
Coal Co., he has been continuously with 
the Westinghouse company since 1902. 
He is a member of the National Elec- 
tric Light Association, the American 
Institute of Electrical Engineers, 
American Chemical Socicty and Ameri- 
can Electro-Chemical Society, of which 
he is a director, a past president and 
former chairman of the Pittsburgh 
section. 


wee 


Consolidated Expanded Metal Cc. 
Moves to Beech Bottom, W. Va. 


Plant of the Consolidated Expanded 
Metal Co., a subsidiary of the Wheel- 
ing Steel Corporation, is to be moved 
from Rankin, Pa., to Beech Bottom, 
W. Va., where the parent organization 
has extensive land holdings and a plant 
producing the kinds of steel used by 
the metal company. 

The change will obviate the necessity 
of shipping the raw material from 
Wheeling to Pittsburgh and consequent- 
ly effect a considerable saving in 
freight charges. General offices of the 
metal company will be in the old Wheel- 
ing Steel & Iron Co. building, Main 
and South Streets, Wheeling. 


_— 
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James D. Robertson Dies 


James D. Robertson, president of the 
Warren Tool and Forge Co., manufac- 
turer of picks, mattocks, 
sledges, etc., Warren, Ohio, 





or 
Je) 
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hammers, | 
passed | 


away suddenly at his home in that city | 


on Thursday morning, Oct. 28, accord- 
ing to advices just received from the 
firm. 


Plans New Retail Store in 





Hartford, Connecticut | 


I. Kammerman, 47 Seymour Street, 
Hartford, Conn., is about to establish 
a retail hardware store at 69-71 Park 
Street, Hartford, and is desirous of re- 
ceiving catalogs and price lists from 
manufacturers and jobbers of general 
hardware lines. 


Masback Hardware Distributors 
for Lionel Electric Trains 


Masback Hardware Co., Inc., 80 War- 
ren Street, New York City, has been 
appointed Metropolitan hardware dis- 
tributor for the Lionel Electric Trains 
made by Lionel Mfg. Co., New York 
City. Masback’s main display room 
features these trains at the present 
time. 


ere tee 


West Virginia Jobber Issues 
Christmas Gift Catalog 


The Williams Hardware Co., Clarks- 
burg, W. Va., hardware jobber, has is- 
sued a Christmas gift catalog entitled 
“Toys from Santa’s Big Store.” This 
book is intended for dealers’ guidance 
in the selection of toys and such spe- 
cialties for the holiday season. 


wee a ae 


Desires Catalogs on Builders’ 


27th Annual Conven- 
tion in Chicago 
National Federation of Implement 
Dealers’ Associations in Ses- 
sion, October 20-22—No 
Formal Program 
The National Federation of Imple- 


ment Dealers’ Associations held its 
twenty-seventh annual convention in 
Chicago, Oct. 20, 21 and 22. No for- 


_mal program was attempted but the 
| sessions were given over to the reports 
_ of the officers and the various commit- 


tees and to open discussions by the 
dealers present on such subjects as list 
and discount methods of billing, cost of 
doing business, the proposed advance 
in freight rates, resale price legislation 
and the influence of the farm press. 

The only prepared talk was that 
given by Past-President L. F. Wolf, 
who conducts a hardware and imple- 
ment business at Mt. Clemens, Mich. 
Mr. Wolf spoke on “Departmentizing 
Systems,” and told of his own store be- 
ing organized into six departments and 
offered for the approval of the conven- 
tion the various forms and methods 
which he had used successfully. 

One session of the convention was 
given over to a joint meeting with the 


| National Association of Farm Equip- 











ment Manufacturers which was also in 
convention in Chicago at the same time. 
At this meeting addresses were made 
by W. M. Jardine, Secretary of Agri- 
culture, Washington, D. C.; George P. 
Wagner, president of the dealers’ fed- 
eration; Thomas Bradshaw, of Toronto, 
Can., and Thomas D. Campbell, of 
Hardin, Mont., the last named operat- 
ing the largest farm in the world, hav- 
ing under cultivation 45,000 acres. 
New _ officers for the ensuing year 
were elected at the closing session as 
follows: President, C. R. Peters, Win- 
terset, Iowa; vice-president, E. P. 
Lynch, Faribault, Minn.; new members 
of the board of directors, Fred P. Wat- 


_son, Mt. Vernon, FIl., George P. Wag- 
ner, Jasper, Iowa, and Arthur A. Mar- 





tini, Sebewaing, Mich.; and new 
member of the advisory board, Stanley 
M. Sellers, Lebanon, Ohio. At a subse- 
quent meeting of the board of direc- 
tors H. J. Hodges, Abilene, Kan., was 
reappointed to the position of secretary 
and treasurer. 


| Supplee-Biddle’s October 


Hardware and Electrical Goods | 


Harry Goodwin, Jr., 193 Jericho 
Turnpike, Mineola, N. Y., hardware 
dealer, desires catalogs and other data 
on builders’ hardware, building ma- 
tools, electric and 


terials, hardware, 
auto supplies, etc. 





Issue of Live Wire Specials 


Supplee-Biddle Hardware Co., Phila- 
delphia, Pa., has issued its October, 
1926, issue of Live Wire Specials, which 
applies to the 89th anniversary catalog. 
The October issue features many ap- 
propriate Christmas gifts, sporting 
goods, manicure sets, toys, juvenile 
vehicles, etc. 
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James H. Jones Dies 


Vice-President and Secretary, 
Decatur & Hopkins Co., 
Boston, Mass., Succumbs 
to Heart Trouble 
James Henry Jones, vice-president 
and secretary, Decatur & Hopkins Co., 
Boston, died suddenly a few weeks ago 


of a heart attack at his home in Ar- 
lington, Mass. Mr. Jones had been ill 


about a week suffering from indiges- | 
West Brooks- | 
the son of | 
Capt. Jeremiah and Lucy J. (Wasson) | 
After studying at a business | 


He was born in 
Dec. 27, 1865, 


tion. 
ville, Me., 


Jones. 
college at Augusta, Me., Mr. Jones 
went on the road for George Bailey, 
Belfast, Me., and later for Brooks, 


Baldwin & Robbins, which subsequently | 


became the Boston firm of Decatur & 
Hopkins Co. He was taken into the 
Boston firm several years ago. 

Mr. Jones’ road experience covered 
approximately twenty-five years. Dur- 
ing that period he became one of the 
best known and liked hardware men in 
New England. He was a hard worker, 
and with merchandising suggestions 
materially helped many hardware deal- 
ers to increase profits. He not only 
had the faculty of making friends, but 
of keeping them as well. Shortly 


after Decatur & Hopkins Co. moved | 
| have been announced by 


_whose home address is at 407 Wood- 


into their present building, Mr. Jones 
underwent a serious operation. After 


a protracted spell he recovered suf- | 


ficiently to attend his duties, but had 
not been back at his desk long when 
he was in a very serious automobile 
accident, which nearly cost his life. He 


never fully recovered from the acci- | 


dent. 

He was active in Masonic and church 
affairs and belonged to the Boston Ro- 
tary Club, the Boston City Club, and 
the Arlington Board of Trade. He is 
survived by Mrs. Jones, a daughter and 
two sons. 


Masback Hardware Company 
to Distribute R. & M. Fans 


Masback Hardware Co., 80 Warren 
Street, New York City, has been ap- 
pointed metropolitan hardware dis- 
tributor for electric fans made by 
Robbins & Myers Mfg. Co., Cleveland, 
Ohio. 


R. M. Bayle in Charge of 
Westinghouse Station at Fairmont 


R. M. Bayle has been appointed ser- 
vice manager in charge of the new ser- 
vice station which the Westinghouse 
Electric & Mfg. Co. has opened at 
Fairmont, W. Va. Mr. Bayle is a 
graduate of Ohio Northern University 
and has been with the Westinghouse 
company since 1918. 








| when 


| therefore 
/among the hardware trade. 


_ mont, Cal. 
_Mr. Cox was born in Crawfordsville, 
|Ind., and began his business career as 
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P.F. Hord 


P. F. Hord Resigns from 
Winchester-Simmons Co. 


P. F. Hord, who was sales manager 
of the Simmons Hardware Co. in Phil- 
adelphia and later president and sales 
manager of the Winchester-Simmons 
Co., Philadelphia, has tendered his res- 
ignation with that concern. 

Previous to coming to Philadelphia 
the Simmons Hardware Co. 
opened a house there, he was _ sales 
manager in the St. Louis house, and 
has a large acquaintance 


No plans for the immediate future 
Mr. Hord, 


side Avenue, Narberth, Pa. 


Death of Omer Cox 


Omer Cox, since 1906 one of the best- 
known manufacturers’ sales agents on 
the Pacific Coast, died of acute indi- 
gestion, Oct. 25, at his home in Pied- 
He was 55 years of age. 


a salesman for the former wholesale 


| hardware firm of Lyman-Carey Co., 
| Indianapolis, Ind. 


Later he went with the Simmons 


| Hardware Co., St. Louis, Mo., and cov- 


ered California, Arizona and Nevada. 
About 1905 he joined the sales force of 


the Pacific Hardware & Steel Co., San 
| Francisco, and shortly after the merger 
of this company with the Baker, Ham- 
ilton Co., he became city manager of 


the new Baker, Hamilton & Pacific Co. 
With this firm he served as salesman, 
city salesmanager, tool buyer and gen- 
eral salesmanager. In 1915 he resigned 
and organized his own company, a 
manufacturers’ agency, and covered all 
of the Pacific Coast and as far east 
as Denver, Colo. Among the firms that 
Mr. Cox represented at the time of his 
death were: H. K. Porter, Inc., the 
United Royalties Co., the Hy-Grade 
Lamp Co., the Barnes Tool Co., the 
Seattle Chain & Mfg. Co., the Ameri- 


can Steel Co., the Hoggson & Pettis 
Mfg. Co., the Van Dorn, Dutton Gear 
_Co., and several others. 
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William Lewis Dies 


| Junior Member of Greensburg, 
| Ky., Hardware Firm, Suc- 
cumbs to Injuries Received 
in Recent Automobile 
Accident 


William Lewis, junior member of the 














hardware, implement and seed firm of 


Woodson Lewis & Son, Greensburg, 
Ky., representing one of the largest 
commercial enterprises in that com- 
munity, died recently at a hospital in 
Louisville, following an operation in an 
effort to save his life, after an acci- 
dent in which he suffered a_ broken 
neck, when a broken steering gear 
caused his automobile to go over a 
thirty foot embankment. 

With a slim chance of living, he was 
rushed to Louisville, almost entirely 
paralyzed. 

His father, Woodson Lewis, had 
practically retired from business on ac- 
count of poor health and the deceased 
had been in active charge of the firm’s 
management for the past two years. 


Linderman Becomes Director 
in Pittsburgh Steel Co. 


W.S. Linderman, vice-president Du- 
quesne National Bank, Pittsburgh, has 
been elected a director of the Pittsburgh 
Steel Co. He replaces James Speyer, 
who for a number of years has repre- 
sented New York banking interests on 
the board. 


—-—t—esit— 


Murken Joins Winchester- 
Simmons for Long 
Island Territory 


P. G. Murken, who will answer to 
either “Phil” or “Garry,” has joined 
the sales staff of the Winchester-Sim- 
mons Co. of Philadelphia, Pa., will 








cover Brooklyn and Long Island terri- 


tory and make his headquarters at 


18720 Wexford Terrace, Hollis, N. Y. 
Mr. Murken’s most recent connection 
was with Masback Hardware Co. He 
has in the past been connected with 
Sargent & Co. and James & Hawkins, 
Inc., Jamaica, N. Y. He is an active 
member of the New York Hardware 
Boosters. 


— ---- 


Aladdin Mfg. Company 


Issues New Catalog 
The Aladdin Mfg. Co., manufacturer 


of desk lights, table lamps, floor lamps, 
bridge lamps, etc., Muncie, Ind., has 
just issued a most attractive catalog 
containing many new items of interest 
to the trade. 

A copy of this new catalog will be 
sent upon request to the firm. 
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Federal Trade Commission Abandons Policy 
of Withholding Publication of Complaints 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGB) 


nouncement just made by the Federal Trade Commission of 


(j nouncement ju surprise has been occasioned by ‘the an- 


the abandonment of its new policy withholding publication of 
complaints charging unfair methods of competition until answers 
have been filed by the respondents. The resolution changing the pro- 
cedure was adopted at a meeting of the Commission on Oct. 8 but 


has just been made public. 


The rule for withholding publicity until the answer has been 
filed was sponsored by Commissioner William E. Humphrey. He 
instituted the new policy soon after he had been made a member of 
the commission, and it was one of a series of changes which created 


sharp differences of opinion in the commission. 


Dissent against 


this and other policies was especially vigorous on the part of Com- 
missioner James E, Nugent and former Commissioner Houston 


Thompson. 


The point was made by Commissioner 
Humphrey and others of the commis- 
sion who supported him in his position 
that it was unfair to respondents to 
make public complaints until after op- 
portunity had been given to make re- 
ply, thus presenting both sides of the 
issue. With this end in view, the com- 
mission on April 30, 1925, adopted a 
rule, offered by Commissioner Hum- 
phrey, withholding publicity concern- 
ing a complaint until after the answer 
had been filed. This was a source of a 
great deal of relief to the business 
world, especially in view of the heck- 
ling it had received at the hands of the 
commission. Many complaints, which 
later were dismissed, were previously 
made public as soon as they were is- 
sued and are considered to have been 
the source of a great deal of injury to 
the respondents who had proven them- 
selves innocent of the charges made. 
~ Revocation of the resolution of April 
30, however, has the full sanction of 
Commissioner Humphrey. Mr. Hum- 
phrey told THE HARDWARE AGE that 
the resolution was repealed because 
under a resolution adopted on March 
17, 1925, respondents are given a hear- 
ing by the Board of Review. Under 
this plan the respondents are given the 
right to submit certain statements of 
fact or law as is desired, the hearing 
being informal and not involving the 
taking of testimony. The extent of 
control of such a hearing rests with a 
majority of the board. This system 
has worked so satisfactorily, Commis- 
sioner Humphrey said, that the resolu- 
tion calling for the withholding of pub- 
licity until after the answer had been 
made no longer was necessary. Mr. 


Humphrey pointed out that through the 
informal hearings before the Board of 
Review, both the board and the com- 
mission itself are made fully acquainted 








with the facts and therefore issues no 
complaint unless the commission feels 
satisfied that it is warranted. The new 
resolution does not affect the policy 
which provides for limited publicity 
concerning stipulated cases, operated 
under a rule adopted Jan. 20, 1926. 
Another reason for repealing the reso- 
lution withholding complaints until the 
replies are made is that sometimes no 
answers are filed with the commission. 





Politicians who are assailing the 
present tariff and the administration 
for its so-called attitude in favor of 
high protection will get no comfort 
from a recent proclamation issued by 
the President in which he ordered a re- 
cuction in the duty on paint brush han- 
dles from 33 1/3 per cent ad valorem 
to 16 2/3 per cent, a slash of 50 per 
cent. This proclamation was the out- 
growth of prolonged investigation by 
the United States Tariff Commission 
together with hearings, conducted un- 
der the flexible provisions of the Ford- 
ney-McCumber tariff act which author- 
izes the President to increase or de- 
crease duties to a maximum of 50 per 
cent. The Tariff Commission recom- 
mended a decrease in the duty on paint 
brush handles. This was based upon a 
finding that the principal competing 
country is Canada and that the duty 
of 33 1/3 per cent did not equalize the 
difference in the costs of production in 
the United States and Canada and that 
the reduction ordered is necessary to 
equalize the difference. 





The biennial census of manufactures, 
for 1925, according to announcement 
just made by the Department of Com- 
merce, shows that establishments en- 
gaged primarily in the manufacture of 





screw machine products reported a 
total output valued at $42,998,291, an 
increase of 9.6 per cent as compared 
with $39,238,582 in 1923, the last pre- 
ceding census year. Screw machine 
products include in addition to machine 
screws of all kinds, a great variety 
of special parts, most of which are 
threaded, made on automobile screw 
machines. Of the 185 establishments 
reporting for 1925, the statement says, 
J1 were located in Illinois, 30 in Michi- 
gan, 30 in Massachusetts, 29 in Ohio, 
16 in Connecticut, 12 in Pennsylvania, 
nine in New York, six in Indiana, six 
in New Jersey, and the remaining 16 
in seven other States. 





The rapid decline in production of 
carriages, wagons, sleighs, sleds and 
materials is strikingly shown by a 
statement just issued by the Depart- 
ment of Commerce which says that the 
census for 1925 shows a decrease of 
$2.7 per cent as compared with the 
census for 1923, when the value was 
$44,686,000. The value in 1925 of the 
production of these products was $30,- 
052,000. They included 14,789 car- 
riages and buggies, valued at $1,245,- 
000; 15,719 business wagons, valued at 
$2,436,000; 140,851 farm wagons and 
farm trucks, valued at $11,336,000; 
1878 sleighs and sleds, valued at $62,- 
600; 358,823 wheelbarrows, valued at 
$1,818,000, and parts and miscellaneous 
products, including repair work valued 
at $13,155,000. 





The latest semi-annual canvass of 
paint and varnish manufacturers, ac- 
cording to returns made to the Depart- 
ment of Commerce, report production 
for the six months from Jan. 1 to June 
40, 1926, of 209,022.800 pounds of paste 
paints, comprising 129,343,800 pounds 
of pure white lead in oil, 11,634,300 
pounds of combination or graded 
whites, 3,502,500 pounds of zinc oxide 
in oil, and 64,542,200 pounds of other 
paste paints; 45,402,100 gallons of 
ready-mixed and semi-paste paints, in- 
cluding enamels; 38,081,400 gallons of 
varnishes, japans, and lacquers, other 
than pyroxylin, and 10,136,800 gallons 
of pyroxylin varnishes or lacquers. The 
figures for the first half of the present 
year as compared with those for the 
second half of last year show decreases 
of 6.8 per cent and 3.9 per cent, re- 
spectively, for paste paints and ready- 
mixed and semi-paste paints, an in- 
crease of 10.7 per cent for varnishes, 
japan sand lacquers other than pyro- 
xylin, and an increase of 62.9 per cent 
for pyroxylin varnishes or lacquers. 
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HARDWARE AGE 





General Market News 





Holiday 


Hardware More Active— 


Trade Expects Good Christmas— 
Staple Hardware in Demand 


proportions in the important wholesale hardware markets. Many 


LD recror for holiday merchandise is beginning to assume large 


dealers have already received shipments of gift lines and have 
them on display. The hardware trade generally predict a good Christ- 
mas trade. Orders to date on this class of merchandise encourage this 


opinion. 


Staple lines show satisfactory activity throughout the country, with 
city and town business showing the greatest reported improvement. 
Fall lines are moving well. Cold weather in many sections has stimulated 


the movement of fall and winter hardware. 


The collections situation 


shows little change. Prices generally are firm with a few competitive 


items showing small declines. 





Freight Loadings Up 88,366 
Cars for Year 


An unprecedented freight traffic con- 
tinues to be handled by the railroads of 
this country. Loading of freight for 
the week ended on Oct. 23 totaled 1,209,- 
043 cars, according to reports filed Nov. 
3 by the carriers with the American 
Railway Association. This was a de- 
crease of only 1120 cars under the 
record-breaking preceding week this 
year. It was an increase of 88,366 cars 
over the corresponding week last year. 

Miscellaneous freight loading totaled 
456,221 cars, 6127 below the week be- 
fore but 22,340 over 1925. 

Coal loading totaled 227,518 cars, 
4297 above the week before and 38,362 
over the corresponding week in 1925. 

Loading of merchandise and less than 
carload lot freight totaled 277,905 cars, 
2307 over the previous week and 6146 
above 1925. 

Ore loading amounted to 65,303 cars, 
3720 under the previous week, but 14,- 
795 above last year. 

All districts except the Pocahontas, 
Southern and Northwestern reported 
increases over the week before in the 
total loading of all commodities, while 
all reported increases compared with 
the corresponding week last year. 








Northwest Business Shows 
Gain; Good Holiday Trade 
Predicted 


Business in general over the North- 
west tributary to the Twin Cities shows 
perhaps a slight gain over the average 
of a few weeks ago. Dealers are an- 


ticipating the holiday trade, and are 
arranging their fall and holiday mer- 


chandise. 
While some districts of the North- 





west have been hard hit by weather 
conditions earlier in the fall, it is pre- 
dicted that total sales will compare 
very favorably with those of recent 
years. 

Money rates still are very firm, and 
collections show little improvement 
over those of early October. 





Poultry Netting Lower in 
Boston Market 


For the second time within a month 
the discounts on factory shipments 
of poultry netting have been changed. 
It is now 50 and 15 per cent discount, 
contrasted with 50 and 10 per cent 
heretofore. Sheet lead is down %c. a 
pound, fruit jar rubbers are cheaper, 
and certain kinds of garage sets as well 
as butts have been reduced in price. 
Not an advance of any importance was 
noted in Boston the past week. 


Window Glass Ware Active— 
No Price Changes Expected 


Window glass manufacturers say 
business is spotty, but that the number 
of orders being placed with them 
shows a steady increase with the usual 
request that the glass be _ shipped 
promptly. Prevailing conditions are 
looked upon as a healthy sign for the 
industry, as the demand in evidence is 
in excess of output. Authorities look 
for a continuation of activity at the 
present or higher level for the re- 
mainder of this year. Industrial and 
crop conditions, in addition to the ex- 
tent certain cities have overcome the 
shortage of dwelling houses, influences 
the market in their respective locali- 
ties. As a result shipments of window 
glass are going into all States, but not 
in any great amount to all of the more 
prominent cities. 





Basic Materials Market 
Kindred to Hardware 


Price tendencies in finished products 
being largely the reflection of condi- 
tions in the raw materials market, we 
present here a few opinions, from re- 
liable sources on several basic products 
of interest to the hardware trade. 
LINSEED OIL.—Buyers are inclined 
to buy only for short time requirements. 
Domestic flaxseed markets show slight 
advance but South American seed mar- 
ket shows equal decline. Stocks appear 
ample. 

COPPER.—Domestic market improves 
with fair sized tonnage changing 
hands. Prices at press time run from 
13.875 to 13.95, delivered Connecticut 
valley, and about 14.40 in the Middle 
West. 

TIN.—Demand running light since re- 
cent advance. Large factors in New 
York express little confidence in recent 
advance. Stocks very good. 
LEAD.—Large buyers are ordering for 
not more than two months’ require- 
ments, according to reports received. 
Current buying calls for November de- 
livery in most cases. 

ZINC.—Buying is fair, with stocks con- 
sidered light. 

SHELLAC.—Market appears firm with 
improved demand. 

TURPS.—Current buying is light and 
prices easier. Some factors urge buy- 
ing for some future requirements at 
present prices. 

ROSINS.—Market reported quiet with 
prices slightly lower. 





Crown Abrasives Issues New 
Discount Sheet 


Crown Abrasive Co., New York City, 
has issued a discount sheet on its 
Crown brand of flint paper, emery, gar- 
net and corundite. Flint paper, 9 by 11, 
and 8% by 10%, in less than 5 reams, 
45-5 and 5 per eent off list; for 5 
reams or more, 60 per cent off. Fin- 
ishing flint paper, 20 and 10 off. 

Emery cloth or paper, 9 by 11, less 
than 2 reams, 25 per cent off; 2 reams 
or more, 35 and 5 per cent off. Garnet 
paper, 9 by 11, 60-5 and 5 off; same in 
rolls, 50-5 and 5 per cent off; same, 
finishing paper, 70 and 10 off. 





Lead Oxides Show Decline: 
New List Issued 


Effective Oct. 26, a new list price for 
dealers has been issued on lead oxides. 
The Eagle-Picher Lead Co., Chicago, 
issues the following list: In barrels 
and half barrels, litharge, 11lc. per Ib.; 
spuerite, 10%c. per lb.; red lead, 11%c. 
per lb., and orange mineral “AAA,” 
13%c. per lb. These prices take the 
customary advance differentials. 
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New York Trade Showing Interest 
in Holiday Lines—Staples Active 


OLIDAY merchandise is receiving considerable attention in the 


New York hardware market. 
in lines 


suitable for sale as Christmas gifts. 


Dealers are showing early interest 


In many cases ship- 


ments are being made on these goods so that displays may be made 


immediately. 


Staple and fall hardware items are very active with prices firm in 
most instances. Sash cord and linseed oil both declined. Lower butt and 
garage set prices announced last week are holding to schedule with 


demand good for both. 


Yollections are showing some improvement in this territory. 





Garage Sets Selling at $2.25 
Per Set 

Demand is fairly good for garage 

sets in the New York hardware mar- 

ket, the price being $2.25 per set. In 

quantities the price is $2.10 per set, as 


noted below. Local stocks are appar- 
ently ample. 


tert wt it i TO RE- 
TAILERS, Oo. B. NEW YORK: 
Garage aie $2.25 per set. In lots 


of twelve or more, $2.10. 

Garage door holders, $1.65 per pair. 
Lots of 72 sets, $2.00 per set. In lots 
of six or more pairs, $1.50. 





Sash Cord Has Declined 
2 Cents Per Lb. 


As predicted in last week’s report 
sash cord has declined 2c. per pound. 
Local hardware jobbers have announced 
the lower prices which are given here. 
The demand is considered good and 
stocks are apparently satisfactory. 


weg wre ae TO RE.- 
TAILERS, oO. EW YORK: 

Sash cord, (*%., Spot No. 8, 64c. 
per Ib. Phoenix, No. 8, 34c. per Ib.; 


Sachem, No. 3. 29c. per Ib... and 
Aetna, No. 8, 25c. per Ib 

takes Ic. per Ib. advance, wits No. 6 
is 3c. per Ib. higher. 





Linseed Oil Prices Lower: 
Demand Is Light 


Card prices for linseed oil dated 
Nov. 3 show a decline of 1/10c. per Ib. 
These prices appear to be about 4/10c. 
higher than quotations heard at press 
time. The demand is characterized as 
being light with few very large buyers 
showing much interest. South Ameri- 
can flaxseed markets show some decline 
whereas domestic markets show a slight 
advance for seed. Stocks are ample. 


In lots of less than 5 bblis., 11.7c. 
in lots of 5 bbls. or more, 11.3c.: Cal- 
cutta Linseed Oil in bbls... 15.7c.: 


Boiled Oil, 4/10c. extra per Ib.: 
ble Boiled Oil, 5/10c. extra per Ib.; 
Oil in half bbls., 7/10c. per Ib. addi- 
tional. 





Game Traps Very Active 
Outside City Limits 


Outside of the city districts the sale 
of game traps has been very good this 
year. Prices have been steady and 
stocks are apparently ample. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. O. B. NEW YORK: 

Victor traps, No. 0, $1.20; No. 1, 
$1.50; No. 14%, $2.70 and No. 2, $3.65— 
all per doz. 


Jump traps, No. 0, $1.75; No. Il, 
$2.00; No. 1%, $3.10; No. 2, $4.80— 
all per doz. 





Snow Goods Future Fair; 
Prices Appear Firm 


Futures appear to be fair for various 
snow goods. New York jobbers say that 
prices are firm. A better demand is 
expected later in the season. 

JOBBERS’ wr eh) ab TO RE- 

TAILERS, F. O. B. EW YORK: 

Snow shovels, long Me steel, $4 
doz.; snow shovels, long handle steel, 

in lots of 6 doz., $3.75 doz. 

Galvanized snow shovels, $10 doz.; 

Menzie, $9.60 doz. Snow pushers, 

18 in., 88%c. each net; 24 in., $1 each 

net. 





Staple Items Fairly Active; 
Prices Continue Firm 


There is little change in the local 
market for screws, bolts, nuts and other 
strictly staple items. The demand for 
this class of goods continues fairly ac- 
tive and general stocks appear to be 
in good condition. Prices continue un- 
changed and no change is predicted. 


tr te QUOTATIONS TO RE- 
TAILERS, F. O. B. NEW YORK: 


Bolts and Nuts 


Machine bolts, *% by 4 and smaller, 
40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, % by 6, 
and smaller, 40 off list; larger and 
longer, 40 off list. 

Stove bolts, 80 off list. 

Lag screws, 50 and 7% off list. 


Screws 


Discounts on wood screws: Iron 
Bright, Flat Head, 77% per cent; Iron 
Bright, Round and Oval Head, 75 per 
cent; Iron Blued, Round Head, 75 per 
cent; Brass, Flat Head, 75 per cent; 
Brass; Round and Oval Head, 72% 
per cent. 

These discounts apply to revised 
list of June 24, 

EX TRAS—20-10-10-5 per cent. 





Good Sales Reported for Ash 
Can Trucks in N. Y. 


A good sale is reported for ash can 
trucks. New York jobbers quote re- 
tailers $2.17 each on the Moore Handy 
ash can truck. 
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Steel Butts Now 1714 Cents 
in New York Market 


New York hardware jobbers quote 
steel butts 3% by 3% at 17% cents in 
less than case lots and at 15% cents in 
case lots. Butts 4 by 4 are quoted at 28 
cents in less than case lots and at 24 
cents for case lots. The demand is said 
to be very good at the present time. 
These prices are somewhat lower than 
the regular market price which has pre- 
vailed in this section in recent weeks. 
It will be remembered that there were 
low butt prices about three months ago, 
but these did not continue. It is be- 
lieved that the prices given here will 
hold for some time. 





N. Y. Demand Is Good for 
Stove Pipe, Elbows 


The local demand for stove pipe, stove 
pipe elbows and related accessories is 
very good. Prices are considered firm 
and stocks are apparently in good con- 
dition. The cold weather has helped the 
sale of this group of merchandise. 

JOBBERS’ a ie eh TO ao 

TAILERS, F. YOR 

Sto ove, Pipe, o in., "agiees 4% 

5c.; 16%c.; 5% in., ‘ise. cae 6 
in., cic. ‘one lengt th. 

Stove pipe elbows, 4 in., $1.50; 4 
in., $1.68; 5 in., $1.80; 5% iIn., ‘$1. 

and 6 in., $2. 22—all per a 


Stove pipe collars, “ein, 45c.: 
in., 50c.; 5% in., Bbc. ; in , 60c. - 
+ oie EE Ball per 

Stove pipe. 4. “4% in., $1.20; 

> in., $1. 5% in., $1.32; 6 in., $1.40; 


: in., $2. 15 and 8 in., $3.60—all per 


doz. 





Furnace Scoops Very Active; 
Local Stocks Light 


The demand for furnace scoops has 
been so great and steady that local 
wholesale stocks are light, according 
to reports received at press time. The 
steady run of cold weather and the light 
early buying are said to have brought 
about this condition. Prices continue 
unchanged. 

JOBBERS' QUOTATIONS TO RE- 

TAILERS, NEW YORK: 

Furnace cee ho back, mal- 
leable D handle, $5 per doz.; riveted 
with wood D handle, $9.50 per doz. 





Weatherstrip Very Active; 
Stocks Are Adequate 


There is a good active demand for 
all kinds of weatherstrip in the New 
York hardware market. The present 
cool weather with considerable wind 
has been a stimulus to the consumer 
demand for this item. 


JOBBERS’ wt i Ne TO ie 
TAILERS, F YOR 
Wirf’s Weatherstrip, 500 ft on a 
maroon, $48.50 per 1000 ft. White, 
as per 1000 ft. 
Nero weatherstrip, 500 ft. on reel, 
$36 per 1000 ft 
Economy metal weatherstrip, 36 in. 
by 36 in. by 36 in. for windows, $27.36 
per case and $1.14 per carton. Same 
42 in. by 42 in. by 42 in., $31.68 per 
case and $1.32 per carton. Each car- 
ton contains sufficient equipment for 
one window. A case contains 24 car- 


tons. 

Same for doors, 36 in. by 8&4 in., 
$28.30 per case and $1.20 per carton. 
Same 42 in, by 84 in., $30.96 per case 
and $1.29 per carton. Each carton 
contains complete equipment for one 
door. A case contains 24 cartons. 
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Improvement in Seasonal Lines Noted 
in Cincinnati Territory — Prices Firm 


this territory in the past two weeks. 


(Cincinnati office of HARDWARE AGE) 


There was a slight im- 


| “this terrto jobbing business continued in good volume in 


provement in the sale of winter goods, while staple items 
have been in consistently liberal demand. Holiday merchandise is 
moving at a better rate, but is not yet so active as jobbers expect 


it to be. 


Conditions in the Fourth Federal Reserve District are less favor- 
able than a month ago, according to the monthly business review 
just issued. On the other hand, building operations in Cincinnati 
in October were double those in the same month in 1925, and the 
permits secured in the first ten months of this year top by more 
than $5,000,000 those obtained in the corresponding period last year. 
This betterment is reflected in the unusual activity in builders’ hard- 
ware and other lines affected by construction work. 

Retail sales in Cincinnati during the fall season have exceeded 
those of last year in the same period by approximately 6 per cent, 
declares the current industrial report of the local Chamber of 


Commerce. 


However, the comparatively warm weather which has 


prevailed here for several weeks has had a depressing effect upon 
sales in many retail stores, although hardware stores have suffered 


probably less than others. 


Prices have been well sustained, and there is nothing to indicate 
a radical change in quotations in any major commodity in the near 


future. 


AUTOMOBILE ACCESSORIES.— 
Business on winter items has been 
moderate in volume. The _ colder 
weather in the past few weeks has 
served as a stimulant, and shipments 
to the retail trade are considered satis- 
factory. Jobbers are concentrating 
considerable attention upon the sale of 
Christmas merchandise in special pack- 
ages. Prices have held up well. 


We quote from Cincinnati jobbers’ 
stocks: 

Tires.—30 x 3%, cheap grade cord, 
$6.50 each; 30 x 3% medium grade 
cord, $7. _s 30 x 3% oversize medium 

rade, - '30 x 3% better grade cord, 
t. 50; 30 x 3% oversize better grade, 
10. 50: 30 x 3% commercial cord, 
13.50: 29 x 4.40 medium grade bal- 
oon, $9; 29 x 4.40 better grade bal- 
loon, 0. 

Tubes. —30 x 3% medium grade in- 
ner tube, $1.40 each; 30 x 3 better 
grade, $1. 75; 30 x 3% better grade ex- 
tra heavy, $2.10; 29 x 4.40 medium 
grade for balloon tires, $1.70; 29 x 4.40 
better grade for balloon tires, $2.35. 

Flashlights.—Two-cell Yale tubular 
flashlights with fiber or nickel case 
69c. each; three-cell Yale tubular 
flashlight with fiber or nickel case, 
96c.: two-cell miner flashlight with 
fiber or nickel case, $1.10; three-cell 
miner flashlight with fiber or nickel 
case, $1.24. 

Batteries. — Small Yale monocells, 
8.25 per 100; large Yale monocells, 
9.35 per 100; two-cell baby tubular, 
$16.50 per 100; two-cell tubular, $19.25 
pee 100; three -cell tubular, $27. 50 per 
1 


Tire Chains.—For less than 12 pairs, 
35 per cent off list: for 12 pairs or 
more, 40 per cent off list. 

Radiator and Engine Covers.—Ford, 
1924 and 1925 models, $2.25 each; 


Ford, 1926 model, $2.35 each: Ford ra- 
diator pote only, for 1917-1926 mod- 
els, $1 each 

Radiator Shutters.—For Fords, 1923- 
1926 models, $5 
let, 
Dodge, 


50 each; for Chevro- 
$6 each; for 
$7.50 each. 


1925-1926 models, 
1923-1926 models, 








Discounts of 33% per cent apply on 
above prices for purchases in lots less 
than five; 40 per rent discount on lots 
of five or more. 


AXES.—Sales have dropped off sharply 
in the past two weeks, but the total 
volume of business during the fall sea- 
son has been up to normal. Prices are 
unchanged. 


We a from Cincinnati jobbers’ 
stoc 

Dreadnaught single bit base weight 
handled axe, $19.50; Dreadnaught sin- 
le bit base weight unhandled axe, 

14.75; double bit base weight handled 
axe, $24.25; double bit base weight 
unhandled axe, $20. 


BOLTS AND NUTS.—There has been 
a slight increase in the demand for this 
item. Conditions are stable so far as 
prices are concerned, the situation be- 
ing in marked contrast with that a year 
ago. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off: car- 
riage bolts, large, 50 off; small, 50 
and 10 off; stove bolts, 75 off: semi- 
finished nuts, 9-16 in. and smaller, 75 
off; larger sizes, 65 off. 


CARPET SWEEPERS.—The movement 
of goods out of local warehouses is 
indicative of a well-sustained call for 
this product throughout this territory. 


We quote from Cincinnati jobbers’ 
stocks: 

Standard japanned carpet sweeper, 
$36 per dozen; Universal japanned 
sweeper, $42 per dozen; Grand Rapids 
nickel-plated sweeper, $48 per doz.; 
Little Helper toy sweeper, $2 per doz. 


FILES.—No change has been made in 
prices, and bookings have been about 
normal. 

We quote from Cincinnati jobbers’ 





stocks: Black Diamond files, 
and 10 off list; Keystone files, 
and 5 off list. 


FIRE SHOVELS.—Retail trade has 
been heavy since October 15, and the 
betterment is reflected in increased 
operations by local jobbers. 


We quote from Cincinnati jobbers’ 
stocks: 


No. 80, 56c. enemy No. 56 gt ney 
95c, each; No. , $1. 50 each; No. 11, 
$1. 65 each. 


BUILDERS’ HARDWARE.—Not only 
was there no recession in building op- 
erations in Cincinnati in October, but 
a big advance over the previous month 
is reported. Figures given out by the 
office of the Building Commissioner 
show that the cost of the work for 
which permits were secured last month 
is more than double that in the same 
month in 1925, and the ten months to 
date top by over $5,000,000 the record 
last year in the same period. Jobbers 
are well satisfied with developments in 
the past two months, which have been 


40, 10 
70, 10 


the busiest of the year. Prices are 
steady. 
We quote from Cincinnati jobbers’ 
stocks: 
_Hinges.—-Heavy, 60, 10 and 10 off; 
light, 60, 10 and 10 off; extra heavy 
T, 60, 10 and 5 off. 
Hasps.—Common hinges, 70 =siooff: 
safety hasps, 3 in., 95c.; single, per 
dozen, 4% in., $1. 25; 6 in., 1.75. 
Butts.—Steel, dull brass and an- 


tique copper case lots, 3% x 3%, 16c. 
per pair net; 4 x 4, 27c. In less than 
case lots, 3% x 314, 17c.; 4 x 4, 30c. 


Sash Weights.—Sash weights, 1.90c. 


Inside Sets.—Square bevel inside 
sets in case lots, $4.75 a dozen. 


DENATURED ALCOHOL.—Demand 
has increased in the last week, and the 
dropping of the temperature to the 
freezing point in the past few days 
has caused the trade to stock a suffi- 
cient quantity of alcohol to meet cus- 
tomers’ requirements. 


We quote from Cincinnati jobbers’ 
stocks: 

In drums of 52 gallons, 40c. a gal.: 
in lots of three drums or more, 39c. a 
gal. There is a charge of $6 for each 
drum, but this money is refunded at 
the end of the season. In gallon cans, 
65c. a gal.; in lots of 10 gal. or more, 
63c. a gal. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—No change of importance has 
been made in the last two weeks. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5 in., eaves trough, 
$5.75 per 100 ft.: 28-gage, 3 in., corru- 
gated conductor Pipe, $5.50 per 100 
ft.; 28-gage, 3 in., corrugated conduc- 
tor elbows, $1.73 ‘per dozen. 


GALVANIZED WARE.—Retailers are 
beginning to order their additional 
stock for the holiday trade. Prices 
are unchanged. 

bes. quote from Cincinnati jobbers’ 


stocks: 
Galvanized Pails.—10 at., $2. 30 per 
doz.; 12 qt., $2.55 per doz.: 14 qt., 


$2. 90 per doz.: 16 qt., , 40 per doz.: 
galvanized tubs, No. 1, $6.50 per doz. 


GAME TRAPS.—The call for this com- 
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modity has been consistently good in 
the last month. Prices for this season 
are quoted below. 


We quote from Cincinnati jobbers’ 
stocks: 


Victor No. 0, $1.10 per doz.; Victor 
No, 1, $1.38 per doz.; Victor No. 1%, 
$2.44 per doz.; Jump traps No. 1, 
1.83 per doz.; Jump traps No. 14, 
2.81 per doz. 

Gibbs Two Trigger, $5 per doz.; 
Single Grip Oo. 1, without chain, 
$1.44 per doz.; with chain, $1.88 per 
doz.; Single Grip No. 2, with chain, 


$3.35 per doz.; Single Grip No. 3, with 
chain, $5.50 per doz.; Single Grip No. 
4, with chain, $6.70 per doz. All of 
the ge on Two Trigger and Sin- 
gle rip traps are on an f.o.b. fac- 
tory basis, except that freight is al- 
lowed on barrel lots. 


GLASS.—Bookings by local jobbers 
are satisfactory in volume for this time 
of the year. Prices are fairly steady. 


We quote from Cincinnati jobbers’ 
stocks: Single strength A first 
bracket, 86 per cent discount; single 
strength B first bracket, 87 per cent 
discount; single strength A first three 
brackets, 86 per cent discount; single 
strength B first three brackets, 87 per 
cent discount; single strength A over 
the third bracket, 85 per cent dis- 
count single strength B over the 
third bracket, 86 per cent discount; 


double strength A, 85 per cent dis- 
count; double strength B up to 54- 
in., 88 per cent discount; double 
strength B over 54-in., 87 per cent 


discount. 


ICE SKATES.—While the call from 
the retail trade has been negligible, 
the time for the sale of this item is 
rapidly drawing near. Jobbers are 
well stocked with merchandise to care 
for the demand when it comes. 


LADDERS.—There has been no mate- 
rial change in the commodity. Sales 
are fair in volume, and shipments by 
jobbing houses have been normal. 


We quote from Cincinnati jobbers’ 
stocks 

Rodded ladders, 24c. a ft.; single 
ladders, 20c. a ft. up to 16 ft.; exten- 
sion ladders, 30c. a ft. up to 32 ft.; 


best grade ladders, 50c. a ft. 
LAMPS.—Here again the market is 
without feature. Business is fairly 
good, and jobbers are pleased with the 
course that trade has taken. 


We quote from Cincinnati jobbers’ 
stocks: 
Quick Lite gasoline lamps, C317 


$7.40; C329, $6.25; C318, $7; C324, $7; 
Quick Lite lanterns, 1,327, $5.25; 1.427 
$6. 


MOPS.—Prices are steady, retailers 
are carrying ample stocks, and sales 
throughout the trade have been grati- 
fying in volume. 

We quote from Cincinnati jobbers’ 
stocks: O'’Cedar line ? handles, 
No. 3, $12; No. 4, $8; No. 5, $10; No 
8, $12; No. 15, , 

NAILS.—Some improvement in demand 
is noted. The situation, however, is 
only fair at best. Prices here are firm. 


We quote from Cincinnati jobbers’ 
stocks: 

Common wire nails, $2.95 per keg; 
cement coated nails, $3.05 per 100 Ib. 
keg. 

OIL HEATERS.—tThe colder weather 
which has prevailed in the past few 
days has stimulated the movement of 
this commodity. Sales are not quite 
up to the record established in the 
same period last year. Prices are 
firm. 

We quote from Cincinnati jobbers’ 


stocks: 
Nesco, No. 3.70; eS 15, $4.65; 


12, $ 
No. 016, $5.50; No. 0190, 
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PAINT.—<Activities have tapered off 
somewhat in the last ten days. No 
longer is there the brisk trade which 
featured the market a few weeks ago. 
Conditions, however, are looked upon 
as very satisfactory. 


We quote from Cincinnati jobbers’ 
stoc “ks: Ready mixed house paints, 
$2.75 per gal.; linseed oil single bar- 


rel, 86c. per gal.; turpentine, in 2- 
barre! lots, 93c. per gal.; white and 
red lead in 500-lb. kegs, 15%c. per 


Ib. less 10 per cent. 


PYREX WARE.—With the holiday 
season in mind, retailers are purchas- 
ing stock in liberal quantities. Prices 
have not changed recently. 

We quote from Cincinnati jobbers’ 
stocks: 

Round ate — No. 621, 60c. 
each; No. 622, $1 each; No. 623, $1.17 
each; No. 624, $1.33 each. 

Square Casseroles.—No. 
Cac 


Oval Casseroles.—No. 632, $1 —_ 


653, $1.17 


No. 633, $1.17 each; No. 634, $1.3 
each. 

Round Pie Plates.—No. 205, 17c. 
each; No. 208, 50c. each; No. 209, 
60c. — No. 210, 67c. each; No. 211, 
73c. each. 

hoon Pudding Dishes.—No. 021, 
40c. each; No. 022, 57c. each; No. 023, 
H7c. each: No. 024, S0c. each. 

Square Pudding Dishes.—No. 053, 


67c. each. 
Oblong Bread or Loaf Pans.—No. 


213, 17c. each; No. 212, 60c. each: No. 
214, $1 each. 
RADIO BATTERIES.—Sales have 


reached extensive proportions in the 
last month. Radio shows staged in 
Dayton and other cities in this terri- 
tory have given an impetus to activi- 
ties. 


We quote from Cincinnati jobbers’ 
stocks: 

Less than In Unit 

Unit Packages 
Packages of 50 
Each Each 
“A” batteries, No. 6. ies 2 37 $0.32 
“BR” batteries, 5156. 1.14 
“B”’ batteries, 2156. : 140 1.30 
“BR” batteries, 2306.... 2.80 2.60 
‘“*R” batteries, 2308.... 2.80 2.60 
“RB” batteries, 10308... 3.85 3.58 
“CC” batteries, 2370. 42 09 


ROOFING MATERIAL.—Jobbers have 
enjoyed a particularly prosperous sea- 
son. Sales still are holding up well, 
despite the fact that the fall trading 
period is almost at an end. Prices are 
the same. 


We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper. — Light 
$1.05: medium standard, $1.30; heavy 
standard, $1.55; light Holdfast, $1.39; 
medium Holdfast, $1.55; heavy Hold- 
fast, $1.80; K red and green slate 
surface, $2.10. 

Roofing Coating.—Coal tar, refined, 
in barrel lots, 25c. per gal.; in half 
barrel lots, 28c. per gal.; coal tar, 
crude, in barrel lots, 24c. per gal.; in 
half barrel lots, 27c. per gal. 

Roofing Cement.—Liberty elastic, 1 
Ib. 12c.; in 5 Ib. cans, 9%c. per Ib.; 
in 10 lb. cans, 9c. per Ib.; in 25 Ib. 
cans, 8c. per lb.; Certain-teed cement, 
36 Ib. to the case, $4.25 per case; in 
5 Ib. cans, 12 cans to the box, 8'%c. 
per lb.; in 10 Ib. cans, 6 cans to the 
box, 7%c. per Ib. 


ROPE.—Many retailers are taking ad- 
vantage of the opportunity afforded 
them to protect themselves at present 
prices on material for delivery up to 
May 1. 

We quote from Cincinnati jobbers’ 


stocks: 
Best 


standard, 


Manila rope, Ocean 


grade 
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brand, 23%c. per lb.; Plymouth brand, 

24%4c. per Ib. sisal rope, 15%c. per Ib. 
SCOOTERS AND SIDEWALK 
CYCLES.—Sales are increasing as the 
holiday period draws near. 


hed Gate from Cincinnati jobbers’ 
sto 

No. “10, $3 each; No. 111, $3.20 each; 
Scootaway, $2.30 each; Rideway, $3. 10 


each; Sidewalk cycle, No, 11, $10.65 
each; Sidewalk cycle, No. 12, $12.60 
each. 


STEEL SHEETS.—tThe market is 
steady, with consumers taking small 
lots of stock only as they need it. 


We quote from Cincinnati jobbers’ 
stocks: 

Galvanized sheets, No. 24 gage, 
$4.90 per 100 Ib.; black sheets, No. 24 
gage, $4.05 per 100 lb. 


SLEDS.—Jobbers are prepared to meet 
any call for this commodity, although 
little movement of consequence is ex- 
pected until snow arrives. 


We quote from Cincinnati jobbers’ 
stocks: 

Steering Sleds.—No. 96, $11.25 each; 
No. 210, $20.75; No. 100, $14; No. 200, 
$16.50; No. 220, $24.60; Flexible Fly- 
er, 33% per cent off list. 


SCREWS.—New prices announced to 
the trade two weeks ago have been 
firmly established. Bookings have been 
only fair. 

We quote from Cincinnati jobbers’ 
stocks: 

Flat-head bright screws, 85 and 
12% off list; flat-head blue screws, 
85 and 7% off list; flat-head brass 
screws, 80 and 25 off list; round-head 
blue screws, 85 and 2% off iist; 
round-head brass screws, 80 and 15 
off list; bright wire goods, 85 and 25 
off list, 


WEATHER STRIPPING.—Continued 
good business has prevailed in this 
commodity. Sales have been up to the 
standard expected by jobbers, and 
movement of goods from warehouses 
has been satisfactory. 


We quote from Cincinnati jobbers’ 
stocks: 

Wood and rubber weather strip- 
ping, No. 1, $16.50 per 1000 ft.; No. 
1%, $23.25 per 1000 ft.; No. 4, $33.40 
per 1000 ft.; No. 7, $40 per 1000 ft. 

Wood and felt weather stripping, 
No. 71, $18.50 per 1000 ft.; No. 71%, 
$26 per 1000 ft.; No. 75, $44.50 per 
1000 ft. 

All rubber weather stripping, No. 9, 
$2.25 per 100 ft.; No. 10, $3 per 100 
ft.; No. 11, $3.75 per 100 ft. 


WHEELBARROWS.—tThere has been 
no change of importance. Prices are 
firm. 
We quote from Cincinnati jobbers’ 
stocks: 
Cheap steel tray wheelbarrow, $3.90 


each; pan-American tray wheelbar- 
row, $5.25 each; contractor wheelbar- 


row, $5.60 each; concrete wheelbar- 
row, $6.50 each; tubular wheelbar- 
row, $6.60 each. 


WIRE GOODS.—Sales have been hold- 
ing up well in the past few weeks. 
Quotations are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

Black annealed wire, $3 per 100 Ib.; 
galvanized wire, $3.45 per 100 lb.; gal- 
vanized 4-point barbed hog wire, $3.43 
per 100 Ib. in 80-rod reels; galvanized 
4-point barbed cattle wire, $3.17 per 
100 Ib. in 80-rod reels; galvanized spe- 
cial 2-point barbed hog wire, $2.39 per 
100 lb. in 80-rod reels; galvanized spe- 
cial 2-point barbed cattle wire, $2.25 
per 100 Ib. in 80-rod reels. 
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ARDWARE Dealers are realizing the far- 
reaching effect, through greater sales, the 
necessity of carrying high quality wire screen cloth. 
Why? Because the home-owners of this nation ap- 
preciate the outstanding fact that tt is cheaper in 
the long run to buy quality products. 

This point is conclusively proved by the fact that 
the sale of “APEX” is rapidly increasing each 
year. Heavily zinc-coated after weaving, its qual- 
ity is further insured by a coating of long oil var- 
nish. These features are winning dealer confidence 
and increasing dealer sales. 

Backed by an organization of specialists in the 
manufacture of quality cloth, progressive jobbers 
and dealers are centralizing their purchases on 


“APEA.” 
Distributed by Jobbers. 


If your jobber cannot supply you, write us and we will give you 
the name of the one who will. 


JOHN M. HART COMPANY 


Manager of sales for 


HANOVER WIRE CLOTH CO. 












General Sales Office: 
Old Colony Building, Chicago, Il. 


Factory: Hanover, Pa. 
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Holiday Lines Show More Activity 


in Pittsburgh—Prices Remain Firm 


(Pittsburgh office of HARDWARE AGE) 


HE order and bookkeeping departments are the busiest di- 
visions of the local hardware jobbers, because buying is strict- 
ly hand-to-mouth and the orders, although very numerous are 
entirely for small amounts. It would be a perfectly satisfactory 
trade situation if the orders were as large as they are numerous, 
because just as much exertion and as many movements are required 
for the filling of a small as a large individual order. 


On the whole, business is probably all that could be expected in 
view of the very generally established policy of close range buying. 
It runs heavily to the items seasonal to this time of year, but is get- 
ting some help from the favorable soft coal market, which continues 
to bring into operation mines that over the past two years have 
been entirely idle or have been operated infrequently and then for 
brief periods and to create a demand for mining supplies. Interest 
in holiday goods has not yet gotten beyond the nibbling stage, but 
that is in line with expectations based on the experience of the past 
few years in which the real demand has come with the development 
of retail buying. Prices do not change much. Collections are re- 
ported to be fairly good. 


AUTOMOBILE ACCESSORIES.— | _, Jobers’ quotations to retailers 
Strong demand still is reported for al- Broken pUnit 
- is . Packages ackages 
cohol, but not much activity in other a i $105 $0.97 
directions. I a etait d 1.22 1.14 
a “Se asccaks eee 1.32 1.22 
Prices from jobbers’ stocks, f.o.b. No. 766 .......... 1.40 1.30 
Pittsburgh, follow: a WS sksseeee we co yr 
Spark Plugs.—A. C., lots of 10 to = AL ee an 3.00 
90, 53c. each; lots of 100 or more, 50c.; No. 771 ........-. 42 39 
A. C. No. 1075 for Ford cars, lots of i 40 .35 
10 to 90, 36c. each; lots of 100 or No. 6 dry cells, ignition type unit 
more, 34c. packages, wee Png 5 pptee. - 
_— - las a t.—No c. each; No. 
a5 8 ce” OF volt Hot Dries; | 980, 10ers No,” 790, 2de.: No.’ 108, 
; ‘ a : , 21 Yc. >. 750, 18c.; No. 751, 
18c. each, subject to a discount of 30 


per cent in lots of less than 50, and t Shot.—No. 1461, $1.70; ' No. 1662, 


40 per cent for lots of 50 or more. 
Speedometers.—A. C. for Ford cars 


BOLTS, NUTS AND RIVETS.—Steady 


list price, $10 each. demand for small lots at changed 
Tire Gages.—Schrader, high pres- prices is the common report here. 
sure, lots of less than 10, $1 each; We quote out of jobbers’ stocks as 
lots of 10 or more, 95c.; balloon tire, follows: 
lots of less than 10, $1.13; lots of 10 Machine bolts, small rolled threads, 
or more, $1.08; U. S. Standard, lots 50 and 10 per cent off list; all sizes 
of less than 10, $1.10; lots of 10 or cut threads, 50 per cent off list; car- 
more, $1. riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
Alcohol.—In barrel lots, 38c. to 4l1c. 45 per cent oc list; stove bolts, 75 
per gal. and oA per cent off Bat: tire SS 
: an per cent o st; nuts, hot 
Motor Oil.—Vacuum Oil Co., in 10- pressed square, tapped in 3 Ib. boxes, 
gal. steel drums, with faucet, grades ¥%, in., $16 per 100; 5/16 - $14; % in 
A, E and Arctic, $10.50 list; B, $13.70 11; % in., & in., $10; 3% in., $8: 
list, less 25 per cent. % in., $7.50; rivets, small wagon and 


60 per cent off list. 
Motor Meters.— Standard makes, tinners, per 


lots of less than 10, 30 per cent off CONDUCTOR PIPE.—Sales are fre- 


list tote 4 A to 19, 35 a off quent, but more of a piecing-out char- 
—— eee acter than they were recently. Prices 
Windshield Cleaners. — Trico, uni- out of Pittsburgh warehouses: 
versal automatic cleaners, $3.25 each. Galvanized, 3 in., No. 28 gage, $5.35 
Jacks.—Millers Falls No. 145, $3.75 wed ie fe’ te tect I'he as: 
each. small lots higher. 
Pumps.—Anthony line, $2.20 each. GALVANIZED WARE.—This line is 
Chains.—Single pairs, 30 per cent e j j tivi al- 
off list: lots 4 10 to 50 pairs, 35 per oe - _ degree pti At . 
cent off list; lots of 50 pairs and over, though pure aSes are in strict Keeping 
40 per cent off list. with retailers’ ideas as to probable 


sales. Jobbers quote: 
BATTERIES.—The flow of orders for Pails, 12 at. = ae a des OE ae 





radio dry cell batteries is as steady as $2.85; tubs, No. * plain, $7.50 per 

; 0Z.; 8) piain, oO wit 
the tides and the turnover all that could wringer attachment. $8.95: Mo. 38. 
be desired. with wringer attachment, $9.50. 
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GAME TRAPS.—Call for traps has 
been good this year, but the movement 
from retailers’ stocks has not been 
heavy enough. 


GLASS AND PUTTY.—One large 
manufacturer of window glass has an- 
nounced an advance of approximately 
10 per cent, but it has not yet found 
general adoption. There is a strong 
effort to sell light plate glass to replace 
double strength window glass and there 
is a possibility of success in view of 
the fact that there is very little differ- 
ence between prices of the two kinds. 
Glass and putty sales are fairly good. 
Prices to retailers: 


Glass, single strength, A and B, 84 
per cent off list; double strength, A 
84 per cent off list; B, 86 per cent off 
list; putty, $6.75 per 100 Ib.; glazing 
points, 20c. per Ib. 


GUNS AND LOADED SHELLS.— 
Brisk demand continues for loaded 
shells and shotguns are finding steady 
sales, while some sales of high-powered 
rifles are being made, although the big 
game season is still a few weeks away. 
Jobbers quote: 


Shot Guns.—Double barrel, Ithaca 
—_ - Naanmactons, $30.50 each; No. 1, 
$38.3 No. 2, $46. 55; Winchester re- 
wae No. 97, hammer, $31.80; No. 
12 eg standard, $37.50; tour- 
nament, $56. 


ania No. 56, sport- 
ing, $16.35 each; No. 57, target, $19.10; 
No. 1894, solid frame, $25.90; take 
gat frame, $35.40; Savage, No. 1899- 
$30.60; No. 18-99-F, $33.85; No. 
1899" G, $37.5 


ees alll —Winchester, repeat- 
R-76-D, soft, $34.74 per 1000; 
chilled, $36.85. 


HEATERS.—Seasonably good demand 
is noted for heaters. Jobbers quote oil 
heaters: 


Nesco, No. $3.75 each; No. 15, 
$4.75 each: No. ‘oie $5.50 each. Re- 
a No. 20, $4. 60 each; No. 30, $6 
each. 


HEATING ACCESSORIES.—Items un- 
der this heading are all going well. 
Jobbers quote: 


Asbestos.—Sheet mill board, 3/16- 
in. thick, 18 in. x 20 in. 18c. each; 
18 x 30 in., 27c.; 20 x 30 in., 28¢.: 
22 x 30 in., 3lc.; 24 x 30 in., 35c. 
doz.; %-Ib. packages, $4.50. Fiber in 
4 - Ib. packages, $2. 


Coal Hods. phar 16-in., $3.40 
per doz.; 17-in., $3.60: galvanized, 
16. in., $4. 65: 17-in., $5; 18-in., $5.50. 


Fire Shovels.—Stamped sheet steel 
japanned, flat handle, 50c. per doz.; 
round handled reo 60c. to 
$1.10; galvanized, $1.1 sie 
Break No. RD $4.25; No. "46, $4.6 
No, 20, $4. 


~thesn aa ae — No. 150-B, $8 
per doz.; No. 80, $5.50; No. 81, $4. 50. 


Gas Connections.—Lead, 12 in., 25c. 
each; 18 in., 30c.; 24 in., '37¢.: 30 in., 
40c.; 36 in., 45¢. Flexible steel tubing, 
3-ft. lengths, 12c.; 4 ft., 16¢c. ites 
18¢c.; 6 ft., 22c. Cloth inserted ‘tubing, 
5c. per foot a 


Stove Boards.— Wabash, square, 
paper lined, “ie we 18 x 18 in., 
$6.25 per doz.: 24 24 in., $7. 50: 
26 x 20 in., $8; 08 x 28 in., $9.50: 30 x 
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Slide the doors 


on the inside 


Slidetite—the best method for doorways of any width 


Any doors are as good, or as inefficient, as the hardware with which they are equipped. 
The hardware does the work. 

Slidetite garage-door hardware means good doors; that always work, with the least 
effort, and quickly. It puts an end to door-way problems for all time. 

Doors equipped with Slidetite 
slide and fold back againstthe walls; 
inside, where they belong. 

You see instantly the important 
advantages of the Slidetite method. 
The doors cannot be blocked by snow 
and ice; they always open easily; stay 
‘put’; and close just as readily, 
solidly, weather-tight. The doors 
cannot blow shut, against car or per- 
son. They provide an opening the 
full width of the doorway; no posts 
or obstructions. And simple adjust- 
ments take care of any swelling or 
shrinking of the doors. 

Slidetite Hardware ismost practical 
for doorways with from two doorsto 
ten doors; and providesa clear opening 
in any door-way up to 30 feet wide. 


st g 
= ce ae 

» ore: 
R b 7 es 
~ Rae" 


é 
} 













Slidetite is packed in complete 
sets for 3, 4, 5, 6, and 8 doors. 


To insure satisfaction, buy 


complete sets only. | YY yf 





When a garage is not deep enough to fold the doors inside—Slid- 
aside is the correct hardware. Doors so equipped slide around the 
corner, flac against che wall. 

Slidaside can be used for two car garages by sliding doors to 
both walls, and is ae to any garage, regardless of distance 
from jamb cto side wall. 

Both Slidaside and Slidetite equipment provide for an entrance 
door—does away with expense of a separate entrance. 














AURORA, ILLINOIS, U.S.A. 


‘New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicago Minneapolis KansaaCity LosAngeles SanFrancisco Omaha Seattle Detroit. 


(1145-a) Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD.,LONDON,ONT. + Winnipeg 


Largest and most complete line of door hardware made 
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30-in., $10.80; 32 x 32 in., $13.20; 35 x 
35 in., $16. 20; wood lined, crystallized, 
24 x 25 in., $12.60; 26 x 26 in., $16; 
28 x 28 in., "$18; 30 x 30 in., $20; 33 x 
33 in., $24; 36 x 36 in., $29. 

Stove Pipe and Elbows.—Polished 
blue nested stove pipe from Pitts- 
burgh warehouses, No. 28 gage, 6 in., 
$15 per 100 joints; elbows, $1.48 per 
doz. Nickeled stove pipe, 4 in., S8dc. 
per joint; elbows, 75c.; collars, 40c. 


MINING SUPPLIES.—The soft coal 
industry is busier than it has been be- 
fore in fully five years and with prices 
at levels high enough to permit of 


operation of mines even on the wage | 
scales of the so-called Jacksonville | 
scale, there is naturally a strong de- | 


mand for mining supplies. Jobbers 


quote: 


Lamps, $9 to $12.50 per doz.; caps, 
$1.60 to $4 per doz.; picks, finished, 
$5.50 to $7.50 per doz. ; black, $: 3 75 to 


$5.50: carbide cans, $1 to 1.25 per 
doz.; powder cans, 5 Ib., $2. 25 to $3 
per doz. 


OAK KEGS.—Rather strong demand 
still is noted for oak kegs, although the 
demand has been satisfied for preserv- 
ing and beverage supplies in general. 
Jobbers quote: 


Red White White Oak 
Oak Oak Charred 
5 gallon ..... $1.50 $1.45 $2.40 
10 gallon ..... 1.75 1.90 2.80 
15 gallon ..... 2.00 2.15 3.15 
20 gallon ..... 2.25 2.40 3.75 


PAINTING SUPPLIES. — Turpentine 
is down 2c. per gal. since a week ago, 
but oil has advanced slightly. Fairly 
good business is reported for the time 
of year. 
Prices to retailers: 
teady mixed paints, best grades, 
$2.85 per gallon; Sowar grades, $2.25; 
white lead, 15%4c. per Ib. in 100-Ib. 
lots; 10 per cent less in lots of 500 Ib. 
or more and extra 4 per cent less 
in lots of a ton or more; turpentine, 
$1.03 per gal. in barrel lots; raw lin- 
seed oil, 12.2c. per Ib. in barrel lots. 


ROOFING PAPER.—Demand is steady 


rather than active. Jobbers quote: 
Apex, light, $1.40 per roll: medium, 
$1.75; heavy, $2.20; fattleax, light, 
$1.20: medium, $1.45; heavy, $1.70; 
mineral surface, $2.30. 
SHEET METAL.—Copper is slightly 
lower, but sheet zinc holds at recent 
prices. Demand is steady, but not very 
active. 
We quote sheet copper at 22%c. per 
lb. from jobbers’ stocks in lots of 
300 lb. or more and 26%%4c. per Ib. in 
single sheets; sheet zinc, 13c. per Ib. 
in loose sheets, 12c. in 100-lb. casks; 
11.80c. in 300-lb. casks, and 11.80c. in 
600-Ib. casks. 
SHEET STEEL.—Prices are holding 
rather well and there is a fairly good 
business, which is helped by the fact 
that a good many buyers who ordina- 
rily buy direct from the mills do not 
want the tonnages they would have to 
place to get the mill price. 


Prices out of Pittsburgh jobbers’ 
stocks: Galvanized flat, No. 24 gage, 
$4.95 base per 100 Ib,; corrugated No. 
28 gage 2™% in., $4.55 per square; one 
pass cold rolled black, No, 24 gage, 
$4.20 base per 100 Ib. Armoc ingot 
iron galvanized flat, No. 24 gage, 
$5.80: Toncan metal galvanized flat, 
No, 24 gage, $5.80; all for lots of one 
to nine bundles. 


SOLDER.—Lower pig tin prices are 
reflected in the price of solder which 
has dropped back from its recent base 
of 44%c. per lb. for half and half to 
43c. 
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TOOL CHESTS (BOYS’).—Jobbers are | 
beginning to get some advance holiday 
orders for boys’ tool chests, which in 
recent years have been growing in 
favor for Christmas gifts. Jobbers 
quote: 

Stanley, No. 910, $1.60 each; No. 
909, $5.10; No. 907, $3.20; No. 906, 
$6.70. 

WIRE PRODUCTS.—tThere is a fairly 
good demand for nails and wire, but no 
real activity in fence and fencing ma- 
terials. 

We quote from Pittsburgh jobbers’ 





P 

— 
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R 


Annealed Galvanized 


(Per 100 Ib. ) 
No. 6 to 9 gage...... $3.00 $3.45 
ky, ae re oe 3.50 
ee ae a 3.55 
a eee 3.65 
SS eee 3.80 
Pk ME a a eie & wanes deueeed ee 4.00 
oe: i pktuseetensadeas) Mae 4.25 
D2 sa cudees detone ce ae 4.45 
Barbed wire (per 80-rod spool): 
i ME: ccccscuisenteun baa ee $3.00 
J fe eee ee 
4-point cattle ...... (suetaasteuer 3.20 
tn - c<cietevtkedsouseenéie. EEE 
2-point cattle (special).......... 2.25 
Field Woven Wire Fence (per 100 
rods): 
oS a er eee $30.00 
oe ee ee ee ee ee 54.75 
Poultry: 
SP ee ee eT $35.60 
2 Cn taciegeeveaetawetutwa wae 43.00 
eS a ree ee 48.50 
Steel Fence Posts: 
D> Oy ehanedds dens theese ena Gee 
Ud etdeuesebawhaceas oun 5d5c. each 
5 Ges ebewetevenseatescoeseeas 65c. each 


Bright nails, base, per keg, $2.95 
to $3. 


New Landers, Frary & Clark 
Catalogs 


A new catalog descriptive of its “Uni- 
versal” bathroom fixtures, known as 
Catalog No. 8, is now being distributed 
to the trade by Landers, Frary & Clark 
of New Britain, Conn. The “Universal- 
Alladin” ware, made by the company, 
is also effectively described and illus- 
trated in a special catalog. 

Both of these catalogs, which include 
price lists, are carefully prepared with 
a view of expediting reference and 
should prove valuable additions to the 
hardware retailer’s library of trade lit- 
erature. 








An Important Development 
in Warm Air Furnace 
Heating 


There has long been a demand for 
some practical means of increasing the 
air circulating ability of the warm air 
furnace, while protecting it from warp- 
ing, cracking or burning out. The Miles 
Automatic Furnace Fan, manufactured 
by The Warm Air Furnace Fan Co., 
6511 Cedar Avenue, Cleveland, Ohio, 
appears to fill this need admirably. 

The device provides a mechanical 
force to insure dependable air circula- 
tion under all conditions. The fan, 
illustrated herewith, is not merely a 
booster, nor is it simply an injector, cir- 
culator or accelerator, but rather the 
fan and automatic by-pass louvers con- 
stitute a positive pressure system which 
automatically adjusts itself to a grav- 
ity system by simply shutting off the 
an. 
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During the greater part of the day 


the increased heating capacity due to 


forced circulation is not necessary, 
therefore the device is so constructed 
that it operates by gravity circulation 
after the house is warmed. This re- 
sult is made possible by means of the 
by-pass space around the fan unit and 
the by-pass louvers which open auto- 
matically when the fan is not in oper- 
ation and close automatically when the 
fan is running. 


The fan is claimed by its maker to 
increase the heating capacity of the 
furnace from 60 to 100 per cent, thus 








Mikes \ntomatic burcace Fan 
vy thy ever ers no, fen wile 











op les bh atemanc Furnace Pan 
a a d ten —— rom, peowetree Pre 
he ney ete panhagulidindadiede. 





making a smaller installation possible 
than would otherwise be _ possible. 
Through utilizing all the heat and min- 
imizing chimney and radiant losses, a 
saving of 30 to 40 per cent in fuel will 
be effected. The device is designed to 
give four changes of air per hour. It 
supplies cool air in the summer and 
forces it up the pipes to rooms where 
wanted. It provides approximately even 
heat from floor to ceiling, with only a 
slight variation in temperature at any 
point. 

The inventor, J. C. Miles, is a heat- 
ing engineer of many years’ experience. 
His life was devoted for many years to 
the heating of public schools by forced 
air and ventilating systems. He applied 
the experience gained in this field to 
the development of a device for fur- 
nishing mechanical pressure to warm 
air furnaces used in homes, churches, 
garages and factories where there was 
no necessity for the constant attend- 
ance of an engineer or fireman. 

The secret of the successful opera- 
tion of the fan is the automatic return 
from mechanical pressure to gravity 
circulation. The device, as suggested in 
the accompanying illustration, is sim- 
ple in construction and operation and 
should prove a really worthwhile means 
of increasing the hardware merchant’s 
profits. 
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Gray porcelain enameled top ... Gray legs 
and base shelf . . . Satin black body finish . . . 
Double Wall Blue Chimneys ... Complete Outfits 


EETING the demand for gray kitchen equipment, the “!927 

Perfection leaders,” with five new features, are made up in 
complete outfits. (Gray-trimmed stoves—three-burner, No. 233; and 
four-burner, No. 234—white-trimmed cabinets and ovens). 


They make the fast-selling Perfection Oil Stoves a more profitable 
line than ever. 


Women everywhere will be attracted by the beauty and utility of 
these complete outfits. Interest will increase with the appearance 
of each 1927 Perfection advertisement. Order now and be pre- 
pared to meet the demand. 


PERFECTION STOVE COMPANY, 7609 Platt Avenue, Cleveland, Ohio 
Sold in Canada by The Sheet Metal Products Co. of Canada Ltd., Toronto, Ontario 


PERFECTIO 
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NEW 
FEATURES 


I Gray porcelain enameled 
top. Wears forever. Easily 
cleaned with a damp cloth. 





Gray legs and base shelf. 
Pleasing color harmony. Right 
in line with the demand for 
gray kitchen equipment. 


to keep clean. Does not show 
dust. Free from glare. 


3 Satin black body finish. Easier 


Oversize portable oven, white 
4 enameled door frame, satin 

black finish, glass door, and 

exclusive triple lock. 


White porcelain enameled 
cabinet, satin black finish in 
top shelf and sides. Ends cut 
away to allow oven to rest on 
single burner when desired. 




















\ 





IMPORTANT: Sell only genuine 
Perfection wicks for all Perfection and 


Puritan Stoves. Others cause trouble. 
Be sure wicks are stamped with red 
triangle. 


Oil Cook Stoves 
and Ovens 








ee SET OEE 





72 


HARDWARE AGE 





November 11, 1926 


New England Hardware Sales Hold Up Well— 
Spell of Crisp Weather Is Needed, However 


ing up well, although a slight falling off is noted. Apparent- 
ly a spell of crisp days is needed to start public buying go- 
When that buying develops it is sure to be 
In many other retail lines, particu- 
larly in dry goods, business is far from satisfactory, and that fact 
is quite generally known in hardware circles. 
bing markets that this knowledge of conditions in other lines pos- 
sible has had something to do with the slight falling off in retail 
hardware buying. Generally speaking, however, the hardware trade 
has little fault to find. Collections are fair, while failures are no 





ing on a larger scale. 
reflected in wholesale circles. 


more numerous than they were 


rather protracted period when there was comparatively little ex- 
pansion in the number of retail hardware stores, but it is reported 
that quite a number of people are contemplating going into the 


business. 


As for current booking by jobbers, staple lines of hardware con- 
tinue to make up the bulk of them. Holiday merchandise is moving 


better than it was a month ago, 


the volume of business is not up to that of last year. 
in general still evince little interest in futures and no amount of 
argument on the part of jobbing salesmen apparently can change 
views on such merchandise. 
years a change in the buying policy of the average retail hardware 
The inclination has been, and is, to put 
off purchases of all kinds of merchandise until actual requirements 
While this buying policy is unsatisfactory from 
the jobber’s viewpoint, it actually makes for healthy hardware mar- 


the retailer’s 
dealer has been going on. 
demand action. 


ket conditions. 


BUTTS AND HINGES.- 
highly competitive condition of the butt 
market, local jobbers have made a 
slight reduction in prices. 


We quote from Boston jobbers’ 
Stocks: 

Plated Butts.—3 x 3-in., and 3% 
x 3%-in., 16c. a pair net in case 
lots: in less than case lots, 1&c.; 4 x 
4-in., 25c. 

Hinges.—Strap and T, No. 900, 
3-in., 60c., a doz. pair net, 4-in., 80c., 
5-in., 90c. No. 902, 6-in., $1.35, No. g. 
$2.25. No. 904, 3-in., 65c., wr mg 80c.. 
5-in., $1.20. No. 906, 4-in., 95c. , No. 
6, $1.30, No. 8, $1.70. No. 908, | -in., 
$1.60, 8-in., $2.80, 10-in., $4. With: 
out screws and in bulk. 


CHRISTMAS TREE ACCESSORIES. 


—Jobbers continue to book orders for | 


Christmas tree accessories. Sales for 
the season to date compare favorably 
with those for 1925. 


We quote from Boston jobbers’ 
Stocks: 

Christmas Tree Holders.—Standard 
makes, $6 per doz. net. 

Electrical Lighting Outfits.—No. 84, 
eight bulbs, Mazda, $1.45 net per out- 
fit: No. 8008, carbon. 90c.; No. 188F. 
fancy bulbs, $1.40. 

Stars.—-No. 302, in lots of less than 
ten, 16%c. each net, in lots of ten or 
more, 15c. 

Refiectors.—No. 303, in lots of less 
than ten, 4c. each net: in lots of 
100, 3c. 


GALVANIZED WARE.—Retail buying 
of .galvanized ware, especially of ash 


N EW ENGLAND wholesale and retail hardware sales are hold- 


-Owing to the |— 


(Boston office of HARDWARE AGE) 


It is believed in job- 


in 1925. We have experienced a 


yet jobbers without exception say 
Retail dealers 


For the past several 


\cans, coal hods and underground cans, 
is consistent. 
| We quote from Boston jobbers’ 


Stocks: 
Pails.—Galvanized, 12 qt., $4.10 per 
doz. net; 14 qt., 40 lb. to the dozen, 


$5.67; 14 qt., 50 Ib. to the doz., $7.31. 
Tubs.—Wash, No. Pay $15.44 per 
doz. net: No. 300, $17.2 
Ash Cans.—Sexton Mine. Leader, 
$2.85 each net: No. 55, $2.25; No. 35, 
$1.90; Ajax, No. 14, $2.75, No. 15, 
$3.05. 


| Garba e Cans.— ‘Sexton line, under- 
ground, No. 1, 17 x 19% in., steel out- 
side, $9.5 50 each list; No. 2, 18 x 25 in., 
steel outside, $11.50; No. 5, 15 x 24 in., 
| steel outside with cast iron top, 
$13.50; No. 6, 18 x 24 in., steel outside 
with cast iron top, $17: No. 50, 17% 
x 24 in., concrete outside, cast iron 
top,, $15.50; No. 60, 20% x 24 in., con- 
crete outside, cast iron top, $19.90. 
Discount, 33% per cent. 


GARAGE HARDWARE.—Jobbers have 
made a reduction of 15c. per pair in 
garage sets where retail dealer takes 

'a lot of 12 sets or more. The price on 

| small lots remains as heretofore. 

We quote from Boston jobbers’ 


Stocks: 
Garage Hardware.—Sets No. 1776, 
$2.25 per pair net in small lots and 


$2.10 in lots of 12 sets. Holders, No. 

1774J, $1.50 per pair net. 
GLOVES.—Business was so good in 
cotton gloves. the past week, jobbers 
again called attention to that fact. 
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We quote from Boston jobbers’ 
Stocks: 

Gloves.—Cotton, knit wrist, 6 oz., 
$1.08 per doz. net; 8 oz., $1.50; 12 oz., 
$1.80; 14 oz., $2.35. With leather palm, 
with gauntlet, $2.85 per dozen net; 
with wrister, $2. 85; with Jersey back, 
$4.50; Jersey back with weener. $4. 
Jersey gloves, mottled black, 02, 
$1.90; No. 403, st 90; No. 410, °33.75" 
Boys’ Jersey, $1.90 

HOCKEY STICKS.—Additional book- 
ing for hockey sticks are reported by 
the jobbing houses. Purchases by the 
retail trade in general for 1926 have 
been in excess of those for 1925. 


We quote from Boston jobbers’ 
Stocks 

Hockey Sticks. Scout JT., $3. 30 per 
doz. net; Boys’ X, $5; Men’s —S $8; 
Men’s XX, $10.40; special, $15: Boys’, 
$3 a doz. net; Boys’ special, $5; 
Amateur, $8; Championship, pt spe- 
cial, $11; No. 5, r a, 00 8 
No. 50, $3. 50; Ne bs 2 BN 

— —Standard ky $2 — eo 


+ Sticks.—No. H, 95c. a doz. 
net; No. G, $1.50; No. 'C, $3.75. 
ICE CREEPERS.—Snow and slush in 
various New England localities have 
somewhat increased the demand for ice 
creepers. Prices hold steady. 


. aa HF quote from Boston jobbers’ 
tock 

as “Creepers.—Featherweight, Nos. 

1, 3 and 4, $4 per pair net; Neoware: 

$3. 65: Union, $1. 60; Eagle, $1.35; 

Neverslips, men’s, $2. 44, lady’s, $2.44. 
JAR RUBBERS.—Jobbing quotations 
on fruit jar rubbers have been reduced 
slightly following the receipt of new 
price lists from manufacturers. 

We quote from Boston jobbers’ 
Stocks: 

Rubbers.—Fruit jar, in broken case 
lots, 75c. per gross net; in full cases, 
70c. 

KEGS.—Retailers are reordering spe- 
cial sizes of kegs to keep stocks well 
balanced. There is also some belated 
buying by uncovered retailers. 


We quote from Boston jobbers’ 
Stocks: 

Kegs.—Oaktite line, varnished and 
sealed, 5 gal. $1.40 each net; 10 gal., 
$2; 15 gal., $2.25: 20 gal., $2.50; 25 
gal., $3; 30 gal., $3.20; 50 gal., $4.20. 

PARERS.—It has also been necessary 
for some retail dealers to reorder 
parers. The buying has been sufficient- 
ly heavy to warrant special mention. 


We quote from Boston jobbers’ 
Stocks: 

Parers.—Apple, Rocking Table, $12 
per doz. net; Little Star, $9. 


POULTRY NETTING.—Local jobbers 
are now quoting galvanized poultry 
netting, factory shipments, at 50 and 
15 per cent discount. Back in October 
the discount was dropped from 50 and 
15 to 50 and 10 per cent, consequently 
the market is back where it was in the 
first place. 


PYREX WARE.—Among those things 
retail dealers are buying for the holi- 
day trade is miscellaneous glassware. 
Pyrex ware sales are quite satisfac- 
tory, all things considered. It is quite 
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Griswold Waffle Irons 


make sales as fast as they bake waffles 


These swift bakers of perfect waffles don’t 
lose much time between store window and 
kitchen stove. They’ve pushed waffles right up 
to the front rank of popularity for breakfasts, 
dinners, suppers, in thousands of homes. And 
they’re still pushing. 

Griswold Waffle [rons heat thoroughly all 
over. They keep so uniform a heat that waffles 
bake golden-brown—fast! Ball bearing 
socket makes for easy, quick flopping. 
Always cool handles. The Irons work 
excellently over any fire, and come in a 
variety of styles. 


Plain Or heart-star de- Rez. 0. 8. Pat. Off 


sign, high or low frame, cast iron or cast alum- 
inum. Also electric wafflers. Order at once 
from your jobber. Write us if you want bulle- 
tins and prices. We send Waffle Display Stand 
free with your order of Waffle Irons. 


THE GRISWOLD MFG. CO. 
Erie, Penna., U. S. A. 


Makers of Extra Finished Cooking Utensils in Cast 
Iron and Aluminum, Waffle Irons, Food Choppers, Re- 
versible Stove and Furnace Pipe Dampers, Fruit Presses, 
Mail Boxes, Bolo and other Portable Bake Ovens, Gas 
Hot Plates, Electric Wafhe Bakers and Electric Hot Plates 


THE LINE THAT?’S FINE AT COOKING TIME 


GRISWOLD 
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evident the average retail dealer feels 
it is a good money earner. 
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be shipped on old orders, and, in addi- 
tion, are securing some new orders, 
most of which are comparatively small. 


We quote from Boston jobbers’ 
Stocks: 

Casseroles.— Without handles, round, We quote from Poston jobbers’ 
S-0OZ., 47c. each net; 1-qt., $1; 1%-qt., Stocks: - 
$1.17; 2-qt., $1.33. Round, shallow, Sieds Flexible Fliers, No. 1, $2.50 
l-qt., $1; 1%-qt., $1.17. Round, cover, each net, No. 2, $3.17; No. 3, $4; 
1-qt., $1; 1%-qt., $1.17; 2-qt., $1.33. No. 4, $4.34; No. 5, $5.84. Racer, 
Oval, 1-qt., $1; 1%-qt., $1.17; 2-at., $4.34 each net; Racer, Jr., $3.50 
$1.33. Oval, shallow, 1-qt., $1: 1i%4- Speedway, No. 99, $12 per doz. net; 
qt., $1.17; 2-qt., $1.33. With handles, No. 100, $13.20; No. 150, $15.60; No. 
l-qt., $1.17; 1% -qt., $1.33. 200, $19.26: No. 250, $21.60; No. 300, 

Baking Dishes. — Round, double ee 40. Speedster, No. 340, $28.80 
compartment, $1 each net; with per doz. net; No. 345, $32.40; No. 
cover, $1.73. 50, $36; No. 355, $43.20. Framed 

Pudding Dish.—Round, %-at., 40c. sleds, No. 52, $11.40; No. 54, $17.40. 
each net; 1-qt., 57c.; 6-qt., 67c.; Clipper, No. 2, $10.80; No. 4, $14.40; 
2-qt., 80c. Square, 1%-qat., Koc. Oval, No. 6, $18. ‘Baby sleighs, No. 0. 
shallow, 10-oz., 30c.: 184 -02., 40c. $10.80 each net; sleigh boxes, $43.20 
Round, shallow, l-qt., 57e. 1%- qt., per doz. Lightning snow scooter, $24 
67c. Oblong, 57c. per doz. net. 

Bread Pans.—Oblong, small, 47c. SNOWSHOES AND SKIIS.—Interest 
each net; medium, 60c.; large, $1. : a . : 

Cake Dishes.—Round, shallow, 50c. in snowshoes and skiis is still fairly 
each net : Bnant oa 

Ramekins.—Wide rim, 4-0z., 13c. lively, although a majority of the New 
each net; French pattern, 4-0z., 13c. England retail distributors covered 


§-0z., lic. 


their requirements some time ago. 


SHEET LEAD.—Jobbing quotations on We quote from Boston jobbers’ 
sheet lead have been reduced Yc. a Stocks: 
. . . — 9 
pound, following a reduction in the we ap pg gp x haf “97.30 
price of ingot lead. ee s, 11 x 42 in., $6.50. 
' : atk ne ae 5 ft., $2.40 a pair 
We quote from Boston jobbers net; 5% ft., $2.95; 6 ft. $3.65: 6% ft., 
Stocks: ; $4.15; 7 tt. ‘o 85; 7% $5.35; 8 ft., 
Sheet Lead.—15%c. a pound base $6 Pine, ft., 70c.: tu ft.. 90c. 
list. Discount 20 per cent. 5 ft., (31. 10; 54 te $1 40; 6 ft., $1.60: 


SHOVELS.—tThere is a steady, yet not 
heavy call for furnace shovels and 
scoops. That statement applies to all 
kinds of furnace accessories, in fact. 





$2. 


61% 
Sh ba RM ps ny 5 ft., 54c. 
each net; 4% ft., wood washer, 30c. 


STEPLADDERS.—There doesn’t ap- 
pear to be any special season for step- 





ae, wae from Boston jobbers ladders. Buying is going on all the 
, Shovels.—Howard, black, No. 2 time, and the end of each succeeding 
1.5 ver doz. net; fourt rade, : . : 
nw No. 2 $13.09: No. 8, $13.52: week makes quite a flattering showing. 
extra d-handle, No. 2, $14.34; No. 3, We quote from Boston jobbers’ 
$15.09. Second grade, polished, No. Stocks: 
2, $14.67; No. 3, $15.20. Blair, pol- Stepladders.--Nappannee, 3 ft., $1.05 
ished, No. 2. $16.25. Ames, polished, each net: %.. weve: 6 .. "$2.1 10. 
No. 2, $19.54; No. 3, $20.07, d-handle, Combination stool and ladder, $12 per 
$20.79 « doz, net. Paris 3 ft., $1.80 each net; 
Scoops.—John Carr, No. 2, $15.33 4 ft., $2.40; 5 ft., $3: 6 ft., $3.60; 7 ft., 
per doz. net: No. 3, $15.86: No. 4, $4.20: 8 ft., ef. 80; 10 ft. $6. 
$16.38; No. 5, $16.91; No. $14.44; ‘ P F : 
No. 7, $17.96 black a 4, $14.80; STORM WINDOW FASTS.—It is still 
No. 5, $15.33; o. 6 15.86 Ames, 4 " : 
polished, No. 2, $20.20: No. 3, $20.72: open season on storm windows, which 
No. 4, $21.25; No. 5, $21.78; No. 6, creates a steady demand for fasts. 
$22.30; No. 7, $22.83 We quote from Boston jobbers’ 
| . . 2 . eT s 
SLEDS.—Jobbers continue to ship sleds Stocks: 
. — — window, Merrills, 
against orders taken some time back. galvanized, $6.75 per doz. sets; Dol- 


They have many more that are yet to 





ber, $1.25 per single doz. 








November 11, 1926 


Hangers. —Stanley line No. 1716J, 
$11.25 net per gross sets; No. 1728Z, 
$6.30 per doz. net. 


STOVES.—Jobbers are preparing to 
solicit 1927 gas and gasoline cook 
stove orders. The rising cost of coal 
ought to be one of the retail dealers’ 
prime selling points. 
STRAPPING.—Strapping continues to 
enjoy a steady movement out of retail 
and jobbing stocks. Other than the fact 
that business is normal, the market is 
without special feature. 


We quote from Boston jobbers’ 
Stocks: 

Box ty A .—In case lots, 35 per 
cent discount: less than case lots, 
25 per cent discount. 


SYPHONS.—Syphons are selling fair- 
ly well for the holiday trade. The in- 
dividual retail dealer is ordering con- 
servatively, however. 


We quote from Boston jobbers’ 
Stocks: 

Syphons.—Sparklet, $4 
Sparklers, 12 to the box, 
doz. net. 


TOYS.—It is conceded that more toys 
have been sold through Boston jobbing 
houses so far this season than during 
the corresponding time last year. The 
retail trade has not been scratched, 
however, a majority of them evidently 
having decided to put off buying until 
the last minute. 


WEATHER STRIP.—Weather strip is 
selling in the usual quantities for this 
season. Prices are steady with every 
indication of remaining so the re- 
mainder of 1926, at least. 


Boston jobbers’ 


each net. 
$1.15 per 


We quote from 
Stocks 

Fiexible Weather Strip. — Victor, 
No. 2, $2.40 per 100 ft. net; No. 3, 
$2.80; No. 4, $3.20. Bosley’s weather 
strip felt, clincher double contact, 
for upper sash, 5c. per ft. list; for 
lower sash, 5c.; for doors, ¥,- in., 
7ec.; Il-in., 10c.; 12c. Dis- 
count for full 65 per aime 
Wood, felt edge, 65 and 10 per cent 
discount in full bundles. Spring bot- 
tom strips, rubber edge, 30-in.. $5 
per doz. net; 36-in., $5; 42- in., $5. 65. 
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America—Then and Now 


HE first Americans observed the first American 
Thanksgiving at Plymouth in 1621 after they had 
gathered their first harvest and had found religious and 
had crossed the threshold of 
For these things their gratifica- 


political liberty. They 
rugged opportunity. 


tion was unbounded. 


A whole week was devoted to the occasion. 
hunters, selected by the Governor for their exceptional 
skill, went into the forest for wild fowl to supply the 


tables. 
The 
groaned with good things to eat. 


tables, presided over by the good housewives, 
Sea foods they had 
in plenty; ducks, geese, venison, partridges and tur- 
keys; barley loaves, Indian meal cakes, wild fruit, in- 


Four 


to his convenience and pleasure. 


Three centuries have passed since then. The Ameri- 
ean of 1927 finds himself provided with a perpetual 
harvest of bounties, liberties, opportunities—a harvest 
of comfort, pleasure and convenience, resulting from 
the seeds of effort sown and increased by his fore- 
fathers over a period of 300 years. 

Today mankind all over the world is busy catering 


Industry and nature 


vie with each other to make life a glorious paradise 


for him. 


Not the least of these agencies of benefaction to the 
American of 1927, are those who provide his home and 


the builder, 











cluding plums, peaches and grapes, possibly grape 
juice and apple cider—and pumpkin pie. 


work-day surroundings:—the architect, 


the dealer, the manufacturer. 








Reading matter continued on page 76 
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The above photograph pictures the wide area covered by the Roberts Multiple Spray Sprinkler—giving the same results 
as expensive underground installation at small cost. 





The multiple sprinkler set gives dealer and con- 
sumer greatest value 


One set of Roberts Multiple Sprinklers consists of one 
Style A, two Style B and six rubber washers, price 
$3.75 set retail. Here is the equipment for a com- 
plete lawn-sprinkling job, covering bushes, flowers, 
lawns with a fine mist-like dew. No need to watch 
it—it covers a wide area—no great pools of water 
here or there. 


Above we illustrate its action by actual photograph. 
Our long experience in brass goods and water spe- 
cialties enables us to produce an item which will give 
the user years of service. Send for prices, discounts. 
Put up in attractive display boxes with counter card 
furnished. 





Type A Type B 
Put up in sets of three 


—one style “A” and 
WANTED two “B,” with 6 rubber 


Responsible sales representatives calling on hard- washers. Same style 

ware jobbers and dealers. heads as used in per- 

manent underground 

The Roberts Brass Mfg. Co. piping. A number of 
Detroit, Michigan nests may be used. 








MULTIPLE SPRINKLERS 
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B 





the past thirty days. 


other recent years. 














per gallon. 


manufacturers. 








of orders for winter accessories. 


We te from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 








pion X, 45c. each; Champion Blue 
Box line, 53c. ms C., 53c. each; 
lots of 100, 50c.; te Special Ford, 
36c. eac 


Spot Light. — Appleton, No. 3280, 
6.50. 

Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.10 each. 

Pumps. — Rose, 1% 
$1.85. 

Tires and Tubes.—30 x 3%, over- 
size cord tires, $10.50 each; regular 
cord, $7.45 each; gray inner tubes, 











in. cylinder, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., H 
dozen base; double bitted, $19 dozen 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 
dozen base. 


BOLTS AND NUTS.—The demand 
normal and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-5 per cent discount: small 
carriage bolts, rolled thread, 50-5 per 
cent discount; machine bolts cut 
thread, 50-5 per cent discount; small 
machine bolts, rolled thread, 50-10-5 
per cent discount; all stove bolts, 























en 


AUTOMOBILE ACCESSORIES. 
—There is a steadily increasing volume 


30 x 3%, $1.50 each; red inner tubes, 

30 x 3%, $1.75 each. 
AXES.—The demand is_ seasonably 
heavy. 


S 
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HARDWARE AGE 


(Chicago office of HARDWARE AGE) 


USINESS conditions are even more spotted and varied than 
earlier in the season. In spite of the continued rains which 
have hampered fall seeding and other farm activities seri- 
ously, the hardware business has been stimulated by the close ap- 
proach of freezing weather and has expanded considerably during 
All items of winter merchandise, and espe- 
cially such articles as have possibilities as Christmas gifts, are hav- 
ing an increasingly active demand and staple merchandise sales 
are showing a very satisfactory volume. 

Dealers, however, are not manifesting much of a tendency to 
anticipate their future wants and buying for spring delivery so 
far this year has been decidedly light. However, wholesalers are not 
alarmed over this situation for the “hand-to-mouth” policy has been 
prevalent for several years, and while last year was an exception 
in this respect, this year’s lack of future orders is no different than 


Prices are without material change again this week. Sash cord, fol- 
lowing the trend of the cotton market, has dropped 2 cents per pound 
and turpentine has taken a rather substantial seasonal drop of 8 cents 
On the other hand, linseed oil has advanced 1 cent per 
gallon and there is also a slight increase in price on all sizes of B 
grade of glass in both single and double strength. 

The steel industry in the Chicago area is marked by a continu- 
ance of a very satisfactory volume of business, although there has 
been a falling off in the buying of both automotive and implement 
Railroad buying, however, continues to be heavy. 
Collections are showing some slight improvement. 








75-5 per cent discount; lag screws, 


60 per cent discount. 
BUILDERS’ HARDWARE.—There is 
a good volume of sales at the present 
low prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3 steel butts, 
old copper and dull rass finish, 
$1.92 per doz. pair; 4 x 4 steel butts, 
old copper and dull brass finish, $2.70 
per doz. ri Bont steeY bevel in- 
side sets, $5.50 per doz. oot —— 
bit- keyed Sons door sets, $1. per 
set; wrought brass bit- Rey ‘tonnt 
door sets, $3 per set; cylinder front 
door sets, $7 per set. 


CHAINS.—tThere is an active demand. 
Prices are unchanged. 


We —. or jobbers’ stocks, 
f.o.b. Chic in. proof coil 
chains, $8. 50 eer {80 Ib. Henso Bull 


Dog and Brown coil chains, 50-10 per 
cent discount. No. 00- 41% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
Sales are good and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—Manufacturers of ap- 
pliances are getting behind on orders. 
There are no price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise. — No. 
rubber covered wire, $6.85 per 1000 
ft.; in 1000 ft. lots, $6.35. No. 18 
lamp cords, $14.25 per 1000 ft.; in 1000 


ft. lots, $13.65: 1%4 in. brush brass key 
sockets, 15%c. each; two-way plugs, 
45c. each; in lots of 10, 40c. each; 
two-piece attachment plugs, 12c. 
each; dry cells, boxes of 50, 32c. 
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Hardware Trade Satisfactory in 


Chicago Territory—lew Price Changes 


each; less than case lots, 36c. each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767, $2.62 
each; No. 770, $3.33 each; No. 772, 
$3.62 each; No. 486, $3.85 each. 

Battery Chargers.—Apco — 
of less than 10, $13.50 each net. 

Loud Speakers.—Western Electric 
No. 522 , $2.50 list. Discount, 30 
per cent. 


FILES.—The demand is steady and 
prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black pene files, 
40-10-5 per cent off lis 


GALVANIZED WARE;—Jebbers' 
prices are still unchanged in spite of 
the recent advance by the manufac- 
turers on tubs and pails. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: a we 
after-made tubs, — 2, 
$6.85; No. 3, $8; ot galvanized 
after-made pails, $0. % 2! 12 qt., $2.33; 
14 qt., $2.60. One gal. all gal- 
vanized oil cans, $2.35 doz.; 2 gal., 
$00 doz.; 3 gal., $6.00 doz.; 5 gal., 


lots 


7.00 doz.; 1 bu. galvanized baskets, 
6.20 doz.; No. 26% bu. bailed gal- 
vanized measures, $4.50 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—A very satisfactory volume 
of orders for spring delivery are being 
received. 


We quote from jobbers’ 
f.o.b. Chicago: Garden hose, 
quality molded hose, % 
ee .. in., 12c. per ft.; 
; 5 ply, good quality, wrapped, 

in 9c. per ft.; % in., llc. per ft. 
Lawn sprinklers, Rail King, $28 doz. 
Original fountain sprinklers, $6 doz. 


GLASS AND PUTTY.—Colder weath- 
er is stimulating the demand. There 
is a slight increase in B quality prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25 
in. bracket, 85 per cent discount; 
single strength A, 34 to 40 in. bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent dis- 
count: double strength A, all sizes, 
82 per cent discount. Single strength 
B up to 25 in. 87 per cent discount, 
34 to 40 in. 85 per cent and balance 
84 per cent; double strength B up to 
54 in., 86 per cent discount; balance 
84 per cent. Putty pure grades, $3.75 
nag 100 lb.; commercial, $3.40 per 100 


HANDLED HAMMERS AND HATCH- 
ETS.—Sales are continuing in normal 
volume, with no price changes in pros- 
pect. 

HAMMERS.— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality 16 oz. 
nail hammers, $12 dozen; Maydole, 
$12.60 a dozen; 15 oz. machinists’ 
hammers, first quality, $9.20 dozen; 


stocks, 
good 





Competitive grade, 16 oz. nail ham- 
mers, $6 to $8. 
HATCHETS.— 
We quote from jobbers’ stocks, 


f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. broad, 40 
doz.; medium quality hatchets, No. 2 
shingling $8 dozen; medium quality 
hatehets, No. 2 broad, $12.50 dozen. 


HANDLES, AGRICULTURAL.— 
Prices are firm and the demand normal. 


We quote from jobbers’ stocks, 
4 .) b. Chicago: 
Hay Fork Handles. — Straight- 


chucked and bored, best grade, 4% 
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No more dull seasons for the 
furnace installer 








Miles Automatic Furnace*Fan 
with Fan idle—louvers open 


| Eight reasons why 
furnace users want the 
Miles Automatic 
Furnace Fan ( 
, (1) It means adequate heat to ° 
every room no matter what 
the wind pressure or direction. 
Too many homes have always 
one or more “Cold” rooms. 
You can cure this. 
(2) increases heating capacity 
of the furnace—any make— 
60 to 100 per cent. 
(3) Saves 30 to 40 per cent in 
fuel—any fuel. 
(4) Givesa change of air every 
15 minutes. Effective ventila- 
tion. 
(5) Insures even heat from 
floor to ceiling. 
(6) Pushes cool air up the 
| pipes in summer. Gives your 
| customer a new service point 
| and you a new Selling point. 
(7) Can be quickly installed 
wherever electric current is 
available. . 
(8) Extracts all the heat from 
firepot and radiator and sends 
it through the registers before 
itgetsachanceto leak out ae 
asmoke pipe or into the cellar. | 
































COLD AIR 
RETURN 


COLD ain ff 7 
CHAM B » Ga 


ee 
_—— MILES AUTOMATIE™ 
NACE FAN INSTALLED 
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MILES 


AUTOMATIC 
FURNACE FAN  .” 





be can go straight through from January to January 
and do a good business every month. 


Others are doing it. All through the winter months they will be 
selling and installing “Forced Air” Systems. 


The new science of “Forced Air” Heating, or putting positive me- 
chanical pressure back of the air circulation, not only cures all “sick” 
jobs, but enables you to sell to the better classes of residences, stores, 
churches, garages, factories, public and semi-public buildings. Positive 
air circulation is the only thing the warm air furnace needs to make 


it the most perfect heating system available. 


Forced Air is the thing. 


You will make money through recognizing its value. 


Change any warm air furnace into a modern 





HEATING SYSTEM ~ 





by means of the 


MILES AUTOMATIC FURNACE FAN 


You can do it at moderate cost 
to the owner of the building and 
with a liberal profit to yourself. 


The Miles Automatic Furnace 
Fan is now being advertised to 
the public in the“ LiteraryDigest,” 
to builders through the “Ameri- 
can Builder”, to architects every- 
where through “Pencil Points” — 
You wil] have inquiries, calls and 
orders for it. You can sell it every 
month inthe year. Be prepared 
to supply correct information 
about Forced Alr Heating and 
to demonstrate its benefits. 


Order a sample fan today! 
connect it up with the furnace 
you sell and set it in your store 
or window in operation. It will 
increase your furnace sales. It 


will bring you new customers 
and new profits. 
already have furnaces will buy 
the Miles Automatic Furnace Fan 
to improve their heating system. 
You will get many new custom- 
ers. Don’t wait, do it NOW! 


We co-operate with you 
and make Forced Air Heating 
Plans for you free of charge. 


Remember the Miles Automa- 
tic Furnace Fan pushes cool air 
up the registers in summer. 
Forced*Air Heating is thus the 
only heating system that renders 
an all-year service. This fact 
pleases your customers and 
boosts your sales. 

Write at oncé—so you can 
begin to cash in at once. 


THE WARM AIR FURNACE FAN COMPANY 


6517 Cedar Ave. 





Name 


Cleveland, Ohio 





THE WARM AIR FURNACE FAN COMPANY 
6517 Cedar Avenue, Cleveland, Ohio 


7 Send catalog and data on “Forced Air” and Miles 
Automatic Furnace Fan. 


Send new folders on New 
Markets for Furnaces 


Big Residence Jobs 
Church Heating 
Garage Heating 








Address 


State 














ecassesesseesenaced 





People who 7 
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ft., $4.95 doz.; 5 ft., $6 yt xX, 4% 
ft., $4.95 doz.; 5 ft., $5.30 doz.; : , 4l, 
ft., $2.65 doz.; 5 ft., $3.10 doz. 

Hay Fork Handles.—Bent-chucked 
and bored, best _ with strap, 
ferrule and cap, aks te $8.25 dozen; 
5 ft., $9.35 doz.; X bent, with strap, 
ferrule and cap, 4 ft., $6 doz.; 4% ft., 
$6.25 aes XX bent, ‘% ft., $4.95 
2? ft. $6.25 doz.; be 

$3. 35 doz.; 5 ft., $3.75 doz. 

"“tetaure Fork Handies.—Bent, best 
grade, 4 ft., $5.25 doz.; 4% i $5.60 
doz.; XX bent, 4 ft., $4.55 doz.; 4% 

: mgs og & bent, 4 ta ° 65. 85 ‘doz. : 
25 
me Hoe "Mendies. —XX, 1% -* 
$3.80 doz.; X, 4% ft., pn do 


Garden "Rake andies. Ke Eu, ft., 


Shovel Handles. —Regular pattern, 
XX, 4% ft., $6.50 doz.; X, 4% ft., 
$4.30 doz.; D handle, best grade, $8.75 
doz.; X grade, $6.60 doz. 

Spade Handles. — D handles, best 
grade, $8.60 doz.; X grade, $6.60 doz. 


HANDLES, TOOL.—Sales are brisk 
and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe WHandies.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec - 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer WHandles.— 
No. 1, 90c. doz.: finest second growth 
hickory, $1.80 doz. 


HINGES.—Prices are unchanged and 
the tt is normal. 


— from jobbers’ stocks, 
cake Chicago: Heavy strap hinges 
in bundles, 4 in., 90c.; 5 in., $1.20; 
6 in., $1.12; 8 in’ $1.90: 10 in., $3.87 
per doz. pairs; extra heavy = hinges, 
in bundles, . in., $1.40: 5 in., $1.46; 
6 in., $1.32; 8 in., $2.30; 10 in., $3. 30 
per doz. 


ICE CREAM FREEZERS.—tThere is a 
steady increase on the orders for 
spr@g shipment. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 qt. 


$8.60 list; 8 qt., $11.10 list. All the 
above less 50 per cent discount. 
Alaska, 1 at., $2.95 list; 2 qt., $3.45 
list: 3 qt., $4.10 list; 4 qt., $5 list; 6 
qt., $6.30 list; 8 qt., $8.20 list; 10 qt., 
$10.75 list; 12 qt., $14 list; 15 qt., $17 
list; 20 qt., $21. 50 list. A discount of 
20 and 10 per cent on all above 
prices. Acme, 2 qt., galv., $8 doz.; 2 
qt., enamel, $10 per doz.; 4 qt., 
enamel, $10 per doz.; 4 qt., enamel, 
$18 per doz. Above prices are net. 


ICE SKATES.—Orders are being 
placed very heavily now. 


We uote from jobbers’ stocks, 
f.o.b. icago: ney Clamp, Rocker 
Men’s and Boys right finish, 75c. 
pair. Half Key Clamps, Rocker, 
Women’s and Girls’, $1 pair; Key 
Clamp, Hockey, Men’s and Boys’, 
$1.20 pair; Half Key Clamp, Hockey. 
Women’s and Girls’ $1.40 pair; Tubu- 
lar Skates, Men's or Women’s, 
Racer or Hockey, $5.50 pair. 


LANTERNS.—Prices are firm as the 


seasonal demand reaches its height. 
We quote from jobbers’ stocks, 
f.o.b, Chicago: Dietz D-Lite, $13 doz. ; 
with large fount, $14.25 doz. : Little 
Wizard, $8.50 doz.; Blizzard, $13 doz. 
LARD PRESSES AND SAUSAGE 
STUFFERS.—Cold weather is causing 
a brisk demand. 


We uote from jobbers’ stocks, 
f.o.b. hicago: Enterprise, No. ‘ 
4 qt., $8 each; Psp 31, 6 at., $8.65 
each; No. 35, , $9.50 eac 

LAWN opment tien is a very 
good volume of orders for spring de- 
livery. 





HARDWARE AGE 


— oe ll from jobbers’ stocks, 
fob. Chi 

Lawn Mowers. —16 in. ball pearing. 
5-knife, 1ll-in. wheels, $12.35 each; 
16 in. ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16 in. plain bear- 
ing 4-knife, 10%-in. wheels, $8.65 
each; 16 in. ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16 in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16 in. ball bearing, 4-knife, 8- 
in. wheels, $8 each; 16 in. plain bear- 
ing, 3-knife, 8-in. wheels, $5.85 each. 


NAILS.—A rather unusual volume, 
season considered, made up mostly of 
moderate orders, is being received. 
Prices are well maintained. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Common wire and cement-coated 
nails, $3.05 per keg base. 


PAINTS AND OILS.—Linseed oil ad- 
vances a cent while turpentine takes a 
drop of 8 cents. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 93c. 
per gal.; 5 barrel lots, 90c. per gal. 

Linseed Oii.—Boiled, barrel lots, 
— per gal.; 5 barrel lots, 93c. per 
ga 

Turpentine.—Drum lots, 95c. 

Denatured Alcohol. — ‘Barrel lots, 
42c, per gal.; steel drums extra, $6 
returnable. 

White Lead.—500-lb. lots, $13.73 per 
100 Ib., net; 100-Ib. lots, $14; 50-Ib. 
lots, $7.25; 95-Ib. lots, $3.65; 12%4- lb. 
lots, $1 85. 

Shellac.—(4%4-Ib. + white, $2.60 
' gal.; orange, $2.30 per gal. 

English Venetian Red -—In barrels, 
$3.50 to $6.75 per 100 Ib. 
sid Paste.—Barrel lots, 7\%4c. per 


PYREX WARE.—Holiday buying is 
— off briskly. 


uote from jobbers’ stocks, 
can Chicago 

Bread Pans. —No. 212, $7.20 dozen; 
“ 214, $12 dozen. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow — No. 642, $12 doz.; 
No. 643, $14 doz 

Pie Plates.—No. 208, $6 per doz.; No. 
209, $7.20 doz. 

Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.: No. 
232, $14 doz. 


PREPARED ROOFING.—The demand 
continues good and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.20 per 
square; best grade talc surfaced, 
$2.65 per square: medium talc sur- 
faced, $2 per square; light ‘tale sur- 
faced, $1.10 per square; red rosin 
sheathing, $57 per ton, 


ROPE.—Sales are seasonably quieter, 
and prices strong, but still unchanged. 


We a... from jobbers’ stocks, 
f.o.b. 

No. 1 — standard brands, 
22%c. to 25%c. per lb. No. 2 manila, 
24l%)c. per lb.; No. 1 sisal, 15%ec. to 
17c. per Ib.; No. 2 sisal, 14i4c. to 16c. 
per Ib. 


SASH CORDS.—A decline of 2 cents 
per pound is reported following the 
cotton market decline. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: No. 7 standard brands, 
$8 aor doz. hanks: No. 8, $9.15 doz. 
anks. 


SASH PULLEYS.—Sales are rather 
slow and prices are unchanged. 

We quote from jobbers’ stocks, 
f.0.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz.: Common- 
sense, 2 in., 60c. doz.; barrels, 54c. 
doz.; No. 105, 46c. doz.; barrels, 42c. 
doz. 

SCREWS.—The demand is satisfactory 
and prices are firm. 


We pete from jobbers’ stocks, 
f.o.b. hicago: Flat head  0bright 
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screws, 7714-20-10 per cent new list; 
round head blued, 75-20-10 per cent 
new list; flat head brass, — “~ per 
cent new list; round head brass, 
72%-20-10 per cent new list. Jap- 
anned, 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
Sales remain normal at the present 
high price level. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 560-50 sol- 
der,’ $46 per 100 lb.; medium 45-55 sol- 
der, $45 per 100 ib.: tinners’, 40-60 
solder, $44 per 100 Ib.; high speed 
babbitt metal, $20 per 100 Ib.; stand- 
‘' No. 4 babbitt metal, $14 per 100 





STEEL SHEETS.—Prices remain un- 
changed and demand is quieter. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.30 per 100 Ib.; 28-gage 
black sheets, $4.20 per 100 Ib. 


STOVE PIPE, COAL HODS, ETC.— 
There is an active seasonal demand and 
prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full gage pipe, 
30-gage, 12c.; 28-gage, 13c.; 26-gage, 
15%4c. per joint. ‘Serve ated elbows, 
30-gage, $1.20; 28-gage, $1.50 per doz. 
Galvanized coal hods, 17 in., $5 doz. 


TRAPS.—Sales are heavy as the sell- 
ing season advances. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: No. 0, $1.10 doz.; No. 
1, $1.38 doz.; No. 1%, $2.44 doz.; No. 
2, $3.36 doz. 


WIRE PRODUCTS.—There is a little 
better than usual demand and prices 
are holding firm. 


We quote from jobbers’ stocks, 
f.o.b. Chi o: Wire staples, No. 
black annealed wire, $3. per 100 Ib.; 
No. 9 galvanized plain wire, $3.50 per 
100 lb.; catch weight spool galvanized 
cattle or hog wire, $3.75 per 100 Ib.; 
80-rod spool of galvanized hog wire, 
$3.25 per spool. Polished fence 
staples, $3. 50 per 100 lb. Wire cloth, 
black, 12-mesh, $1.65 per 100 sq. ft.; 
galvanized, 12- mesh, Bt .95 per 1 0 sq. 
ft.; bronze, 14-mesh, $5.75 per 100 sq. 
ft. Galvanized poultry netting: Gal- 
vanized before made, 5744-5 per cent 
discount; galvanized after made, 
5244-5 per cent discount. 


WRENCHES.—Sales are normally 
good and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. — Radio and 
Electrical Set, in metal cases, $2.75; 
No. 101 Master Service Set, $ 3.75: 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $7. 50; No. 608 
Crankcase Drain Plug Socket, ag 20; 
No. 900 Square Socket Set, $3. 70: No. 
1878 Giant ‘“Snap-on,”’ with extra 
heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 


Sapolin Announces a New 
Polishing Cream 


The Sapolin Co., Inc., manufacturer 
of decorative specialties, Lorraine 
Street, Brooklyn, N. Y., is now distrib- 
uting a new polishmg cream, the re- 
sult of several years of research in the 
eee laboratories. 

fore placing this new polishing 
cream on the market the Sapolin Co. 
conducted an investigation which re- 
vealed a timely market for a polish that 
would remove the gray spots on high- 
ly polished surfaces, that would leave 
no smudge, even on glass, and that 
would give a brilliant lustre in a few 
seconds. 


Reading matter continued on page 80 
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AMERICAN BRAND 
SCREEN WIRE CLOTH 





























THE SCREEN CLOTH YOUR 
BEST CUSTOMERS BUY 


HOUSANDSofthebetterhomesarescreened 
with American Bronze Screen WireCloth. 
Probably it is used by many of your very best 
customers; the kind whose credit is always 
good. Very likely you sold it to them; but if 
you did not, remember that they may be in 
the market again. 


They may build new homes, or additions, or 
they may want to screen a porch. Also they 
may have friends who are going to build, and 
once they see the beauty and durability of 
American Bronze, they are sure to recom- 
mend it. 


A good stock of American Bronze, in Bright 
or Antique finish, 14 and 16-mesh, is the sign 
of the dealer who caters to the best trade. 
Carpenters and builders who build the better 
homes, aswellas theownerswholiveinthem, 
look for the hardware store that features 
American Bronze. 


American Bronze will last as long as the 
frames that hold it. It is made of 90% pure 
copper with ten percent of non-corrosive al- 
loys to give the stiffness that makes it stay flat 
and smooth in the largest frames. 
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AMERICAN WIRE FABRICS CORPORATION 
Subsidiary of 
WICKWIRE SPENCER STEEL COMPANY 
General Offices: 
41 East Forty-second Street New York City 
Western Sales Office: 
208 So. La Salle Street, Chicago 


Worcester Buffalo Cleveland Detroit 
San Francisco Los Angeles Seattle 


WICKWIRE SPENCER &@ 
PRODUCTS y 
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Business Increases in Northwest Territory— 
Holiday Lines Active—Prices Firm 


USINESS in general over the Northwest tributary to the Twin 
Cities continues on an even basis, showing perhaps a slight 
improvement during the past few weeks over that of the 
An early start of fall trade was ham- 
pered by the unusual weather conditions, but it is believed that the 
volume of sales will compare very favorably with other years at 
Dealers are still buying cautiously, 
attempting to gage their stocks with what the demand will be for 


rainy season in September. 


the end of the holiday season. 


the remaining part of the year. 


Winter stocks and holiday merchandise are going forward to the 
dealers at a fair rate. Collections are holding their own as to vol- 
ume, but are somewhat behind what had been hoped for earlier in 
In some sections of the country, 
single crop plan is resorted to for a livelihood, the situation is very 


the year. 


much better. 


Prices are very stable, showing practically no changes. 


AXES.—Demand is steady and fairly | 
Stocks are well filled, with prices | 


good. 
unchanged. 

We jobbers’ stocks, 
Cities: Single bit base 
$16 per dozen and 
weight axes at $21.50: 
unhandled 
$19.50; 
bit, 


quote from 
f.o.b, Twin 
weight axes at 
double bit base 
Vlumb’s Dreadnaught 
single bit, $14.50; double bit, 
handled, single bit, $19.25: double 
$24.25 doz net. 


BALE TIES.—Demand is steady, 
ample stocks on hand. Prices show no 
changes, 

We 





stoc ks, 
bale 
$1.37; 


jobbers’ 

Single loop 
9, x LD, 

bundle. 


fair, with 


from 
(Cities: 


quote 
f.o.b. Twin 
Lies, ul xX 14, $1. 54: 
91, x 14, $1.57 per 
BOLTS.—Sales are 
well assorted. 


stocks 


prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
45 per cent; machine bolts at 50 
per cent; stove bolts at 75 per cent 
and lag screws at 55 per cent from 
lists. 


RRADS.—Call for brads is fair, with | 


stocks well filled. Prices have not | 
changed. 
We quote from jobbers’ stocks, 
f_o.b. Twin Cities: Wire brads in 20- 


lb. boxes at 75 per cent from list. 


CARPET SWEEPERS.—Sales are at a. 


steady rate, with ample stocks on hand. 
Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b.° Twin Cities: Carpet Sweepers, 
American Queen, $54; Elite, $60: 
Grand Rapids, japanned, $44; Grand 
Rapids, nickeled, $48; Grand sweeper, 

17 in., $60; Parlor Queen, $56; VPrin- 
cess, $50; Universal, nickeled, $46; 
japanned, $42 per doz. net. 


COAL HODS.—Sales are good, 
stocks well filled. Prices are unchanged. 


We from jobbers’ 
f.o.b. Twin Cities: Japanned 
coal hods, 17 in., $3.75; 18 in., 
japanned funnel, 17 in., $4.80; 18 in., 
25; galvanized open, 17 in., $5.25; 
in., $5.80; galvanized funnel, 17 
$6.80: 18 in., $6.70 per doz. net. 


stocks, 
open 
4.25; 


quote 


$5. 
1s 
in., 


CHAIN.—Sales of chain are fair, with | 
Prices have | 


stocks ample for the call. 
not changed. 


with | 


There is no change in| 


with | 


(Minneapolis office of HARDWARE AGE) 


where more than the 


stocks, 
4 X 
1 


We 
f.o.b, 
14, $13.85; *% x 
$10.15; % in. proof coil, 
$8.90; \ in., $8.30; %& in., 
| net. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Sales are show- 
ing the usual end of the season action, 


quote from jobbers’ 
Twin Cities: Log ern 

$12; *% in.. 
$9.85 ecwt., 


_with stocks being diminished. Prices 

have not changed. 

We quote from jobbers’ stocks, 

| f.o.b. Twin Cities: Slip joint, single 

bead, 28 ga. eaves trough at $5.50 per 
100 ft.; 28 ga. 3-in. conductor pipe at 
$5.40 per 100 ft. and 28 ga. 3-in. el- 
bows at $1.73 per doz. net. 


FIELD FENCE.—Sales are fair, 
though not, on the average, as heavy 
as had been expected earlier in the sea- 
_son in some districts. Stocks are ample 
for the call. Prices are unchanged. 


We jobbers’ stocks, 
f.o.b, Cities: 26-in. 10-ga. top 
and bottom 12%-ga a 
tvpe of fence at $30. 04 per 100 rods, 
with other sizes and weights in pro- 
portion, 


FILES. 


| stocks 


quote from 


Twin 





Call for files is steady, with 
well filled. Prices are _ un- 
_ changed. 


We quote from jobbers’ 
fob. Twin Cities: Best grade 
at 50 per cent and second grade 
at 60 per cent from lists. 


GALVANIZED WARE.—Demand is 
still very good along certain lines, with 
stocks ample for the call. Prices show 
no changes. 

We quote from jobbers’ 
f.o.b. Twin Cities: Standard, 
galvanized tubs at $7.50; No. 2 
No. 3, $9.45; heavy tubs, 
$12.60; No, 2, $13.80; No. 3, $15; 
ard 10-qt. pails, $2.70: 12-qat., 
15-qt., $3.40; stock pails, 16-qt., 
and 18-qt., $5.50 per doz. net. 


GLASS AND PUTTY.—Demand con- 
tinues heavy in these lines, with stocks 
being kept up well to meet the call. 


Prices are firm as last quoted. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices sin- 
gle strength glass, 83 per cent; double 


stocks, 
files 
files 


stocks, 
No. ,. 
$8.25: 
4 1 
Stand- 
$3.05; 
$5, 








strength, 85 per cent, and strictly 
pure putty in 50-Ilb. drums at $4.85 
i cwt. net. 


Reading matter continued on page 82 


HAMMERS AND HATCHETS.—Holi- 
day sales are being contemplated by 
the dealers in their ordering of stocks. 
Small tools are moving well for this 
time of the year. Prices show no 
changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, oe 11% 
nail hammers, $12.60; Plumb No. FH- 
81, $12; Riverside, No. 611%, $12; 
Plumb Broad, No. 2 hatchet, $16.40; 
No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per doz. net. 

LAMPS AND LANTERNS.—There is 
a steady demand for lamps and lan- 
terns, with the longer hours of dark- 
ness each day. Stocks are being kept 
well filled. Prices show no changes. 

We qaate from jobbers’ stocks, 


f.o.b. win Cities: Long or _ short 
globe tubular lanterns, No. 2, $13 doz.; 


oO. 327 Coleman lanterns, 6.25; 
No. L427, ay; No. C329 lamps, 6.25; 
No. C318 $7: No. C317, $7.40 each, 
net. 

MILK CANS.—Sales are at an even 


rate, with stocks sufficient for the de- 
mand. Prices have not changed. 


We 
f.o.b. 
milk 
$3.15 
net. 


stocks, 
5-gal. 
S-gal. at 
$3.25 each 


quote from jobbers’ 
Twin Cities: Railroad 
cans at $2.65 each; 
each, and 10-gal., 


NAILS.—Demand shows the lateness 
of the building season, with stocks be- 
ing kept at a low point by the dealers. 
Prices have not changed. 
We 
f.o.b. 
nails, 


quote from jobbers’ stocks, 
Twin Cities: Standard wire 
and cement coated wire nails 
in 100-lb. kegs at $3.25 per keg base. 
OIL HEATERS.—Sales are running 
strong, with stocks being kept well 
filled. Prices are steady as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. oil heaters 
polished steel japanned trimmings, 
$3.66, and No. 016, polished steel, 
nickel trimmings, $5.32 each, net. 

PAINTS AND WHITE LEAD.—De- 
mands are fairly good, with the atten- 
tion of decorators beginning to turn to 
interior work. Stocks are ample for 
the present call, with prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gal., in 1l-gal. cans, 
and white lead in 100-lb. containers 
at $13.84 ewt. net. 

PUMPS.—Sales are steady and fair, 
with stocks in jobbers’ hands ample 
for present needs. Prices have not 
changed. 

We 
f.o.b. 


plain 
6-in. 


quote from jobbers’ stocks. 
Twin Cities: Deming, No. 440, 
spout windmill force pumps, 
stroke, $6.85; adjustable stroke, 
$7.50; No. 495, underground discharge 
windmill force, adjustable _ stroke, 
$14.35; No. 415, $14.65; No. 403, hand 
lift, 6-in. stroke, $4.25: No. 182, hand 
lift, 6-in. stroke, 6-ft. set length, $5.25 
each net. 


PYREX OVEN WARE.—Demand is 
showing the effects of cooler weather, 
with stocks being increased by the deal- 
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Blue porcelain 


enameled top 

















American Rea dy -Lite 
Lanterns have blue 
porcelain enameled tops 
which will not tarnish. 
corrode or burn out, and 
white porcelain reflec- 
tors. Has large handy 
filler opening, hand oper- 
ated filler plug, built-in 
pump and the straight 
long-life Ready-Lite gen- 
erator which allows the 
gas to flow unobstructed 
and does not readily clog. 
Easily removed or re- 
placed without breaking 
mantles. Patented mix- 
ing chamber’ equalizes 
the gas pressure insur- 
ing equal brilliance of 
both mantles. 


Factory, Albert Lea, Minn. 


Branches in New York and San Francisco 





American READY-LITE Lantern 


Built-in 


brass air pump 





The new American 
teady-Lite lantern, the 
latest achievement in a 
manufacturing experi- 
ence extending over a 
period of more than 30 
years, is recognized 
everywhere, by dealers 
and users, as the most 
outstanding development 
in gasoline lighting since 
we first introduced the 
gasoline lantern. Built 
for hard service, beauti- 
ful in appearance; show 
it and you will sell it. 
Write for information 
about the full line of 
American Ready - Lite 
lamps and lanterns and 
terms for exclusive 
dealer agency. 


American Gas Machine Company, Inc. 
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ers for the holiday trade. Prices have 
not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 633 casseroles, $1.17; No. 
209 pie plates, 50c.; No. 210 pie plates, 
67c.;: No. 212 bread pans, 60c.; No. 
231 utility pans, 67c.; No. 12 tea pots, 
$1.67; No. 24 tea pots, $2, and No. 36 
tea pots, $2.33 each net. 

REGISTERS.—Demand is fair, though 
somewhat curtailed due to the rather 
limited building being done. Prices 
have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought steel 
registers at 40 per cent from listSy 

ROPE.—Demand is rather light in a 
retail way. Stocks are being kept low 
by the dealers for the end of the year. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 24%c, Ib. base, and best 
grade sisal rope at 18c. per Ib. base. 

SANDPAPER.—Call for sandpaper is 
steady, with the greater outlet being 
with decorators. Stocks are well filled 
and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $5.10 per ream: second 
grade No. 1, $4.70 per ream, and gar- 
net No. 1, $16.75 per ream. 


SASH CORD AND WEIGHTS.—There 
is some call for this class of material, 
with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord at 73c. lb. and second grade at 
37%c. Ib.; cast-iron sash weights at 
$2.10 c wt., net. 


SCREWS.—Demand is fair, with stocks 
well assorted. Prices show no changes. 


We quote from jobbers’ stocks 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80- 20 per cent; flat 
head, japanned, 72 is per cent; 
round head blued, 7714-10 per cent: 
flat head, brass, 77! 2 ~ =10 per cent; 
round head, brass, -10 per cent 


from lists. 


SIDEWALK SCRAPERS. — Dealers 
have ordered forward their initial 
stocks of this class of merchandise. 
There is no consumer demand as yet. 


We quote from jobbers’ stocks 
f.o.b. Twin Cities: Kohler's side walk 
scrapers, $5.00 doz., net. 


SK ATES.—Dealers are ready for the 
first of the season’s business in this 
line. Indoor skating rinks in the larger 
cities have already started their cus- 
tomers toward buying. 


We quote from jobbers’ stocks 
f.o.b. Twin Cities: Nestor Johnson 
North Star aluminum finish skates at 
$7.25; nickel plated at $8.25: Union 
_ io 52414, $1.31; No. 5%, 95c.; 

No. $1. 62; No. 5624, $1.1 . No. 
sen $1.44; No. 5244%L, $1.57; No. 
424u,L, $2. 00 pair, net. 
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SNOW SHOVELS.—Dealers have their 
stocks ready for the call, which will 
doubtless begin soon. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bonanza wood 
snow shovels, $19; steel bilade, 
straight handle, $4. 50; galvanized 
steel blade, D handle, 15% x 17, 
$10.75; 16 x 21, $11.25 doz., net. 


SOLDER.—Demand is normal for this 
season of the year. Stocks are ample, 
with prices slightly lower. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder, 45%c. and strictly 
half and half solder, 44%c. Ib., net. 


STEEL GAME TRAPS.—Demand is 
still light in a retail way. Stocks are 
ready for the call, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: = traps, No. 
0, $1.10; No. 1, $1.38; No. 1%, $2.44; 
No. 2, $3. a. Oneida jump, No. 0, 
$1.59; ‘No. , $1.83; No. 1%, $2. 81 per 
doz. net. 

Gibbs “Two Trigger’ traps, $5; 
Single Grip No. 1, $1.88; No. 2, $3.35; 
No. 3, $5.50; No. 4, $6.70 doz., net, 
f.o.b. fae tory, with freight allowed in 
barrel lots. 


STEEL SHEETS.—Demand is steady, 
with stocks well filled for this time of 
the year. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $5.15 cwt. base (24 ga.), 
and black steel sheets, $4.30 cwt. base 
(24 ga.). 

STOVE BOARDS.—Sales are _ good, 
with stocks well filled. Prices are un- 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin C ‘ities: Crystallized ese 
boards, 28 x 28, $15.75; 30 x 30, $18.2 
and 36 x 36, $25. 40 per doz., net. 

STOVE PIPE AND ELBOWS.— De- 
mand continues very good, with stocks 
well filled. Prices are steady as last 
quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform blued 28 
ga. 6-in. stove pipe, knocked down, 
at $13.60 per 100, and common iron 
6-in. corrugated elbows, $1.30; ad- 
justable charcoal iron, 6-in. elbows, 
$2.05 doz., net. 


STOVE SHOVELS.—Sales are steady, 
with stocks full. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned, 14%-in. 
stove shovels, 50c.; japanned Jumbo 


21%-in., $1.55; japanned Jumbo Jr., 
14-in., 85c. doz., net. 


TIN.—Call for sheet tin is showing in 
a diminished volume, as building is be- 
ing concluded for the year. Stocks are 
ample for the demand, with prices un- 
changed. 


We quote from jobbers’ stoc*s, 
f.o.b. Twin Cities: Furnace coke, ICL 
20 x 28 tin at $14.50, and IC, 20 x 28, 
— coating roofing tin at $15.25 per 

Ox. 
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TORCHES.—Sales are fair, with stocks 
well filled. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Turner Master 


' No. 49, qt.. $8.54; No. 52, at., 
(flat), $6.96 each. Turner Standard 


$7.42; No. 105, qt., $4.88; No. 205, qt., 
5.25 each. Turner firepo ts, No. ‘ 
$7.20: No. 3, $7.97; No. 66, $10.18; 

No. 76, $7.13; No. 34, $8.67 each net. 
WEATHER STRIP.—Sales are run- 
ning strong, and some dealers are find- 
ing that stocks bought for the season 
will not be sufficient. Prices have not 
changed. 


We qvote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt, 
in., $1.85; Je in., $1.85; 1 in., $2.60; 
Wirfs, $4.8 


WRENCHES.—Sales are fairly good, 
with stocks well assorted. Prices have 


not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 38 in., 94.50; 10 in., $5.60; 
12 in., $7.20 per doz., net. 


New Brookins Oil Measure 


Equipped with a flexible metal hose 
and designated to the trade as the 
Brookins Oil Measure, the Brookins 
Manufacturing Co., Dayton, Ohio, has 


t 








sil 


recently placed on the market a new 
oil measure, made with a specially de- 
signed top that prevents spilling. 

A handy thumb control facilitates use 
of this new oil measure and permits 
any quantity of oil to be served easily 
and quickly while allowing customers 
to see their oil drawn freshly from a 
properly marked drum. 





Radio Radiations 


As a matter of fact, unsolicited “Service Calls” on customers are a splen- 


did way of making the “Extra Sale.” 


Several hardware merchants make a 


point of calling every two or three months on customers and politely inquir- 
ing whether the set is giving complete satisfaction and if in need of servicing. 
In this way many extras are sold that would otherwise be lost. Why not 


try it? 





WROLOET Te reTeceeeeneseeeeeees 





Reading matter continued on page 84 

















November 11, 1926 HARDWARE AGE 83 











THE WEAR IS IN THE WEIGHT 








S, 


‘Me 
p-. ware 


40% Profit Guaranteed on 
Established Retail Prices 





LIFETIME is one of the heaviest 
and most valuable complete lines 
of Aluminum Ware on the mar- 
ket, for the RETAIL Trade ex- 


clusively. 


Approximately 60% of the 
cooking utensil numbers are 16 
Gauge and better (12-10-8- 
Gauges thick). 


Exclusive Franchises now ready 


for the FINEST Store in each 


Community. i 
, 

ALUMINUM PRODUCTS CO. ee 
Oakland, Cal. La Grange, III. Pi ALUMINUM 


La Grange, Ill. 
P Send us complete 
information on LiFE- 
TIME Franchise propo 
sition. Tell us how we 
can become exclusive Lirr- 
i TIME Distributor for this com- 


munity. 
/ 
Y Name 








Wi Address 
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Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Little Rock, May, 
— L. P. Biggs, secretary, Little 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 


CONNECTICUT HARDWARE ASSOCIA- 
TION CONVENTION, New Haven, about 
the middle of February, the exact date 
to be determined later. Henry S. 
Hitchcock, secretary, Woodbury. 


HARDWARE ASSOCIATION OF THE CAR- 
OLINAS AND VIRGINIA RETAIL HARD- 
WARE ASSOCIATION JOINT CONVENTION, 
June 7, 8, 9, 1927. Place of meeting to 
be announced later. Arthur R. Craig, 
secretary-treasurer of the Carolinas 
Association, 804-806 Commercial Bank 
Building, Charlotte, N. C. Thomas R. 
Howell, secretary of Virginia Retail 
Hardware Association, 301 E. Grace 
Street, Richmond Va. 


IpAHO RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Boise, Jan. 26, 27, 1927. E. E. 
lucas, secretary, Hutton Building, 
Spokane, Wash. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 15, 16, 
17, 1927. Leon D. Nish, secretary- 
treasurer, Elgin, III. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Claypool Hotel, In- 
dianapolis. Exhibition at Cadle Taber- 
nacle, Jan. 24, 25, 26, 27, 1927. G. F. 
Sheely, secretary-treasurer, 911-913 
Meyer Kiser Bank Building, Indian- 
apolis, Ind. 


IOWA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Savery, Des Moines. 
Exhibition at Des Moines Coliseum, 
Feb. 8, 9, 10, 11, 1927. A. R. Sale, 
secretary, Mason City. 


KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville, Feb. 1, 2, 3, 4, 1927. J. M. 
Stone, secretary-treasurer, 202 Repub- 
lic Building, Louisville. 


LOUISIANA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, New Iberia, June 6, 7, 8, 
1927. Guy Nason, secretary-treasurer, 
Columbus, Miss. 


MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 











Grand Rapids, Mich., Feb. 8, 9, 10, 11, 
1927. Arthur J. Scott, secretary, 
Marine City. K. S. Judson, 248 Morris 
Avenue, Grand Rapids, exhibit man- 
ager. 


MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 


MISSOURI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION. 
Hotel Statler, St. Louis, Mo., Jan. 24, 
25, 26, 1927. F. X. Becherer, secre- 
tary, 5106 North Broadway, St. Louis. 


MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Colo., Jan. 18, 19, 20, 1927. 
W. W. McAllister, secretary, P. O. Box 
513, Boulder, Colo. 


NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 
Mich., June, 1927. H. P. Sheets, sec- 
retary-treasurer, 130 E. Washington 
St., Indianapolis, Ind. 


NEBRASKA RETAIL HARDWARE CON- 
VENTION AND EXPOSITION, University 
Coliseum, Lincoln, Feb. 1, 2, 3, 4, 1927. 
Headquarters, Cornhusker Hotel. 
George H. Dietz, secretary-treasurer, 
414-419 Little Building, Lincoln. 


NEW ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics Building, Boston, Feb. 
22, 23, 24, 1927. Geo. A. Fiel, secre- 
tary, 80 Federal St., Boston’9, Mass. 


NEw YoRK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION, Ten 
Eyck Hotel, Albany. Exhibition at 
State Armory, Feb. 8, 9, 10, 11, 1927. 
John B. Foley, secretary, City Bank 
Building, Syracuse. 


NorRTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Grand Forks, Feb. 8, 9, 10, 1927. 
C. N. Barnes, secretary, Grand Forks. 


OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 15, 16. 17, 18, 1927. James B 
Carson, secretary, 411 Mutual Home 
Building, Dayton. 


OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ma- 
sonic Temple, Oklahoma City, Jan. 25, 
26, 27, 1927. Charles L. Unger, secre- 
tary-treasurer, 207-208 Bloomfield 
Building, Oklahoma City. 





OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Portland, Feb. 8, 9, 10, 1927. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Spokane, Wash., Feb. 2, 3, 4, 1927. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., some time in May, 1927, 
exact dates to be announced later. 
C. L. Thompson, secretary-treasurer, 
Canyon, Tex. 


PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Commer- 
cial Museum, Philadelphia, Feb. 14, 15, 
16, 17, 18, 1927. Sharon E. Jones, sec- 
retary, 604 Wesley Bldg., Philadelphia. 


SOUTHERN CALIFORNIA RETAIL HARD- 
WARE ASSOCIATION CONVENTION, Am- 
bassador Hotel, Los Angeles, Cal., Feb. 
22, 23, 24,1927. H. L. Boyd, secretary- 
treasurer, 618 Hellman Bank Building, 
Los Angeles, Cal. 


SouTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Coliseum, 
Sioux Falls, Feb. 22, 28, 24, 1927. 
Chas. H. Casey, manager-treasurer, 
Nicollet Avenue and 34th Street, Min- 
neapolis. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE, CONVENTION AND EX- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Walter Harlan, secre- 
tary, 701 Grand Theater Building, 
Atlanta, Ga. 


TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1927. Dan Scoates, secre- 
tary-treasurer, College Station. 


WESTERN RETAIL IMPLEMENT AND 
HARDWARE ASSOCIATION CONVENTION, 
Missouri Theater, Kansas City, Mo., 
Jan. 18, 19, 20, 1927. Headquarters, 
Coates House. H. J. Hodge, secretary, 
Abilene, Kan. 


WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 
James B. Carson, secretary, 411 Mu- 
tual Home Bldg., Dayton, Ohio. 


WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Auditorium, Milwaukee, Feb. 1, 2, 3, 4, 
1927. George W. Kornely, 1476 Green 
Bay Avenue, Milwaukee, is exhibit 
manager. P. J. Jacobs, secretary-treas- 
urer, Stevens Point. 








Reading matter continued on page 86 
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You Can't Go Wrong 
On A Line That’s RIGHT! 


Good Jobbers Everywhere 
Carry the 


Toledo Blue Streak Line 





Make Good 
Profits Selling " If you have never had a 


Children’s Vehicle Dept. 
NOW is the time to 
GET BUSY! 


and Displaying 
The Blue Streak 


Line 
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a. BLUE. STR 
No. 181 























Scooters Tot Bikes = 7 ee 

Velocipedes Hand Cars <— Z ase, 

3 | Automobiles Toy Auto Trucks — eae ¥ ae -- 

' Coaster Wagons Race Cycles 
Express Wagons 




















BLUE STREAK 


‘“4n Honored Name of World-Wide Fame” wa. 28 


‘ The TOLEDO METALWHEEL ©. Joledo,O. 
“Makers of Dependable Wheel Goods since 1887" 


No. 692 
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Why a GLASS 


Department is so 
Profitable 


Many Uses Lead 
to Many Sales 


HAT acomfort forthe 

handy-man around 
the house to know that the 
nearby hardware store car- 
ries glass. There are a hun- 
dred and one places where 
he can use it. Window 
panes, ventilators, picture 
frames, table tops and 
greenhouses are only a few 
of the many uses. And when 
he is in your store buying 
glass you have a golden op- 
portunity to sell him other 
repair items. 
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It’s good business to install 
a glass department not only 
from the standpoint of 
sales volume and profit. On 
the otherhand it’s even bet- 
ter business to carry only 


aie BEST 9" 
—because it’s perfectly flat 
and cuts easily on both 
sides, reducing breakage to 
a minimum. “The BEST 
Glass” has a beautiful 
lustre and costs no more 
than the ordinary kind. 
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SOLD AND DISTRIBUTED BY THE LEADING JOBBERS 
IN THE PRINCIPAL CITIES OF THE UNITED STATES 


AMERICAN WINDOW GLASS C 


GENERAL OFFICES PITTSBURGH PA. BRANCHES IN PRINCIPAL CITIES => 


SSS SSS S____Saaqa—— 











laraest ‘roducer of Window Glass 
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From Busses to Busses 


HE marvelous prosperity now experienced by our 

rail carriers recalls the fact that economy of time 
was a virtue but little practiced by our ancestors. An 
idea of Seventeenth Century celerity may be gained 
from the fact that in 1609 to send a letter in England 
from York to Oxford and obtain a reply required a 
month. When busses were introduced it was declared 
they would ruin the country as a jog of four miles an 
hour was normal transit, “without jolting men’s bodies 
or hurrying them along.” The new stage-coaches were 
condemned by the towns because they would enable Lon- 
don to capture all the trade. It took two days from 
London to Cambridge—57 miles. All traveling was by 
daylight. Night journeys were not introduced until 
1740. A trip by coach from Edinburgh to London in 
1750 was planned months in advance, a lawyer con- 
sulted and a will made. It was not embarked upon 
lightly. The roads were almost impassible and danger- 
ous. It was in 1658 the first stage-coach between 
London and Edinburgh was established. In 1662 there 
were only six stage-coaches in all England. In 1798 
the mail left London for Shrewsbury—162 miles—and 
took twenty-seven hours for the run. Then the era of 
railways dawned. The first was opened to the public 
in 1830. It was between Liverpool and Manchester. 
Of the thirty coaches that had plied between the two 
towns, all save a single one went off the road soon 
afterward. Even in 1844 it took, from Euston to Liver- 
pool—200 miles—eleven hours. The highways now 
developed for automobiling encourage the return to 
busses in direct competition with the railroads that 
one hundred years ago eliminated them. A queer and 
interesting evolution. 

“The world moves yet but fleeter to its goal.” 





Keep Ahead of the Crowd 


(Continued from page 49) 
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ware dealer to do in connection with selling hunting and 
camping equipment. 

“Anticipate the season,” he replied. 

We asked the same question of George F. Hauber at 
the Emigh-Winchell Hardware Co. He replied in the 
same vein. 

“Keep ahead of the crowd, and give ’em something to 
tollow.”’ 

The average person doesn’t do much original or in- 
dependent thinking. That’s why the power of sugges- 
tion is so strong. Give people something to think 
about, and the majority of them will think about what 
you want them to. Advertising has demonstrated the 
truth of that. Put sporting goods in your window and 
a lot of men will think about hunting even though the 
minute before they saw your display hunting was the 
farthest thing from their minds. 

“Anticipate the season,” and “keep ahead of the 
crowd.” Those two sayings express two of the most 


importan rules of merchandising. Think them over. 
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Your Telephone Voice 


BUSINESS man of this city told me a few weeks 
F spo that his firm considered their telephone switch 
board one of, if not the most important department in 
the house, because a large number of their customers 
received their first impression of the firm through the 
voices that answered them over the wire. It is my 
opinion that all wide-awake firms have this same 
opinion. 
The telephone is frequently a direct means of sales 
getting, but indirectly it has a wide field of possibilities. 
The telephone is a very delicate little instrument of 





Juaneta Ann Hunt, as manager of the 
Private Business Exchange of the 
Bunting Hardware & Machinery Co., 
of Kansas City, Mo., hears hundreds 
of voices daily, and her remarks on 
“the good telephone voice as a busi- 
ness asset” are well worth heeding 


torture. If we are not careful, it will even register our 
thoughts. It carries to the distant ears the anger, the 
indifference, the attitude of haste to get the receiver 
back on the hook, and I am sorry to say it registers 
the weak, half dead little voices of some of us. 

Now, this little friend, will just as readily carry a 
singing, laughing, hearty good-will and a _ to-be-of- 
service attitude; so let us smile no matter what it may 
cost us personally and answer in a concise and business 
like manner when the bell rings. 

Remember, when we are talking over the phone, we 
have only our voice to convey to the customer our per- 
sonality, so let us put into it the best we have and make 
these people want to meet us personally. There is a 
real sales getter idea for you. The good will of the 
public means much—in fact everything—to a firm in 
a business way. 





Many men can bear all things, except good fortune. 





Next to knowing when to seize an opportunity the 
most important thing is to know when to forego an ad- 
vantage. 





What the future has in store for you depends in large 
measure on what you place in store for the future. 





No wind can favor him who steers for no port. 
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Whitco Equipped Sash 
Cannot Sag 


Just notice how that part of the 
Whitco hinge which attaches to 
the sash extends across the joint be- 
tween the stile and the rail, rein- 
forcing the joint and binding the 
two parts of the frame rigidly in 
position. 


Then notice how Whitco supports 
— not suspends—the sash. 


These are two pretty good reasons 
why a Whitco equipped sash can- 
not sag. 


Ask your jobber, or write 
us*for particulars 


| NEY OMPANY 
DWARE WJ) SPECIALTIES 


Western Offices: 
365 Market Street 
San Francisco 






} MANUFACTURERS ¥ ¥ HAR 
Eastern Offices: 


636-645 Mass. Trust 
Bidg., Boston 





“‘Whitco makes it easy and safe to clean both sides of 


the casement from within the room’”’ 
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The Distribution of Electrical Merchandise 


surely undermining the moral sense of 
responsibility of our people to a dan- 
gerous degree. And the great fault 
lies in the fact that a splendid business 
practice—credit—judiciously extended, 
has been prostituted into a dubious sell- 
ing scheme. The time is coming, and 
not far off, if the present high pres- 
sure is maintained, when the burden 
will make itself felt in a buyers’ strike. 
No more obligations can be taken on 
and the ones now at hand will be so 
pressing and so all-consuming, that 
even ordinary necessities may not be 
purchased. If a halt is not called, and 
if this present riot is kept up, the day 
of reckoning will be speeded. Unless 
a halt is called and credit scrutinized, 
the cold bold fact that present produc- 
tion is, and has been, speculative will 
be revealed. 


Warning to Manufacturers 


And that warning is not for jobbers, 
or your retailers, but for those manu- 
facturers, and those other distributing 
agencies, who have been misled by a 
theoretical and temporary prosperity 
and who must suffer the consequences. 

I have urged repeatedly the recogni- 
tion of these fundamentals and I can- 
not say without avail. But in looking 
back over this year, and the wild 


(Continued from page 56) 


scramble for increased volume, the 
smashing of records, the feverish ac- 
tivity to distribute merchandise, shall 
I say advisedly, without regard for 
consequences, I cannot help-but repeat 
to you what I have said so many times. 
In the contemplation of anything that 
has reached a great point of develop- 
ment, one can trace a history of slow, 
gradual, painstaking growth, coupled 
with bitter disappointments perhaps, 
but granted a basic merit, that even- 
tually reaches toward the ultimate. 


Study the Human Being 

The history of the railroads, from 
the humble beginning to the present 
great state of development, the steam- 
ship, the electrical industry, or per- 
haps a skyscraper, from the time it is 
just conceived through the work of the 
architect, the assembling of material, 
until the building rears itself against 
the sky. There is in all of those things 
the element of time, the necessity for 
painstaking effort in order to reach the 
ultimate growth. 

I don’t know of anything in the 
world that is more interesting to study 
than the human being and it takes a 
great many years for the baby in arms 
to grow into a mature man, who as- 
sumes perhaps that he has reached an 
ultimate growth. And yet in my con- 


templation of an ultimate growth, I 
don’t know of a single man in the 
history of the world whose name is 
known who has ever reached the ulti- 
mate, with the possible exception of 
just one. That man whose spirit is, 
has been and always will be the 
greatest influence for good that the 
world has ever seen, the man of Naza- 
reth, and yet in his closing hours on 
earth, with perhaps a record of the 
fullest life that was ever lived, he 
practically admitted his failure to ac- 
complish the ultimate. Christianity to- 
day is the greatest single influence for 
good in the world, and yet it has not 
reached the furthermost corners of the 
earth. The growth still goes on and 
will continue long after we have been 
forgotten. 


Need of Service 

Service is essential, you have that. 
Buying power is necessary, you have 
that. The human relationship is pre- 
eminent, you have that. Ability is re- 
quired, you have that. Vision is de- 
manded, and I want you to visualize 
the future of this great country of ours, 
not only from an electrical standpoint 
but from every other standpoint, realize 
the dominating position you occupy, 
assert yourself to the point where man- 
ufacturers must come to you and place 





Questions 
and 
Answers 


sizes: 
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each size: 
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We answer the following questions frequently 
asked about Coes Steel-Handle Screw Wrenches. 


“How many sizes are they made in?” 
6°, 8, 16", 12”, 18”, 18” and 21°.” 


“What is the maximum jaw opening capacity of 
“6”, 31/32 in.; 8", 
s in.; 12”, 2% in.; 15”, 214 in. 


Stick to the Coes. 


COES 


Worcester 


Selling Agents 





/ 


Ibs.; 15", 


“Seven Ibs.” 


1 3/16 in.; 10”, 
- 18”, 3 in.: 21”, 


J. C. McCarty & Co. 


Fenwick Freres 


“What is the unit weight of each size wrench?” 
“6”, 34 Ib.; 8”, 13% Ibs.; 10”, 214 Ibs.; 12”, 3 7/16 
57/16 lbs.; 18”, 73% lbs.; 21”, 9 13/16 


“How does the strength of these wrenches com- 
pare with others?” 
Handle Wrench withstood a load of 1,790 Ibs. 
before being crippled. 
pulled apart at 1,075 Ibs.” 


Sold by Leading Jobbers 


WRENCH COMPANY 


“In business since 1841” 


boxe cae 29 Murray Street, New York 
John H. Graham & Co. ....113 Chambers Street, New York 


“A 12” Genuine Coes Steel- 


A 12” Imitation Wrench 


Mass. 


8 Rue de Rocroy, Paris, France 
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yourself in the position of dictating, 
within reason, so that you shall be the 
controller, rather than controlled. It 
is within your power now to so assert 
yourself as individual institutions and 
a collective whole, that the fundamental 
elements of your scheme of distribution 
shall be recognized, not only as an 
advantage to manufacturers, but as a 
distinct contribution to the well being, 
the prosperity and the safe guarding of 
the future of this country. In such a 
position you can dictate prices instead 
of having them dictated to you, you 
can prevent a flood of undesirable mer- 
chandise spreading over the country, 
because you can dictate models and 
characteristics. You can raise the 
standard of service of those dealers 
who are indebted to you because of 
your service to them. You have it 
within your power, in conjunction with 
scrupulous manufacturers and other 
factors in business, to raise the stand- 
ard of living, within reason, and to 
provide the necessities and _ possible 
luxuries in proportion to the absorbing 
power of the population of the United 
States. 

I seriously warn you that if some 
definite, energetic action is not taken 
by you gentlemen to bring yourself into 
the limelight as the desirable and eco- 
nomic channel of distribution for elec- 
trical merchandise now and when it 
shall have become a commodity, you are 
going to permit to spring up and be- 


HARDWARE AGE 


come established, other channels of 
distribution which may vitally affect 
you in the future, not only as regards 
electrical merchandise, but lines which 
you are controlling today. 

You speak a merchandising language 
and a merchandising language is more 
easily understood than any language 
spoken by the so-called specialist. In 
the years to come electricity will play 
a greater part in upbuilding of human- 
ity than any other single factor with 
the exception of Christianity. A vast 
possibility awaits you, it is yours for 
the asking. You have but to show your 
capabilities and I flatter myself that I 
am right in my assumption that too 
long has the jobber concealed his light 
under a bushel. No man can be as- 
sociated as I have been for years with 
the hardware jobber without realizing 
the inherent strength from every stand- 
point and the tremendous heart warn- 
ing reaction that one gets in his daily 
contact with a bunch of clear thinking, 
straight shooting, regular he men, with- 
out any gold or tinsel, doing a he man’s 
job and content with the satisfaction 
that he derives from a job well done 
and with little or no publicity. 

Exceptional cases may arise where 
it is necessary for a manufacturer to 
diverge a trifle from an established 
jobber policy, but in every instance that 
divergence can be justified, or should 
be, and has no bearing whatever on 
the main issue. 
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I realize that in boldly stating the 
ultimate position of the hardware job- 
ber in the scheme of distribution that 
I will be severely criticized, but I 
declare unreservedly, a hardware job- 
ber policy, realizing that in order to 
reach a definite goal, dependent upon 
the hardware jobber as a distributing 
agency, there is involved a long, slow, 
gradual, painstaking process. Un- 
doubtedly no great records will be 
reached this year or next, or the year 
after, but in the final analysis I can 
vision a very definite future for a 
business that ties itself to the hardware 
jobber scheme of distribution because 
it is fundamentally right and _ sub- 
stantially sound. 


Exceptional Cases 


Let those brothers who want it all 
this year follow their own inclinations, 
but let me say to those in the electrical 
industry who want steady, substantial, 
profitable volume in those years to come 
when electrical appliances shall have 
become commodities, along with count- 
less other items with which you are 
familiar, to recognize the jobber, culti- 
vate him and establish yourself with 
him, for the ultimate result that can 
only be achieved through the jobber, 
who has embodied in his scheme of 
things the normal, natural, logical, and 
economical channel of distribution, 
provided the jobber will do his 100 per 
cent part. 
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Look ’em ALL over 


Only by comparison can you judge how 
good Allith straight Sliding Door Hang- 
ers really are. 


Then compare the price. But when you 
compare the price be sure, too, to com: 
pare the quality—for quality produces 
economy—cheapness produces extrava- 
gance. 

Compare the can’t-jam wheels with their 
hardened steel axles; the extra long and 
extra heavy, adjustable door plates; the 
frames and pendents made from certified 
malleable that exceeds 50,000 pounds per 
square inch in tensile strength, 10% in 
two inches in elongation and 35,000 
pounds per square inch in yield point. 


Look ’em all over. Then remember that 
Allith Hangers have back of them more 
than 25 years of honest effort and we'll 
leave our future progress to vour good 
judgment of hanger hardware. 

Catalog No. 95 should be on the desk of every 


architect, contractor and builder. Write for 
it on your letter-head. 


Manufacturers of the finest line 


Hangers for 
Straight Sliding 


Doors 


Garage 
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No. 68-—For extremely heavy doors 3 
m in. wheels; 12 in. apron Capacity 1000 
Ibs. No. 72 160 gauge apron &-3/16 In 



















long Fits doors up to 2% Jn thick. Ca 
pacity 700 Ibs. No. 66 i4 gauge apron 
6% in. long. Adjusts door to proper dis 
tance fran bullding Capacity 400 Ibs 
No. 63 14 gauge apron 6% in. long. Ad 


justs door to proper distanae from building 
Capacity 460° Ibs. No. 6 Same as No 
63 except No. 61 Is without 

attachvents. Capacity 500° Ibs. 










ALLITH-PROUTY COMPANY 


DANVILLE 


Deer Hardware 
Fire Deer Hardware 


ILLINOIS 


Rolling Ladders 
Door angers 


MANUFACTURERS OF 


Spring Hinges 
Overhead Carriers 
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The “Ajax” 


Reversible Beveled Side Plates 











el 
TYPE 3001 


The reversible side plates supplied with this 
hinge may be applied to either side of the door. 
In many instances this feature permits using stock 
goods when a combination of finishes is required. 

Other important features of the Ajax are Ball- 
Bearings, Adjustable Tension and Alignment device. 
The Alignment device is a practical and efficient 
adjustment controlled by a single screw which is 
conveniently located and easily accessible. 


Send for Catalogue No. A 42 


~-(CHICAGO)— 
SPRING HINGES 


Look for the Trade Mark 


Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U.S.A. 


























EN who come into 

your store are 
tool buyers. Eight out 
of ten men own a fair 
equipment of simple 
tools and take pride in 
their ability to do things 
with these tools. Keep 
Porter Bolt Clippers, 
Wire Cutters, Nut Split- 
ters and Chain Cutters 
on display—you will 
multiply many times 
your sale on these tools 
by keeping them where 
they will be seen by 
your trade. 


The Porter line is 
carried in stock by 
nearly all leading 
jobbers and supply 
houses. 


‘-K- PORTER INC 


veretr, Mass. U.S.A. 
entail 











More About Canada 


(Continued from page 45) 





come from these streams. One cut of Gaspe Salmon 

here costs $1.25. I wonder what the price of a whole 

salmon is in Nova Scotia—but please don’t write and 

tell me. Why rub it in??? 
* * * 

I have been reading the history of all this country. 
It is very interesting history. The British fought the 
French. The British fought the Americans. Then, 
when there was no outside fighting to be done, they 
fought among themselves. There were pirates and 
buccaneers. There is a lot of buried treasure waiting 
for some one to find it. Treasure ships have been sunk 
and all trace of them lost. This is the country of 
Acadie, made immortal by Longfellow’s poem of 
“EVANGELINE.” There are old crumbling forts. 
The whole section is just full of traditions and romance. 


* * * 


What Nova Scotia needs is some one to write about 
this country. What an opportunity for a literary per- 
son like myself!! For years and years a perfect Garden 
of Paradise has been lying unnoticed and almost for- 
gotten—a modern Garden of Eden, but what would we 
ever have known of the Garden of Eden if some journal- 
ist had not written up all the doings of the serpent and 
Adam and Eve in that garden? How many Gardens 
of Eden are there in the world that have been forgotten; 
that are unknown, because there was no bard, no poet, 
no historian, to write their sagas? Now, this is my 
job! Wouldn’t it be interesting for a person to sit in 
an office on Union Square in New York and, simply by 
the power of the written word, make celebrated a 
country he has never visited? I have fallen completely 
in love with New Brunswick, Nova Scotia, Cape Breton 
and Prince Edward Island. There, I have mentioned 
all of you, so we will not have any family differences! 


* * * 


Several enterprising gentlemen have written me, 
offering large estates at rock bottom prices. Others 
have kindly offered to take me in their automobiles and 
show me the country. All of these invitations are appre- 
ciated, but allow me to state, in the hope that I will not 
give offense, that when I come to the Maritime Prov- 
inces, I will be dressed in an old, seedy golf suit. I will 
have my old grip which is covered with the pasters of 
hotels in many lands. There will be my old carry-all 
that has weathered many a storm. ‘I will wear hob- 
nailed shoes. When I travel in your country, I will 
mix among your people and see them as they are. I 
will chat with fishermen. I will smoke with sailors. 
I will talk to the village postmaster. I will eat at lunch 
counters. I will gather all kinds of information in my 
own peculiar way. This is the way I have always 
traveled. I never joined a crowd of Cook’s Tourists. 
I never took an “arranged” trip. I have always played 
a lone hand, arrived when I pleased and stayed until 
I was tired. Usually I travel without any itinerary. 


oe 8. © 


Many thanks for the invitation to meet your Board 
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of Trade. I am too considerate of you to accept. I 
might say the wrong thing. Whenever I have made a 
speech and I have been told not to say certain things, 
invariably, those are the things I want to say, and I 
usually say them! 

* * * 

I propose to visit all of your country. I am saving 
all of the circulars and information you have sent me. 

I must make reference to one bit of information that 
has deeply impressed me. In the pamphlet that comes 
from Saint John—not Saint John’s; Saint John is in 
New Brunswick while Saint John’s is in Newfoundland 
(don’t get mixed up on these two places,) there are 
figures about New Brunswick fisheries. The total value 
of the fisheries for 1924 was $5,350,111. That figure is 
interesting but not striking. The following figures, 
however, will give you a thrill. In 1924 in this province 
they caught 68,303 lobsters of a cash value of $1,203,- 
564. In other words, the lobster catch for 1924 was 
more than 20% of the entire amount received from the 
fisheries, I am wondering what the price of a lobster 
is in Saint John. Here in Union Square they are $1.75 
each—but do not write me about this. I wish to find 
out when I come! 

* * * 

Another interesting table is the average temperature 
at Saint John. The coldest month in the year is Janu- 
ary, which averages 13.1. The warmest is August, 
which averages 62.1. 

% * * 

It is a curious fact, however, that in all these pamph- 
lets sent me, nothing is said about fogs. In talking to 
one of my friends who has lived up in that part of the 
world, he told me that you have the most glorious 
fogs. This friend is an artist and he loves fogs just 
from the artistic point of view. He paints fog scenes. 
To me, there is something charming about a fog. Fogs, 
you know, are splendid for the complexion. Then, they 
check excessive activity. There is a soft and peaceful 
influence when a blanket of fog rolls from the ocean 
over the country. The trouble with all of us in these 
days is that we are obsessed with the idea that we 
must be doing something every minute. Now, when a 
fog settles down over the land, you cannot do anything. 
Then, what would be more delightful than to build up 
the log fire, pull up the easy chairs next to the lamp on 
the table and read in peace, your conscience at rest 
because, on account of the fog, you cannot do any kind 
of work nohow! 

Gentlemen, I think that you make a serious mistake 
not to call attention in your pamphlets to your delightful 
and artistic fogs!! 

Extracts from an editorial in a Nova Scotia paper: 
“John D. Rockefeller, Jr., has been spending a 
vacation in Nova Scotia. A leading real estate 
expert whose wide experience commands for his 
opinions respect, has been writing some glowing 
things about Nova Scotia’s future. 

“All this indicates that Nova Scotia is beginning 
to attract the attention of the outside world. The 
interest already created should now be developed 
by intelligent and intensive publicity. This real 
estate authority predicts that there will be a boom 
in real estate in Nova Scotia in the next few years. 
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A whale’s blubber had 
to be 
thin slices or “Bible 
Leaves” to produce a 


minced into 


greater quantity of oil. 
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Greater production is possible with— 


Hohirhrs 


(Reg. U. 8. Patent Office) 


Wood Screws—Machine Screws 


Drive Screws—Stove Bolts 


Let us prove it, send for samples 


CONTINENTAL 
WOOD SCREW CO. 


New Bedford, Mass., U. S. A. 


No. 8 








Attractive Stores at Low Cost 


Any hardware dealer 
may now have an attrac- 
tive store on a moderate 
outlay. 


GREEN’S - 


Improved 
Stock Boxes 


have all the advantages of 
the best fixtures at a frac- 
tion of the cost. 


Easily and quickly installed in your own shelving. 


Made in an 
assortment of 
sizes to fit 
every hard- 
ware need. 





Write for 
new illus- 


trated price 


list. 


THE GREEN COMPANY 


Sales Office, Fisk Bldg., 250 W. S7th St., New York 
Factory—Bellows Falls, Vt. 
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IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 
“Hammer the Hammer” Revolvers 
Send for Dealer Proposition 
IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers 8St.; Chicago, 108 W. Lake S8St.; 
San Francisco, 717 Market St.; New Orleans, La., 625 Pine St.; 
Ogden, Utah, 2327 Grant Ave. 














Osborne High Grade Punches 





Arch Punches 
Revolving Punches 


the Hardware Trade. Also: 
and Plumbers’ 


Belt Punches 
Spring Punches 
varied and attractive line for 


A 

Leather Workers’, Trimmers’ and Upholsterers’ 
s. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog 
Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 














WE WARRANT THE 
NO. 144: TORCH TO 
PLEASE YOU 


to be safe, durable and to quickly 
save the user its cost in the sav- 
ing of fuel and time. Don’t risk 
your life using cheap inefficient 
Torches, when a few cents more 
will buy C. & L. Tools that are 
acknowledged to be the world’s 
best. Jobbers supply at factory 
price. 


Clayton & Lambert 
Mfg. Co. 


6275 Beaubien St., DETROIT, MICH. 


No. 144 Torch 
Ask for list price. 

















Protection 


In our ILCO No. 202 
Night Latch the Bolt 
and In- 





side Knob 

are dead- 

locked when key is turned once backwards. 
tolt cannet be forced back or 

ock opened from inside by the 

nob. This Patented Feature 

akes many sales. Can also be 

ised as ordinary night latch. 


end for New Catalog No. 7. 


(i) INDEPENDENTIOCKCO,d> 


Fitehburg, Mass., U. 8S. A. 


Manufacturers of Cylinder Locks, Padlocks, Inside Door Seta, Glaae 
Knob Sets, Key Blanks, Auto Switch Keys and Hardware Specialtics 











November 11, 1926 


He prophesies that the next boom in real estate 
values and the next grand rush for summer homes 
will be to Nova Scotia. This man has evidently 
weighed the data concerning Nova Scotia. Those 
who live here in Nova Scotia have the data right at 
hand. We know that there is no better place for 
summer homes on this continent. Nova Scotia’s 
summer days are all that could be desired.” 





Cliques 


INCE the beginning of time people have banded 
together in groups or cliques. In prehistoric days 
men formed groups or cliques for protection from their 
enemies. Then, in later days they banded together in 
armies, and in peace times they grouped into tribes, 
then countries, cities, towns, and families. The trait 
of grouping of individuals is manifested even now in 
our social and fraternal organizations. It is human 
nature for people to band together and wherever there 
are people in any numbers we may expect to find cliques. 
As old an institution as human nature certainly is 
a hard thing to change. Yet there is a time and place 
for everything and a retail store is NOT the place for 
cliques. Still, I am willing to wager that the majority 
of retail stores have their little cliques of two or three 
or more individuals. It is possibly the hardest job 
that an employer could have to break up the little 
cliques that are bound to exist. However, it is his 
duty and for his own good as well as for his employees’ 
good that he break them up. 

My experience has shown that it is impossible to 
conduct a smooth running sales organization where 
cliques exist. Everything may appear to be going 
smoothly but there is always an undercurrent of ill 
feeling somewhere. A few salespeople get to talking 
together and find that they are all of the same opinion, 
that another group is being favored, or that for some 
reason the boss puts all the hard work onto them 
while the other group takes things easy. III feelings 
result between the two groups or cliques and that in 
turn results in crossed-wires and lack of cooperation 
which naturally cuts down on the store’s efficiency. 

I contend that merchants should do everything possible 
to prevent the forming of cliques, and when they find 
that they already exist, they should examine their or- 
ganization thoroughly, find the cause of the cliques and 
then break them up, and a close watch should be kept in 
the future to see that no new cliques form. As much as 
I favor social, fraternal, and store organizations, I be- 
lieve that the little cliques existing in retail stores is ane 
of the most harmful influences which the average em- 
ployer has to face. The little private enmities which are 
sure to exist are certain to cut down on sales and the 
smoothness with which the organization should operate. 

W. D. M. 





There is no easier mark than the man who “knows 
it all.” 





There is no need to fasten a bell on a fool. 
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How Can We Compete 
with the Chains? 


ROM all quarters we hear merchants making a cry 
HH agains chain stores. We hear them say, “The 
chains are robbing us of our business.” “Chain store 
sales are increasing while ours are falling off.” “The 
chains have the advantage of us with less overhead, 
no deliveries, and their strictly cash methods.” “What 
are we poor independent merchants going to do in the 
face of this sort of competition?” ‘We can’t eliminate 
deliveries nor cease doing credit business, so what can 
we do?” 

Not being a merchant in the sense of being a store 
owner or an employer, I cannot say what “we” are 
going to do about it, but as a man behind the counter 
who has been making a little study of chain store policies 
in my own community, I will endeavor to tell you mer- 
chants what I believe YOU should do to compete with 
the chains. 

First of all, I would advise that you look into the 
matter of deliveries. If you will make a thorough study 
of the matter you will find that many chain stores 
dealing in foodstuffs have found that the public wants 
delivery and that these chain stores are delivering. In 
my town there are two big chain stores who are making 
deliveries regularly. True the cost of this delivery is 
not charged up to the company. The managers deliver 
in their own cars, but the point is that THEY DE- 
LIVER, and the manner of their delivery, without cost 
to their employers might give you independent mer- 
chants a little food for thought as to how you too might 
create an incentive that would bring about more push 
among your own employees. Then upon further study 
you may find that it is possible to cut down on the 
expenses of your own deliveries. I believe that is pos- 
sible in many cases. At least it is worth considera- 
tion. 

Secondly, I would advise that you do not become too 
alarmed over the chain’s “strictly cash business.” 
Merchants in all lines have been working too long edu- 
cating the people to expect credit, to make them pay 
cash if credit is possible. If you look into the matter, 
I believe that you will find, as I have found, that it is 
possible to buy on credit from chain stores. Again, 
the owner takes no responsibility. The store managers 
carry the credit business themselves, yet the fact re- 
mains that the public demands credit and they are get- 
ting it from the chains. It shows that people have 
learned to expect credit and they are bound to get it, 
and the chains in their desire for business are giving it 
to them. 

To meet chain store competition merchants must buy 
their merchandise right, handle only good dependable 
merchandise and DISPLAY it as well as their chain 
competitors. Give to their business that personality 
and service that can’t be found in the chain stores. 
Make a thorough study of their own businesses and cut 
down on some of their old and unnecessary overheads. 
Watch their credits a little closer and, in fact, conduct 
their stores a little more like their most feared com- 
petitors, the chain stores. At least it would be worth 
while to make a study of their methods and copy a few 
of their most valuable ideas. W. D. M. 
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BIGGER HOLIDAY PROFITS 


Last year many hardware dealers did a big business on 
Green Line Tool Cases—and got rid of many slow-mov- 
ing tools at a good profit. You can do it this year! 
Green Line Cases, and the new General Household Cases 
in particular, lend themselves to attractive Christmas 
display. 
Make up special kits, for several different prices. Sell 
Green Line Cases with the tools in them and make two 
profits instead of one. 

Our original new counter and window cards will help 
you to sell them. Check over your stock and order now. 
Don’t forget to request new counter cards with order. 


GREEN-CASE, Inc., Racine, Wis. Dept. M_ } 
Cases \Uhe GREEN Line/ “hove: 


Cases Boxes 














WHEN YOU SELL PIONEER 
TRUCK CASTERS 


you have the satisfaction of 
knowing that you have not 
only made a good PROFIT, 
but that you have served 
your customer’ well; «as 
PIONEER casters are made 
strong and durable and ren- 
der a long and satisfactory 
service. 


PIONEER CASTER & MFG. CO. 


ELKHART INDIANA 
New York Office: 86 Warren St. 


*25 Years’ Caster Experience” 
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STORE METHODS 


To provide adequate storage facilities for 
ee shelf stock—to make it accessible and con 
hy 4 venient for clerks and stock men to handle with 
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absolute safety—to insure quick service for whole 
x % or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 


Yf Deep trend shape, full length hand gi rubber tires, 
overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 
for safety, convenience and 


style only=neat : design~ 


as & BF 











- Ar lacied Frame 
CLOTH WINDOW VENTILATOR 


All rooms everywhere need window ventilators 
during the fall and winter months. And 
the Diamond “E” is the best ven- 
tilator made. Eight popular 
sizes. Retail at 60c 
to $1.10. 














FROM 
YOUR JOBBER 
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Question: How is margin determined? R. P. F., 
St. Louis, Mo. 
Answer: To find the margin deduct cost of mer- 


chandise sold from sales. 


* * + 


Question: Of what is a fuse made? 

Answer: A fuse consists of a short piece of soft 
metal which spans a gap in the electric wire circuit 
and melts at low temperature. It will carry the 
amount of electrical energy for which the circuit is 
designed but will melt, or, as so many say, “blow,” 
and interrupt the flow of electrical energy in case 
the circuit is overloaded. In this it corresponds to 
the safety valve of a steam engine. The expression 
“don’t tie down a steam safety valve” is similar to 
“don’t substitute a larger fuse than is specified.” 
The fuse “blows” before the copper wire of the cir- 
cuit or the electrical device itself can be heated 
enough to cause damage. 


* + 


Question: What percentage of the average hard- 
ware stock is most susceptible to sales concentration? 
R. P., San Francisco, Cal. 

Answer: It has been estimated that 4 per cent of 
the merchandise carried in the average hardware 
store is active, Daily Use Merchandise. Ninety-six 
per cent is Necessary Merchandise to complete stock 
variety. It is estimated that the number of people 
who trade with a store is determined by the display 
and price value of the 4 per cent variety. 

The 96 per cent variety includes items for which 
there is sufficient sale to warrant having and the 
items of occasional sale that are necessary to com- 
plete stock variety as well as the “seldom sellers” 
some merchants like to keep. The prices on this 96 
per cent stock are usually fair to the user and bear 
a satisfactory margin for the retailer. Sales of 


these items are determined by the number of people 
who trade at the store. 

The factors involved in merchandising the 4 per 
cent goods that can be calculated with the view of 
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determining working Margin and Net are: amount of 
investment, space required, cost of obtaining and 
handling, number of turnovers, gross per cent of 
Margin, Net Margin per average investment multi- 
plied by number of average turnovers. As the num- 
ber of items to be figured on @re such a small per- 
centage of the total variety handled, merchants who 
are keenly interested in Net Margin are not finding 
it difficult to analyze all the elements bearing on the 
sale of demand and daily use merchandise. 


* * * 


Question: Can a home made radio receiver, utiliz- 
ing a patented circuit, and accepted on a trade-in, be 
legally sold? R. Z. B., Brooklyn, N. Y. 

Answer: A radio receiver, employing a patented 
circuit, cannot legally be sold except where the maker 
has been properly licensed, although we have never 
heard of any controversy arising over such a sale. 


* cm * 


Are any special precautions to be ob- 
me: Hs Be 


Question: 
served in the use of brushing lacquers? 
Milwaukee, Wis. 

Answer: The same precautions recommended for 
paint and varnish. The surface must be free from 
dust and dirt. All grease must be removed with 
benzine or turpentine, and all rust must be removed. 
The material in the container must be stirred 
thoroughly. Best results can be obtained if the ma- 
terial is applied freely with a clean, soft brush. The 
secret of good application and a satisfactory finish 
is—to keep the brush well-filled and brush out only 
enough to produce an even coating. 


* * x 


Question: What is the meaning of the term, “milli- 
ampere”? 8B. C., Trenton, N. J. 

Answer: The prefix “milli” means one-thousandth, 
thus 1 milliampere means one-thousandth of an am- 
pere; millivolt, one-thousandth of a volt; millihenry, 
one-thousandth of a henry. The prefix “micro” means 
one-millionth. Kilo, means one thousand. 
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Small Sales 
Lead to Other Items 


You probably get many calls for cabinet locks of 
one sort or another. Cabinet locks are a small 
item in themselves, but one sale leads to another— 
and that means volume for you. 


A comparatively small stock of Eagle Cabinet 
Locks enables you to meet your customers’ needs. 
The Eagle line consists of warded, lever tumbler 
and pin tumbler locks for drawers, wardrobes, 
desks, chests, cash boxes—practically any use that 
requires a cabinet lock. 


The Eagle Quality Line 


Night Latches Cabinet Locks 
Trunk Locks Store Door Sets 
Front Door Sets Padlocks 

Wood Screws 


Eagle Lock Co. 


General Salcs Office 





menecevee 260 Warren St. New York accwoecaveen 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, III. 
114 Bedford Street, Boston, Mass. 
Works at Terryville, Connecticut 
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DEMING 


WATER SUPPLY SYSTEMS 
i ES 








A SILENT SALESMAN 


that SELLS Pumps! 


UCCESSFUL salesmen make it easy 

for their prospects to buy. They ac- 
complish this by making it easy for their 
prospects to understand exactly what 
they have to sell. 


In compiling “Catalog G”, a new cata- 
log featuring Deming Water Supply Sys- 
tems, every effort was made to simplify a 
comprehensive subject. It is our honest 
conviction that “Catalog G” can sell Dem- 
ing Water Supply Systems with little 
effort on the part of Deming Sales 
Representatives. 


Practically every question that a prospect may 
ask is answered in “Catalog G”. Deming Auto- 
matically Oiled Pumps and Water Systems and 
other types in the complete line are adequately 
illustrated and described. 


Copies of “Catalog G” are yours for the asking. 
If you are not selling Deming Pumps and Water 
Systems you will be interested to learn of the 
stability of Deming sales opportunities. Complete 
information will be sent upon request. 


THE DEMING CO., Established 1880, SALEM, OHIO 
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Deming Power 
Pumps Include 


Triplex Power Pumps 
Centrifugal and 
Rotary Pumps 

Deep Well Working 
eads 
Hydro-Pneumatic 
Water Systems 


Horizontal Double- 
Acting Power Pumps 








The Deming 


Distributor in 


your territory 
is stocked for 
immediate 
shipments. 
His coopera- 
tion can be de- 
pended upon. 


Deming Hand 
Pumps Include 


Pitcher Spout and 
Cistern Lift Pumps 


Set Length Lift and 
Force Pumps 


Well and Windmill 
Pump Standards 


Spray Pumps for all 
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Taking Nothing for 
Granted 


Although we have been making 


quality lawn mowers for almost 
a half century, our leadership has 
never been maintained by “mark- 
ing time.” 


Pennsylvania national advertising 
will be continued with renewed 
vigor in 1927, because in the mer- 
chandising, as in the manufacture 
of Pennsylvania quality mowers, 
nothing is ever taken for granted. 


_ DENNSYLvANIA 
LAWN ‘MOWERS 


The SUPER Great American Mower 
is now furnished with roller bear- 
ings in the wheels. And, of course, 
you can still obtain the regular 
Great American Ball Bearing as 
before. 
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S quality is always a first considera- 
tion with us we know that the metal 
used in our rivets is absolutely “right” to 
start with. This is also true of the fabri- 
cation of the metal into the finished prod- 
uct. As proof of these statements we in- 
vite a comparative test of the driving and 
setting qualities of our rivets with those 
of other make. 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 








TUBULAR RIVET & STUD 
COMPANY 


BOSTON 
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{ Che Set illustrated p 
is Catalog No. 1924 


Ohhe sturdy, practical quality 
of GRIFFIN Hinges is em- 
bodied in this splendid line 
of garage hardware sets. 





ranch Offices__ 
45 WARREN ST NEW YORK 
74 W. LAKE ST CHICAGO 
28 BINFORD ST BOSTON 
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Sight, 


“There’s Big Profit 
in it for You” 
This is a real opportunity for you 
to pile up your profits. GF Duplex 
Steel Bridging will sell itself on 
sight to your building trade. It 
has just the time, material and 
labor-saving advantages that they 
are looking for. Bring it to their 
attention—just once. GF Duplex 
Steel Bridging will do the rest. 
There’s a customer for you wher- 
ever a wooden joist is used. 
Free Sample on request. 
Send the Coupon now. 
THE GENERAL FIREPROOFING 


BUILDING PRODUCTS 
YOUNGSTOWN, OHIO 
Branches in all Principal Cities 
Dealers Everywhere. 


Other GF Products 


Se ee 


SPIER QTE ee Rae Meee — 





GF Steel Tile GF Diamond Rib 
GF Steel Joists Lath 
GF Steel Channels GFSteelSash,Base- 
GF Peds ment and Case- 
GF Key Lath ment Windows 
GF Self-Sentering GF Industrial Steel 
GF Teasde GF Wine M h 
russit ire Mes illustra- 
GF Expanded GF Concrete ogee GF 
Metal Reinforcement i = yet a ing 
GF Herringbone GF Waterproofing sthadarcladdinn. 
GF Lintels " Compounds 


— 





THE GENERAL FIREPROOFING 


BUILDING PRODUCTS 
YOUNGSTOWN, OHIO 
Please send me full information on GF 
Duplex Steel Bridging. 


Name 
Address 








WN-I11 
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Wherever 
Oil is Sold 


Wherever oil is sold, there is a distinct Betw eer 
need for Brookins Service Station e * k] 
Equipment. its tin. es 


Hardware jobbers who 
recognize this fact and 
add Brookins Equipment 












™ regulated stores 
1 there are inter- 





to their line will find an : " vals between cus- 
existing market that makes Brookins tomers. Have you ever 
their decision a highly line Cas thought about making 
Carries extra gas 
profitable one. —_ ee these intervals produce a 
a ‘om ee profit? 
hard-to-get-at gas 
tanks—flexible metal 
THE BROOKINS MFG. CO. Sick! -amadion, . ina Try this. Let your staff 


isan opportunity. Doing 
this consistently will 
shorten the time between 
customers. Not because 
reading makes the time go 
faster, but because absorb- 
ing the good things read 
will start a train of 
thought and activity that 
will keep even the cash 


and five gallon sizes. 
WARE AGE whenever there 
Wi .. 
SERVICE STATION EQUIPMENT \ 
eee 









° ° all. Made of heavy 
342 Xenia Ave. Dayton, Ohio ernepiste in two read the contents of HaArp- 
Brookins Oil Measure 


aii wiidik tithe ism. register busy. You know 
two, fo and fiv art sizes. 
Brookins Portable Drain Tank Hes . flexible metal “howe what that means! 
that reaches any oi! intake 
The Brookins Portable Drain Tank is equipped Without a@ funnel. A handy 
with a folding handie and sled-like runners oa a oo as 2 
a . tandard at 
rong Shon pscmeages il — paca ~ equipped service stations. HARDWARE AGE 
red silopi h 
pense Bae = Me auline @ maa on “4 239 West 39th Street 


ducts it into the tank underneath. Several 
ears can be drained before emptying. 


New York, N. Y. 

















November 11, 1926 HARDWARE AGE 


‘Percfeer 


UVHUINAUUUUUAMAA UALR 





To Customers Who Leave It 
To Your Judgment 


When it is left for you to decide—you become not the LLDI Ww SAYIOR 
“judge’”’—but the Defendant! It is your trial, so to speak, r pre “1 ' 
and “Perfect” is a Character Witness. WIRE 

You will not only make a sale. Your decision will bear NtK OLITE 
weight. When a customer says, “‘I’ll leave it to you to ; ULFINI 
send the best,” he is going to tell his neighbors all about Sat Cove. 


the merits of his selection. Even if you did send ‘“Per- 
fect”’ Screen Cloth, he will claim the credit for his good 
judgment. Make the sale and let the credit go! 


Your Jobber Carries “Perfect” 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 





eT 

































2 \/ _ te | - - 4 
EER i Be aa CR Se RM a 2 oy a eS THE MYE RS FOR COUNTER .WINDOW - 
aT HOUSE PUMP DISPLAY ‘y OR OUTSIDE DISPLAY 
Jae ) 
YERS 
nar roo. TPS manccns 
Op) 
FIG. 
1745 


Years ago, we started to build better house pumps 
for discriminating buyers and soon discovered that 
lS better house pumps were also appreciated by others 
who were not quite so particular. And this is the 
outstanding reason for Myers Pumps enjoying an ever 
increasing sale from year to year. 

They are designed and built to serve better, last longer, 
and pump a larger volume of water than the ordinary house 
or pitcher pump. Such features as the patented easy operat- 
ing cog gear head, the patented glass or perfection brass seat, 
reversible handle, siphon or cock spout, distinguish Myers 
House Pumps from others, and when displayed the Myers 
Way make sales and profits for dealers. 

















Literature and prices to the trade. 


1\ <4\ 8 | mreMyeEns & BRo.c 


9 A OORT I c Thee SO ae ayo sty «alate el 
Be i eae ae Be oe eae ie a My 
; 4 sis % ¥ oe i sei oy ‘ es sx BS dy % J 











AY we Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Purpose. 
OARS ches te ae WATER SYSTEMS-HAY GRAIN UNLOADING TOOLS - BARN. |. FACTORY and 
RAGE DOOR HANGERS: STORE LADDERS. E 
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tn weno”. ae WE Gees Zz 
Fs ets 1 LEO REM GE! Pitti bs ide PEE WE MEE. 
* €—=Look for the tag, carrying our name, at the end of every roll! 
a4 - 
: The Gilbert & Bennett Mfg. Co. 
Established 1818—America’s Oldest Woven Wire Factory 
* 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 
























FORSTNER 






The New . 
SHERMAN DIAMOND Labor Saving 
tne AUGER BIT 





A perfect attachment made of 
heavy wrought brass for COv- 
ering more ground in less 
time. It throws more water 
farther —thus shortening the 
important hours of lawn and 
garden sprinkling. A _ larger 
nozzle with a larger stream and 
a volume spray. V/ater-tight 
shut-oft. 







Bores Any Arc 
of a Circle 








New Uses 


win sees, lied by Te 
er bits, 

circular rim instead of its center 
consequen it ‘e 4 bore any - of 


a e, can any 
| direction grain 
leaving a — surface. Takes 





scallopin fancy scroll twist columns, newels, 
ribbon yo and mortising. 


Order a dozen Diamond Nozzles 

in display carton featuring ‘‘Per- 

ww coe from your obber 
ndivi in tarn 


ashes The PROGRESSIVE MFG. CO. 
H. B. SHERMAN MFG. CO. | TORRINGTON, CONN. 


BATTLE CREEK, MICH. 





' Send for Catalogue. 




















Two Fast Selling 
Graffco Products 





Are ACTIVE Sellers 





hk >. 
GRAFFCO PICTURE HANGER — Heavy steel — lacquered Hardware Age regularly publishes 
brass finish. ‘*The nail can’t fall out."" Three sizes holding many stories of profits made by 
= i 100 pounds. A Nationally Known article with a certain hardware dealers who handle toys. 
GRAFFCO GLASS PUSHPIN—Needle like steel point in a What these merchants are doing 
crystal glass head. Handsome article of a thousand uses. you can do. 
Made in two sizes. 7 
DISPLAY CASE FREE It will hold one gross Read about these successes and 
assorted PICTURE HANG ERS and PUSHPINS. then turn to the advertising pages 
—m caine ieee = You'll find that the toy manufac- 
er GR: roducts: - 
Vise Signals, Viz Signals, Index Tabs, Vise Clamps, Map Tacks, turers are offering | the dealer 
Team Tocts, Fyacll Suerpeners. worthwhile merchandising helps. 
GRAFF-UNDERWOOD CO. There is real money in toys. 











20 Beacon Street Somerville, Boston 42, Mass. 
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The 
ULTIMATE Wringer 


LOVELL MFG. CO. 


Largest Manufacturers of Clothes Wringers in 


Best on Earth 


Warranted for Five Years 


ANCHOR BRAND 


Erie, Pa. 


the World 








‘For Perfect Team-Work~ 


Turn your wrench sales into an opportunity to cul- 
tivate good will and build a substantial repeat 
business. 

Feature tools that are adapted to the individual 
requirements of our customer. Point out the many 
advantages of Bemis & Call features that “hold 
their own” against the best. 


Your suggestions are 
an important part of 
merchandising ser- 
vice. Your trade ap- 
preciates cooperation 
and will reciprocate. 


B. & C. COMBINATION 
SERVICE WRENCH 
performs the work of a 
good monkey or pipe 
wrench. Pleases the 
mechanic as well as 
answering every call for 
a handy tool around the 


home. 
| TRADE ) 
MARK 


B&€ Cc SCREW 
WRENCH offers real 
improvements. Bars are 





forged from open hearth 
steel with oval front and 
back, giving additional 
stock and strength. 
Handle, frame and bol- 
ster are one piece. 


Write for complete de- 
tails and prices. 


° Springfield, Mass., U. S. A. 








BEMIS & CALL co. 








KNOWN QUALITY 


Means easy sales and satisfied customers 


SHARK BRAND CHISELS 


Mark 





sutt Beveled Edge 
Regular Beveled Edge 
Socket Chisels 


have been known to the trade for 
generations. 


Because of their reputation as de- 
pendable tools, they sell with little 
effort, which means sure profits to 
you. 


SHARK BRAND CHISELS are 
sturdy and well made and crafts- 
men and lovers of good tools ap- 
preciate their quality. 





Manufactured by 
E. & Berg Manufacturing Co., Ltd. 
ESKILSTUNA, SWEDEN 


Order from your jobber today, or write 
We carry a full line of ‘Swedish Made Tools wal Hardware. 


SCANDINAVIAN 


WESTERN IMPORTING COMPANY 

116 Broad St., N. Y. C. 

304 Railway Exehange Bldg. Coristine Bldg. 
Seattle, Wash. 


509 E. Hennepin Ave. 
Montreal, Can. 














KLEIN 


SZZ2CC LES7 








Mathias 
exrae 


(857 





KLEI 









& Sons 








( nica se UH] l SA 
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Christmas Greetings 
ORTHO-SONIC 
eg. U.S. Pat. . Radio 


‘ oS. 5. - 
The only radio with the 


Distinctive—Different—New 
patented Ortho-sonic Circuit 


’ ot one 


Appropriate 


You'll want to remember your customers 
this Christmas-time. For Christmas Greetings 
build good will and bigger bank balances. 
Write today for samples designed especially for 




















te 
bs —w in your line. No obligation, of AR Write us for particulars 
5) ; 
M. P. BROWN + FEDERAL RADIO CORPORATION, Buffalo, N.Y. 
ae . ° ° & (Division of Federal Telephone and Telegraph Company) 
i FORT WORTH TEXAS | Operating Broadcast Station WGR at Buffalo. 
_ ; —. 211 
COLE GTA OLENA RE OE OL RE CC CP A CE AL a 














MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as wel! 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 







ALLEN Safety Set Screws 


30% Extra Strength over a ey | —. screws 
—the only other kind made. — 
process we increase the ee is the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process ee 
deep, perfectly-formed socket-holes—no chips 
- ‘ 7 oom. Li mee length - ae N ie 
. utiliz either for solid metal at the point, or depth of socket 
Milbradt Mfg. Co. for the wrench. All sizes in stock from % to 1% in.; any 
length, point or thread. Also Socket-Head Cap Screws, Tap 
2411 N. 10th St. Extensions and Socket Wrench Sets. Dealers: Write for 


Se Leute Me catalogue and sales proposition. 
° 8, . 


The ALLEN MFG. CO. riartFord. Conn: 














Give them PHENIX QUALITY 


In Screen and Storm Sash 





Hangers and Fast “ee . 
sien eae a ane Hardware Age Verified List 
ae meen ee et OF WHOLESALERS AND RETAILERS 


efficient--that’swhy 
S they sell best. New 
improvements put 
them in a class 
of theirown. Write 
to-day for Catalog 
showing full 
Phenix line. 
Samples free. 


CONTENTS OF THE SEVENTH EDITION 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Stores carrying hardware in United States 
and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Tseiiestusces” Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardwere and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 





Sold by all leading 
a I jobbers. 
































Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen’s calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in bis grip. Since the previous 
issue was published there have been more than 10,000 


| 1? additions and corrections, and these all appear in the 
ef. ff = Seventh Edition. 
by Vi 7 We Hardware Wholesalers find Verified List of great value in 
Oy “‘checking”’ their retatl prospect records. 


$12.00 postpaid 


$00 N. SiniAn Clon te et EF Hardware Age Verified List Department 


239 W. 39th St. New York, N. Y. | 
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detail. 


son’s demands. 


no more, 





Superior Brand 


Poultry Netting 


We are proud of every bale of 
Poultry Netting shipped from 
our plant. You can always de- 
pend upon Superior Brand 
being high quality in every 


Our manufacturing facilities 
are prepared to meet the sea- 


Remember highest quality 
and conscientious service costs 


G. F. Wright Steel & Wire Co. 


Worcester, Mass. 





AGE 






Doultry Supplies 


Winter Fountains 








Insulated Wall Fountain 


Heater Fountain 


el 


‘‘Moe’s Line” is a distinctive 
and popular line of poultry 
equipment for which there is 
an all year around demand. 


It is a complete, satisfactory 


and profitable line to sell. 
Everything for chicks and 
chickens, all designed right, 


well made, and will bring you 
satisfied, repeat customers. 
Make your store headquarters 
for this popular line. 


Write for New Catalog No. 16. 
Now Ready. 


HOEFT & COMPANY 


2305 Davis St. North Chicago, IIl. 





Star Fountain 
For Mason Jars 











hu 
\ inh } j AWY 
7 { ys 


vita v) iyi? /, 
—“G | YU 7, 


No. 9 Challenge 


a 
\ 1 Wh 
£X' 








SERS / 


“Derby Pulthru” 


126-128 N. Curtis St. 


PETER PSOLLER MACHINE WORKS 








Nationally 
Advertised 


of wo- 
men are reading 


Thousands 


about Boller Mop 
Wringers in such 
papers as Good 
Housekeeping, To- 
day’s Housewife, 
and Farm and 
Home. These wo- 
men will call on the 
hardware dealer to 


supply them. Are 
you making these 
sales ? 


Put in a stock of Bol- 
ler Mop Wringers if 
you want a fast mov- 
ing line. Write for 
further details. 


Chicago, Il. 








Show More, Sell More! 





Take the pictures out of the mail order catalog and 
they won’t do any business. 

You can show better than pictures by sampling the 
original article. 

A Heller man can show you how to get an increase 
of from 50 to 100% if you will follow his simple, 
inexpensive tried-out plan. It won’t cost a cent to 
talk to him. Just mail coupon TODAY. 


W. C. Heller & Co. 


Kindly have your man call. 
of Merchandising Hardware. 


MONTPELIER, OHIO 
20 Vesey St., New York City 


[ would like to increase my knowledge 


Name 


CRESS HSEHOSCHHSSCSESSTSOSCSCSSESSSSOeCSeeCSeeseeeeeoeeseeseeseeoeoeeoe Cees e0 6e@ 


Address 


Seer? Mr TS Pewee eC eres eS CCR Oe Pe eee wee See Ceoaceaesneoee ed 
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WANTED —cmamapigpg 
oO 
SELL 







FENCE 


THE STEWART TRON WORKS Co. 


we are 
CINCINNATI. OHIO 




















225 Stewart BLOcK 


MACCOY SALES Co., INC. 
14 WARREN ST,, N. Y. 


Representing 


SCHAEFER AND BEYER 
PLUMBERS TORCHES 


Write for Prices. 














DROP FORGED 
WRENCHES 


Designed and proportioned to give stiff 
ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 
Catalog B-23. 


ARMSTRONG BROS. TOOL CO. 


314 N. Francisco Ave., Chicago, Ill., U. S. A. 

















$ BARROWS 
sree = 
WHEELBARROW CO. “aiacousnt 











DOMES of SILENCE 


The perfect Furniture Footwear! Every 
home needs several dollars worth-- Display 
our Cabinet! Write for particulars. 


Domes of Silence Division, 
HENRY W. PEABODY & CO. 
17 State Street New York City 














INVISIBLE HINGES 

les for“every use of houseowners, car- 

penters, Ped me poet ete. Simple in de- 
"See Sweet's Catalogue (pages 1678-9) aay 
Soss Manufacturing Co., Inc. ic 

776 Ber ~ ee 7. ‘ 

— BROOKLYN, N.Y. Aa 


% mig : 
Nite a 
> sae Se 
es tee + Ses 
Pe oe a 
2 ys Ped to zi is 
4 Cs 4 es - . wel pres. th ee Oa ork. 











Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 








Get an “Edge”’ on Sales! 


Dealers are doing itt with the Dazey 
“Sharpit.” It puts a keem edge on any- 
thing——knives, scissors, sickles, tools. A 
quick and ready seller—and sa profit 














Better MachineScrews 
for the Hardware Trade 





Bridgeport, Conn. 


Fly Screen Cloth 


Quality created the de- 
mand—the same quality 
keeps up the demand. 
Write for Prices 


Spargo Wire Co., Rome, N. Y. 





Bronze 
and Copper 














HARVEY HUBBELL, INC. 
Makers of Every Kind 


Paar of Screw, Nut and Bolt 


The Corbin Screw Corporation 


The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohic 














Get Your Seed Department Ready 


Now is the time to start making friends 
with attractive display cartons of Landreth’s 
Garden and Flower . Make up a list 
and let us quote you on our tested seeds and 
Mixed Lawn . Be sure of your stock. 


enwews [), Landreth Seed Co., Bristol, Pa. 














J. L. THOMPSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 











QO. Lindemann & Co. 


Manufacturers of 


BIRD onav® ma 
CAGES Established 1863 


35-37 Wooster Street, New York 












IRVING HARDWARE CO., INC. 


12 WARREN ST., N. Y. 
SELLING SAME LINE AS SOLD 
BY 
FORMER JOSEPH F. McCOy CO. 








STAT Ton SS 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enomeling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 
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American Steel & Wire 


BARBED: Ellwood Glidden, , 
Waukegan, Baker Perfect, lg er n~: —amanate 
NAILS, SPIKES, STAPLES, TACKS, Hot Gal's Nails. 
Nation, Uh Se Monitor Prac Bonet” Shed ate 
BANNER STEEL POSTS,” | "Tie Banner. Steel Gates 
CONCRETE REINFORCEMENT. 
BALE cae os moans brands. 
TELEPHON 


Company 


Chicago, New York, Boston 
Denver, Birmingham, Dallas 


WIRE for ron ill 
U. 8. Steel Products Co. 
San Francisco, Los Angeles, 


Portland, Seattle 


Quick Delivery. Write us for selling plans. 














Look for the full name 


Russell Jennings 


stampe¢ OT the rout oO} Oul 


Auger Bits 


1 
original doubie twist auger bit, patent 


Mr. Russelk Seon in 1855 


Russell Jennings Mfg. Co. 
Chester, Conn. 


HACK “TLE NOX” saws 
rene es en 
“The Toots in Lhe Paid Bow” 

AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


HACK SAWS - BAND SAWS —- SCREW ORIVERS ~- GLASS CUTTERS 








105 


10c 
Metal Boxes 
V4” Nickeled Steel 





Thumbtacks 
in Display Carton a 
$2.25 each 


Send for illustrated 
folder and Price List 
of every kind of Thumb- 
tack, 


Send for 
Free ("s' Siik 


Flag ona 
glass staff. 





For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 














CRAYONS 


For Every Purpose 
STANDARD CRAYON MFG. CO. 


DanVers, Mass. 





For a Solid Blue Flame 
“DETROIT No. 2” 


The patented burner in this torch 
generates a high heat that gets 
the work done in a hurry. Built 
to last under all kinds of service, 
= the “Detroit No. 2” is one of the 
: best torches procurable. 


Send for Catalog H. 


f ddd i Qulidiad ‘ 





One Quart Capacity 


Detroit Torch & Mfg. Co. Detroit, Mich. 


New York Office: 45 Warren St.; Canadian Rep. George P. Fraser, 
39 Tyndale, Toronto; Kettmann & Ten Eyck*Sales Co., 326 S. 
San Pedro St., Los Angeles, Calif.; Osear Andersen. 627 ‘Washing- 
ton Bivd., Chicago, Ill.; Louis Williams & Co., Nashville, Tenn. 




















Welding Compound is best by every 


easy as Iron. Stock it and increase 
your sales. 


Made only by 
ANTI-BorAx Compounp Co. 
Fort Wayne, Ind. 





OAT. MAY 87,1908 


test. Makes welding of any steel as . 


Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
(the highest offered) at the Panama-Pacific Exposition. 
Good profit. 

Name and design trade marks registered U. & Pat. O@. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 




















NEW CATALOG OF 


STONE WORKING TOOLS 
and SUPPLIES 


Free on request—send for it today 
TROW & HOLDEN CO. Barre, Vermont 








AXES and SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD MFG. CO. 
East Highgate, Vt. 
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Classified Advertising Rates 
Opportunity Exchange Section 
| ~—- Set Solid, Minimum of 5 lines. ...$3.00 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


i : sedeuneneke 
Each additional inch 


Positions Wanted Advertisements 
$5.00 50% off rates quoted 





TETTTIT TTT 4.00 Address your advertisements and replies to 
Hardware Age, Classified Oppor- 








Allow One Line for Keyed Address 





Each additional line........... .60 da tunities, 239 West 39th St., New 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising York City 
Each additional line eecseeceeseee .80 4 insertions, 10% off ; & insertions, 15% Harpwake Ace is published each Thursday 


Average 10 words to a line Py d 
Remittance Must Accompany Order publication 





Forms close Ten Days previous to date of 














BUSINESS OPPORTUNITIES 


HELP WANTED 








A Clean Stock of Hardware 


For sale, good going business, good location. It will be 
worth your time to write me for particulars. Reason for 
selling too many other lines to see to. Address Box H-292, | 
care of Hardware Age, New York. 


Zz ’ 





SALESMAN WANTED—BUILDERS’ HARDWARE “MANUFAC- 
TURER maker of lock and finishing hardware, has opening for experi- 
enced salesman to call on architects and builders in Greater New York. 
State age, previous experience, etc. Address Box H-303, care of HarpWarE 
Ace, New York. 





WANTED—SALESMEN WITH GOOD FOLLOWING now calling on 
hardware stores to sell high grade, moderately priced Paint and Varnish 
Line for reputable Chicago manufacturer; straight commission; c 
dential. Address Box 7186-A, care of Harpware Acez, Otis Building, 


Chicago. 











| M. M. GODSCHALK 


) Merchandising Engineering 
Complete Service for Hardware Merchants 
Systems Installed Samples Mounted 


101 Park Ave., Room 1403, New York 
{ Telephone Caledonia 1374 








Ss 








FOR SALE—AN OLD ESTABLISHED HARDWARE BUSINESS 
at Chester, N. Y., Orange Co., fifty miles from New York City on the 
main line of Erie Stock will inventory about $12,000. Population 
about 1400, with large farming section to draw from. Cc. S. HUNTER, 
Chester, New York. 





WILL BUY OR MANAGE worthwhile hardware store or agency in the 
New York Metropolitan District. Have recently sold my interest in a 
large store after 15 years of active and successful participation as execu- 
tive partner. Can finance $100,000 proposition. State your proposition. 
Address Box H-230, care of Harpware Ace, New York. 





FOR SALE—GOOD HARDWARE, FURNITURE and sporting goods 
business making nearly four turnovers and located in a fast growing town 
-. Bene — west coast of Florida. Address CARL HOLMER, Box 256, 

mi, Fla. 


FOR SALE—Paper shell pecan nuts, large variety, 75 cents per pound 
delivered up to 25 pounds Above quantities 60 cents pound express col- 
lect. Address P. CULPEPPER, Barney, Ga. 








HELP WANTED 
pa : = 
EXPERIENCED SALESMEN 


We have opening for several good men who can 
roduce results—who are adepts in missionary work 
or the jobber and who can sell the better class 
wholesale trade an exceptional line of special clean- 
ers, metal polish, waxes, insecticides, disinfectant, 
etc. Line well and favorably known to large users. 
Territory open—Western Pennsylvania, Ohio, Vir- 
inia, North Carolina, Maryland and West Virginia. 
tate experience, familiar territory, earnings for 
past two years and employers during that time. A 
good line for producers. Address “Alpha,” 32 S. 
Eutaw Street, Baltimore, Md. 




















SALESMEN—PROGRESSIVE NEW YORK JOBBER requires a 
capable hardware salesman for Central or Southern New Jersey. Must 
be experienced in the line, possess initiative, gocd character and person- 
ality. Write fully, giving references. Address Box H-297, care of 
Harpware Ace, New York. 








WANTED—SALESMAN CALLING ON HARDWARE and House 
Furnishing Departments to handle our line of Garden Thellis, Arbors, 
Bird Houses, etc. We are the largest producers of above in the world. 
Liberal commission; attractive line and prices. Address GARDEN CRAFT, 
Crystal Lake, Illinois. 





SALESMEN (3) EXPERIENCED IN SELLING Steel Products to 
Contractors, Jobbers, Hardware Stores, Iron Works and Sheet Metal Shops 
in Metropolitan District. Give experience, age, salary in first letter. Ad- 
dress J. LARKIN & COMPANY, 253 Broadway, New York City. 





_ BRASS HARDWARE FOUNDRY FOREMAN—Must be experienced 
in entire phase of the craft. State full particulars, references, salary, 
experience, etc., in first letter. Address Box H-283, care of Harpwanrs 
Ace, New York. 





POSITIONS WANTED 








Hardware Man, 44 Years Old, 
15 Years on the Road 


with two of the leading national hardware 
jobbers. Two years on the road with a large 
sporting goods house. Now employed as 
buyer same house. Does not like inside work; 
would like to make connection with factory for 
South and Southwestern territory. Have good 
knowledge of hardware. Fair knowledge 
sporting goods and toys. Can furnish best of 9 
reference. Address Box H-280, care of Hard- 
ware Age, New York. 








= 


EXECUTIVE, AGE 41, WHOSE PRESENT engagement terminates 
December first, seeks position as manager of Paint and Glass Department 
of Wholesale Hardware concern. Thoroughly familiar with all duties and 
details of this character, having served successfully in this capacity. Ex- 
ceptional sales ability, twenty years’ experience, capable of handling sales- 
men, perenne and advertising. Highest references furnished. ddress 
Box H-290, care of HAarpware Ace, New York. 


i 











SALESMAN, 32 YEARS OLD, TWELVE years’ experience with tools 
and builders’ hardware, as well as general line, desires immediate connec- 
tion with reliable firm where earnings are based on amount of effort put 
forth. What have you to offer? Address Box H-298, care of Harpware 
Ace, New York. 





_SALESMAN, age 33, with 10 years’ experience selling hardware spe- 
cialties te Jobbers, Retailers, and also industrial trade. Now open for 
selling position with reliable firm. A-1 references. Prefer the dtate of 
Michigan or all of the Central States. Address Box H-282, care of 
Harpware Acz, New York. 


EXPERIENCED CATALOG COMPILER, AMERICAN, CHRISTIAN. 
Wishes high class connection only. Metropolitan district. Address Box 
H-276, care of Harnpware Acz. New York. 
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POSITIONS WANTED 


SALES ACCOUNTS WANTED 





HARDWARE MAN, 47 YIEARS OLD, 12 years’ Hardware and Imple- 
ment experience. Am manager of a hardware store now. Want to con- 
nect with a reputable concern as Traveling Salesman for Hardware or 
kindred line. Wisconsin territory; 10 years’ traveling experience before 
going in the hardware business. Best of references. Address Box H-274, 
care of Harpware Ace, New York. 





HIGHLY SUCCESSFUL SALES REPRESENTATIVE DESIRES 
lines of hardware, machinery, tools and kindred specialties for Detroit or 
entire State of Michigan. Wide acquaintance developed in ten years of 
experience among leading jobbers and manufacturers of the United States. 
Can furnish best of references. Address Box H-278, care of Harpware 
AcE, New York. 





SALESMAN, YOUNG MAN, AGE THIRTY, wishes connection with 
jobber or manufacturer selling direct to retail stores or jobbing houses in 
Chicago. Has had practical experience managing retail business as well 
as in sales work. Address Box 7188-A, care of Harpware Ace, Otis 
Building, Chicago. 





AN AGGRESSIVE AN DWELL ORGANIZED firm wants another 
line for the New York and New Jersey territory on a commission basis. 
A specialty, o rproduct sold to the building trade, is preferred, though we 
will consider anything having sales possibilities. Send full particulars to 
Box H-251, care of Harpware AGE, New York. 





CUTLERY MAN—ALL ’ROUND, THOROUGHLY experienced. Table 
and Butcher Knives, Pocket Cutlery, Shears, Scissors, Razors, etc., as 
buyer, manager, salesman. Wholesale preferred, or retail. Able to do 
practical work. Address Box H-301, care of HArpware Ace, New York. 


WANTED—Representative lines on commission basis, for Long Island, 
New Jersey and New York. Have car; will only consider first class 
proposition. Builders’ hardware preferred. Address Box H-281, care of 
Harpware AcE, New York. 





YOUNG BUILDERS’ HARDWARE MAN DESIRES change about 
first of year. Can handle any size job of any kind. Write specifications. 
estimates, details, sell and buy. Can go anywhere. Will entertain only real 
propositions. Address Box H-300, care of HarpwareE AcE, New York. 


WANTED—BY A BALTIMORE MANUFACTURER of Roof Paint, 
a line for Baltimore, Maryland, salable to Hardware and Paint Stores. 
Address EDWARD C. WINTERS, 1828 West North St., Baltimore, Md. 








SALES ACCOUNTS WANTED 








SALES REPRESENTATIVE 


Covering Alabama, Virginia, Carolinas, Georgia, Florida, 
Tennessee, with headquarters at Atlanta, seeks additional 
lines. Fifteen years experience handling leading hard- 
ware lines. Investigation invited. Competent, energetic 
representation assured. Address Box H-302, care of 
( Hardware Age, New York. 














MANUFACTURERS’ AGENTS with established trade, hardware deal- 
ers and department stores in Chicago, as well as the entire State of Illinois 
and Wisconsin, want additional line in Builders and Cabinet Hardware, 
Brass Goods, Mechanics’ Tools, Electrical Supplies, or line of Dry Bat- 
teries. Address Box H-284, care of HArpwAreE Ace, New York. 





SALES REPRESENTATIVES WANTED 


WANTED—SALESMAN CALLING REGULARLY ON MILL AND 
machinery supply dealers and jobbers to sell high grade line of grinding 
wheels as side line. Attractive proposition, fast turnover. Samples weigh 
one pound. GOODRICH GRINDING WHEEL COMPANY, 1500 West 
Madison St., Chicago. 


SALESMEN CALLING ON JOBBING AND retail trade to handle new 
ong or screen door hinge distinctly different. Commission basis only. 
Product sells at reasonable prices, and would prove a good line for aggres- 
sive salesmen. THE MASTER PRODUCTS CO., 6410 Park Ave., S. | # 
Cleveland, Ohio. 


MANUFACTURER of the Roberts Multiple Sprinkler wants sales rep- 
resentatives calling on jobbers, large hardware and housefurnishing stores. 
State lines handled, basis of compensation, territory covered. Give com- 
plete references. Address ROBERTS BRASS MFG. CO., Detroit, Mich. 


AS MANUFACTURERS’ REPRESENTATIVES, ON THE Pacific 
Coast. We are in a position to handle additional lines of Hardware and 
Sporting Goods. 














Address Box H-299, care of Harpware Ace, New York. 








| Confidence in ffampion, Braud 


Tungsten Lam is shown by 20,000 re- 
tailers and 5 jobbers who sell them. 
Censelidated Electrie 

Lamp Ce. 
DanVers, Mass. 
under the General] Miesctric 
Incandescomt Lamp Patents.’’ 





**Licensed 
Company's 








WESCO TIRE CHAINS 
ARE GUARANTEED 


Western Chain Co. 
U. S. A. 





Chicago, 





ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 
ENERGY ELEVATOR CO. 
211 New Street. Philadelphia 





BROWN @ SHARPE 
sxele) 
Miade Best 


Give Complete Satisfaction 


They 


Catalog on request 
Providence, R.J., U.S. A. 


TRADE MARK 


BROWN & SHARPE MFG. CO. 





58 YEARS AGO . 


Priest’s Clippers were 
introduced. Today 


PRIEST’S CLIPPERS 


need no introduction. 
They sell on their cutting 
quality. 
American Shearer Mfg. Company 
Nashua, N. H. 











American Can Company 


NEW YORK CHICAGO SAN FRANCISCO 


emma : 
£ 






Lithographed 
Cans for all metal displays 
purposes. and signs 

















Want a Good Hardware Salesman? 
Th ckest to locate one is through an ad 
in the TW Classified F Opportunities Section” of this 
paper. 
It’s the place where good hardware salesmen look 
first for real opportunities. 
















_ THERE IS ONLY ONE 
GoLp MEDAL 047. 


FOR 33 YEARS THE RECOGNIZED STANDARD 


ORDER EARLY. COLO MEDAL CAMP FURNITURE MFG. CO.. RACINE. WIS 
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THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. 
No allowance will be made for errors or failure to insert. 


Every care will be taken to index correctly. 
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Independent Lock Co 
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Ludlow-Saylor Wire Co 


MacCoy Sales Co., Inc 
Ss Wh « 6« 5s ecbeeenemened 
Maydole Hammer Co., David 
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Moore Push Pin Co 


National Carbon Co 


Osborne & Company, C. S 
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Profit by His 


Sooner or later road trouble comes to every car owner. 


Hard experience has taught him that the tool outfit he 
scrapes together at random is not dependable. 


It is easy for you to show him where the correct set of 
Snap-On Wrenches for his car will help him out of 
most any emergency and save him many a tow-in and 
many a repair bill. 

The few standard types of Snap-On Handles, with their com- 
plete range of hexagon and square sockets which interchange 
on the handles, offer the equivalent of many times their num- 
ber of one-piece wrenches. To the American automobile me- 
chanic the Snap-On name is a symbol of speed, strength and 
remarkable adaptability to his wrench needs. He has stimu- 
lated a tremendous demand among car owners for selected 
Snap-On Sets, which more than five thousand hardware dealers 
are supplying with profit. 

Their use and their sales possibilities are very great. 


l‘urther details will interest you. 


-Oll 





nap 


INTERCHANGEABLE 


Socket Wrenches 





Look for the name Snap-On on each handle and socket 
—it ws not a genuine Snap-On without the name. 


Snap-On Wrench Company 


Manufacturers Milwaukee 


Motor Tool Specialty Company 


Sole Distributors—14 E. Jackson Blvd., Chicago, Il. 
Distributing branches in 19 Principal Jobbing Centers 


HARDWARE 


Troubles and His Fears 


AGE 


12 Mt TO HOLDEN 












What Car 
Do You Drive? 


Ask the car owner that 
—then take the handy 
“What Car Do You 
Drive” book and select 
from Your Snap-On Dis- 
play Cabinet the tools 
that he needs. This book 
makes you a_e socket 
wrench expert, 




































You can make up the cor- 
rect Snap-On Set for any 
make of car in a strong 
metal box similar to this 
Buick outfit. 
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=” FEATURE REMINGTON— 


GET YOUR SHARE OF LARGE CHRISTMAS SALES 







a 
~<a“ 


There will be more sales of Remington Knives and Small-Bore Rifles this 


Christmas than ever before in the hundred and ten years of Remington 
success. 


Fide 


The reason: Outdoor life is becoming more popular every year with 
men, women, and children. The ranks of hunters, fishermen, campers, 
trappers, hikers, and boy and girl scouts are steadily growing. Think 
what the motorcar has done to swell this great, outdoor army! Nearly 
twenty million cars in the United States and one out of four tours the 
highways with a jolly party of outdoor enthusiasts. 


een 
~ 


—— e 
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And all these people seeking sport and healthful recreation—whether 
they go by auto, on foot, canoe, or motorboat—are purchasers of out- 
door equipment. All must have knives, and they prefer the practical 
outdoor knives that Remington makes especially for them. Many of 
them buy small-bore rifles, and here again Remington has the preference. 


. -_ 
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Remington 


temington The dearest possessions are those that minister to the pleasure, success, 
Hammerless, and comfort of days a-field. That’s why Christmas sales of Remington 


calibre Auto- — Hroducts haveincreased sotremendously in recent years. That’s why pro- 
gressive merchants are featuring Remingtons during the holiday season. 


— ee 


There is still time to get your Christmas stock of fast-moving Reming- 
tons if you place your order now with your favorite jobber. 


REMINGTON ARMS COMPANY, INC. | 
25 Broadway’ Established 1816 New York City 


Remington — 


SATIN SA REGIA 1 8 NIMES I RAE SEROTEC I A LORS IE TET SEAT LTE SEITE MENTE 8 
RIFLES AMMUNITION SHOTGUNS GAME LOADS CUTLERY CASH REGISTERS 


Remington Model 12 

Hammerless, take-down 

22 Calibre Repeating 
Rifle. 

















